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Three Dollars a Year 


Tardware A 


Each grit 
in its own 
stout Box 
plainly 
labelled 


Founded 1855 


Boxed as follows: 


00—100 Sheets 
O—100 Sheets 
1,—100 Sheets 
1— 75 Sheets 
114— 50 Sheets 
2— 40 Sheets 
214— 50 Sheets 
3— 25 Sheets 


Buy Sandpaper by the BOX 


Instead of the Ream, Quire or Dozen Sheets 


Your sandpaper stock is 
carried in neat boxes. 


A box for each grit, plain 
labeled. ee 





Stock It 


In these neat pro- 
tecting packages in a 


“Show It and Sell It” 


In our wonder-working Counter Display 
Case. Already adopted by 50% of all Hard- 
ware Stores inthe United States and going 


compact section of 
your shelving. 

Sell contractors 
and quantity users by 
the box. 


Retailers report sales 
doubled and tripled; and 
spoilage losses reduced 
to practically nothing. 


Tell your Jobber you_must have Ruff-Stuff in the 
Boxes. Also order a Counter Display Case and the 
assortment to fill it. Ab no ricer 


UY ‘Wausau brasive: 
Branch Houses WAUSAU ABRASIVE CoO.: 
New York City, 45 Warren St. Chieago, 612 West Adams St. 
Cleveland, 1235 St. Clair Ave. St. Lonis, 2110 Pine St. 
Philadelphia, 154 N. 7th St. 


Los Angeles—Sprake Sales Co., American Bank Bldg. 
San Francisco—-Sprake Sales Co., Postal Telegraph Bldg. 


ORIGINATORS 


of the new method of packing 
and displaying sandpaper—the 
Counter Display Case—the Unit 
Package—the Decimal Count— 
a method that rescues sandpaper 


be 
The halen from dark cubby holes, stops 


spoilage losses and multiplies 


That Satisfies” pa 


strong! Jobbers are equally enthusiastic. 


: Pas {7 - Siaff™ 


A Quality Prodact- Try it 
Yessir @ 


— Rte 


Sell small lots from this 


case. Large lots from 
your box-stock—or by 


the box. 








Advertising Index, Page 114 


Editorial Index, Page 27 
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Tells a Story 
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LIiLLIILIiiiTi 


HE average customer who trades at 


your store cannot be expected to know 
the “Difference” in the quality of wire 


cloth judging from outward appearances. 


ili 
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DLLILISTI II LiLiTiriisiiiititry 


The Jobber knows this and the reputable 
Jobber realizes the importance of supplying 
the Dealer with wire cloth of unquestioned 


reputation. 
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This puts the responsibility squarely up to 
the manufacturer to see that both Jobbers and 
Dealers are supplied with wire cloth of the 


highest quality. 
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To assure this quality every roll of GRAY- 
WICK Screen Wire Cloth is made by us in 
its entirety. 


Lit iiir fy 
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i 
LiLLiLLITi Ty ryt 


The Steel is the best Open Hearth produced 
in our own furnaces. The Wire is drawn in 
our own mills. Only full gauge wire is used, 
both lengthwise and crosswise. Every opera- 
tion is under the constant supervision of our 
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GRAY-WICK |  ownexperts. : 
may cost a little The Name WICKWIRE BROTHERS and + 
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a “+ our experience and reputation of more than 
It is W - 50 years is your safeguard in buying. Write 
your Jobber for Information and Prices. 
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PRIZE WINNERS 


ANNOUNCED 


Here are the winners in our recent 
contest for the three best letters des- 
cribing an incident where a cheap saw 
was asked for—and the sale swung to 
a quality saw: 

First prize ($15) to John D. Bennett, 
c/o H. H. Bennett, 106 Northampton 
St., Easton, Pa. 

Second prize ($10) to Geo. Wil- 
kening, Jr., 349 E. 138th St., New 
York City. 

Third prize ($5) to Daniel R. Wood- 
bury, Waite Hardware Co., Worcester, 
Mass. 


MR. BENNETT’S LETTER 


Mr. Bennett’s letter, which won 
first prize, is reproduced below: 


He was fresh from the construction 
job nearby, known among the bunch 
as Jim, a ‘“‘form-carpenter.’’ One of 
the big dump trucks had made a mess 
of his saw just a few hours before. So, 
during lunch-time he ran over to the 
store to get a “‘cheap”’ saw to last the 
job out. In answer to his crisp com- 
mand, “I want a saw, the cheapest 
thing you got,’”’ I went to the saw case 
and pulled down a Disston D-18, 7 
point and handed it to him. While he 
was giving it the ‘“‘once-over” I took 
down several other saws—a No. 16, 
D-23, and two ‘‘cheap”’ saws. Then I 
told him to grip the saw and feel its 
“thang,”’ pointed out to him the taper 
ground features for easy cutting, the 
highly tempered blade, which will cut 
with less filing than most saws. “But,” 
he protested, “I don’t need such a 
good saw for ‘form’ work. A cheaper 
one will do me just as well.”’ 

As he laid the D-18 on the counter, 
I picked it up and said earnestly—“‘I 
believe that this is the cheapest saw 
you can buy, for these reasons: notice 
the handle of this saw. It is not wood, 
like an ordinary saw handle, but is 
constructed of a material which is 
unusually strong. Long drops from 
the top of the building to the base- 
ment, hard knocks, and falls won’t 
break it. It cannot warp, crack, or 
check. The smooth finish gives a per- 
fect grip, and heat, cold, or dampness 
cannot change its shape. I can sell 
you a saw for as low as $1.50, and I 
can show you a better saw for $3.45 
and $3.85, but ’”? Before I could 
finish he had taken the saw from me 
and was examining it again. 

Then he ventured, “‘I suppose you 
want about $6.00 for a saw like that.”’ 
I told him he could have it for $4.50, 
and without further question he paid 
me and was off to work. It was the 
first D-18 I had sold, but it has given 
me the courage to put over in a similar 
manner many more sales of this great 
saw. 








D- 8—“‘The Saw Most Carpenters Use’’ 
Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,” PHILADELPHIA, U.S. A. 
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DISSTON 25-YEAR CLUB GETS BOOST. 





“An organization 
composed of dealers 
who have been sell- 
ing saws for 25 years 
ought to represent 
just about the finest 
group of retailers in 
the country,” says 
Mr. D. Fletcher Bar- 
ber of the Chandler 
& Barber Co., 124 
Summer St., Boston, 
Mass. 

“Count me in on a 
club of that kind. I 





Mr. D. Fletcher Barber 


membership to be 
presented to each 
member. 

And following that 
there will be other 
features that should 
prove mighty inter- 
esting to you. 

There will be no 
dues or expenses, of 
course. The only re- 
quirement to becom- 
ing a member is that 
you’ve been selling 
Disston saws for a 


see a lot of fun and We think mighty well of quarter of a century. 
benefit for all,” he theidea, but feelthatitisup What do you say? 





adds. to the dealers themselves to Shall we organize the 
decide if they would like us to PDisston 25-Year 

The Disston 25- Organize such a club. Club? Write us 
Year Club is a pro- We'll aid and assist the your opinion of the 


posed organization movement all we can. Al- idea, and whether 
suggested to us by a readywehaveplannedahand- you would like to be 
number of dealers. some, framed certificate of one of the organizers. 











Henry Disston himself 
adjusts a complaint 


A half-century ago a Disston Saw 
was returned to a Philadelphia re- 
tailer. 

“It’s no good,”’ said the disgruntled 
owner. ‘‘Look how the teeth busted 
out.” 

The dealer gave him a new saw— 
and the dealer’s son was dispatched 
to the Disston factory with the de- 
fective one. He ended up at the 
desk of Henry Disston himself. 

‘Young man”’ said Henry Disston, 
“that fellow didn’t know how to set 
asaw. Look’’—and he proceeded 
to break off the remaining teeth by 
setting them too far down. ‘‘Not 
even a Disston Saw will stand such 
abuse.”’ 

Dealers today face the same 
problem of replacing abused saws— 
and losing a rightful sale. 

Take this precaution: When you 
sell a Disston show the purchaser 
our offer printed on the saw bag to 
send anyone a copy of the Disston 
Saw, Tooland File Book. It contains 
complete information on the care and 
use of saws, which will forestall un- 
justified complaints. 

















A New Member 
Makes its Bow 


The Disston No. 3 Back Saw—es- 
pecially designed for laying hardwood 
floors—is being introduced to the 
trade for the first time. 

The front end of the blade is cut at 
an angle to permit cutting close to 
walls. Tooth edge is three inches 
longer than the back. 


Mechanics have needed a saw like 


this—for neater, faster work. 





Ask your jobber to send you a sup- 
ply. Show them to mechanics and ex- 
plain how the angle of the blade helps 
them in their work. 





The New Disston No. 3 Back Saw 





BUILD SALES AROUND 


LOGAL EVENTS 


GOOD PUBLICITY FOR ALERT 
DEALERS 


Laying a corner-stone is generally 
quite an event. A great deal of pub- 
licity precedes it. 

Why don’t you furnish the trowel 
when there’s a corner-stone laid in 


' your town? 


Disston can ship you in twenty-four 
hours, an exquisitely finished trowel. 
Smooth as glass .... polished like 
a mirror. Blade and ferrule nickel- 
plated. Handle of selected, even- 
grained rosewood—hand polished. 

You can have a trowel etched to 
order with a lodge emblem, insignia, 
etc., if you allow us a little more time 
for shipment. 


GOOD STORE PUBLICITY 


There’s an excellent opportunity for 
good publicity for you. You can get 
one of these handsome trowels suffi- 
ciently in advance to display it in your 
window with a card telling what it is 
to be used for. Mention it in your 
advertising. 

Your local newspaper will no doubt 
be glad to run a free news item with a 
photograph of it. 

This sort of publicity helps your 
store immeasurably. So arrange to 
supply the trowel the next time a 
corner-stone is to be laid. 
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Before you sign a contract 
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No basement required. The Ideal Vecto 
Heater is placed in any living room and sends its 
healthful warmth circulating throughout every 
other room. 


Comfort in every room. One owner writes, 
“It burns very little coal, not more than the old 
heater, yet the Vecto Heater heats the whole 
house, upstairs as well as downstairs.” 


A turn of the handle gives more or less 
heat. With Vecto it is not necessary to watch 
over the fire or stoop to adjust the damper, or to 
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YONDA 


SMOKELESS 


HARDWARE AGE 
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OR the small home and other 
small building (up to 8,000 
cubic feet) the Ideal Vecto Heater 
brings solid comfort at lowest cost. 


It brings this at a price that is 
within reach of anyone and 
it warms the whole home for the 
usual cost of heating one room. 
Its warmth is the nearest approach 
to Radiator warmth that anyone 
could have without the use of 
radiators. 







The Ideal Vecto Heater 


THE VECTO HEATER is an ornament in any room. 
It requires no basement for installation. For more or 
less heat you only need to turn a handle. Compact and 
self-contained, it may be moved like furniture. It burns 
either coal or wood and will warm faithfully and effi- 
ciently for a lifetime. 












spend time and trouble in regulating the fire. For 
more or less heat only a turn of the control handle 
is necessary. 


Easily installed. The Vecto Heater is easily 


installed. Only a chimney connection is required. 


Within an hour the Heater is ready for operation 


Low Price. The advertised price on the Vecto 
Heater is $97.00, available to your customers in 
the way they like to buy—easy payments. But 
you do not have to wait for your money. We 
finance each sale for you. 
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—see the Vecto 


OR the Heating Contractor, 

the Ideal Vecto Heater opens 
up tremendous possibilities for a 
new and wider field of service. It 
can be easily stocked, sold and 
delivered like any other piece of 
merchandise. 


You, too, can make over 
$300. in one day 

Several dealers have reported that 
they have sold their entire stock 
of Ideal Vecto Heaters in one day. 
Each sale brought a real profit— 
altogether over and above their’ 
usual earnings. 

You can make the same kind 
of profits. 





Profit Plan to you. 


To help you make more profit 


AT THE RIGHT are shown some of the sales helps 
which are at your disposal. These include a window dis- 
play, advertisements to run in your local newspaper, four- 
color Vecto leaflets which will be imprinted with your 
name and addréss, illustrated letters which we shall be 
glad to send to prospects, and attractive catalogues printed 
in many colors. The Vecto salesman will explain the Vecto 
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salesman 


















Before you sign any contract—see the Vecto salesman 


AMERICAN RADIATOR COMPANY 


Showrooms and sales offices: New York, Boston, Providence, New Haven, Newark, Philadelphia, Baltimore, Washington, Richmond, Buffalo, 
Pittsburgh, Cleveland, Detroit, Cincinnati, Atlanta, Chicago, Milwaukee, Indianapolis, St. Louis, St. Paul, Minneapolis, Omaha, 
Kansas City, Denver, San Francisco, Los Angeles, Seattle, Toronto, London, Paris, Milan, Brussels, Berlin 


Makers of IDEAL BOILERS and AMERICAN RADIATORS and other products for heating, ventilating and refrigeration 

















HEAT MACHINE 





. ™ 


AMERICAN RADIATOR COMPANY 


Direct Mail Advertising Dept. 196 

1807 Elmwood Ave., Buffalo, N.Y. 

GENTLEMEN: Please send me broadside of local dealer 
Vecto ads, and a supply of Vecto consumer leaflets with 
my name and address imprinted. 








Name 


Address — 


ee eee 
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OTHER 
ESTWING 


§ | UNBREAKABLE 
TOOLS 





You'll 
Well as Profits 
at ESTWING 


UNBREAKABL 
HATCHET 


Pecause~ 


The one-piece-forging, special 
steel, tempered head and handle 
make of the Estwing un break- 
able Hatchet an unusually stur- 
dy tool. Side blows, splitting 
and pulling do not harm it. The 
handle will not break, bend or 















a 





















Estwing Hammers may be had 


split. The head cannot get loose with either curved or straight 
or fly off. The face and edge are claws, smooth or serrated face and 
Estwing hardened and tempered 16 oz. or 20 oz. head. Leather 


. grip. One-piece-forged steel-head- 
to withstand long, hard usage em ane ig 





— xe 
The Estwing Utilax is one-piece- 
forged steel-head-and -handle con- 




















Made and struction. 14 inches a 
ae 7 ae grip. Claws on end of handle. 
5 eg ae Guaran teed Leather belt sheath, 
ee to last a 


Lifetime. 


(They 
SIEILILo” Sil it] 


The Estwing’s one piece unbreakable head and handle and com- 
fortable, leathers grip make a satisfied purchaser of everyone 
one who sees and needs this hatchet. The experienced carpen- 
ter is the first to recognize its advantages and is the most en- 
thusiastic booster for it once he has tried it out. Sell Estwing 
Tools in your locality and they will bring you business from 
prospects who would not otherwise be in the market. 


The Most COMFORTABLE Grip 


Made of leather, the Estwing long-wearing, unbreakable grip is shaped 
for and clings to the hand. Prevents the palm from getting sore or 
cold. It is the ideal grip for the frst and only handle that is strong 
enough for all jobs and lightest for its strength. 


ESTWING MANUFACTURING COMPANY 
Rochford, [Illinois 











. The Estwing Scout Ax is one-piece- 
forged steel-head-and-handle con- 
struction. Leath :r grip and belt 
sheath, 
























Write for sales helps 
and the name of your 
nearest Estwing 
jobber. 
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It’s Buying Time for the Poultry Raiser 
It’s Selling Time for You 


Now come the big turn-over months for poultry fence and other 


poultry supplies. 


Made and 
Stretches Every new born chick suggests the need for netting. And netting, 
Like Farm in turn, suggests the need for other profitable items in your stock. 
Fence ; , ; 

Today in your trade territory scores of potential buyers are figur- 


ing their requirements. Tomorrow they will buy. 


And, while it is buying time for the poultryman, it also is selling 
time for the dealer. Now is the time to go after this profitable trade. 
Make U. S. Poultry Fence your leader. It will bring new cus- 


tomers to your store and put money in your cash register. 


U. S. Poultry Fence appeals instantly, even to the inexperienced, 
because it is made and stretches like farm fence, requires neither 
top rail nor baseboard, costs less “put up” and, makes a neater, 
more lasting fence. 


Representative jobbers all over the country maintain complete stocks. If you 
do not know the U. S. jobber in your territory, write us for his name. 


Indiana Steel & Wire Company 


Muncie, : : Indiana 
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THE 
MOSSBERG 


News Reel 


Socket Wrench 
sets Nos. 10 & 


Generally used 
with No. 14 


To offer a com- 
plete line to the 
trade 


They are packed 
in Kennedy 
Kits with Fros- 
tine finish 


Sell for $9.75 
and $5.75 re- 
spectively 


To be continued 
in a couple of 
weeks 
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Look Over This Close-Up 
of MOSSBERG Set No. 14 


Perhaps the quickest seller 
in the MOSSBERG line. 
Cleverly packed in a Ken- 
nedy Kit with special Fros- 
tine finish. 


There are 34 guaranteed 
steel sockets, Reversible 
Ratchet Handle, Tee 
Handle, Offset Handle, Ex- 
tension Bar, and Universal 
Joint. 


Every Car Owner 


Besides the socket wrench 
equipment, a full line of 
open end wrenches is in- 
cluded. No. 14 is well 
named “ Complete-est ” 
Socket Wrench Set. It is a 
set that is bound to go fast. 
Price, $17.00. 


Catalogue No. 26, contain- 
ing full details of the Moss- 
berg Line, sent on request. 


Is a 


Likely Buyer of Set No. 83 


“It’s a MOSSBERG” 


It only costs a dollar ten. But it holds 
six special analysis steel sockets and 
offset handle. All sockets inter- 
changeable with all MOSSBERG 
handles. Hex.: sizes 7/16, 2, 9/16, 
54, 11/16, and 34 inches. Price, com- 
plete, $1.10. 


FRANK MOssBERG CORPORATION 


Lamb St., Attleboro, Mass. 
Originators of Multiple Socket Wrench Sets 
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Built 
like the lock on 





your front door 
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IF YOU were one of your own cus- 
tomers looking for real padlock pro- 
tection, wouldn’t that fact interest 
you in a Sargent Cylinder Padlock? 


If you were told that there’s no 
record of one of these padlocks ever 
being opened by twisting or prying 
—and shown how quickly, decisively, 
yet silently, they respond to the 
proper keys—wouldn’t you buy one? 


You would—and gladly pay the 
slightly higher price, for the cer- 
tainty that your garage doors, spare 
tires, tool box or cellar doors and 
windows would be absolutely secure. 


Sargent Cylinder Padlocks have 
the same ingenious mechanism as 


doors. They are made in sizes for 
every purpose. They are stamped 
with the Sargent name—a guarantee 
of excellence—a name that’s uni- 
versally known. 


There—are reaSons why you should 
handle Sargent padlocks as well as 
points that will help you sell them. 
Let us send you assortment No. 501. 
Twelve padlocks which include a 
few of the lower priced stibcylinder 
types and a very valuable free display 
panel. Interesting folders for mail- 
ing and counter use are furnished 
free. Our Co-operative Advertising 
Service Booklet will also be sent 
upon request. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
NEW COMPLETE 1926 CATALOG READY—If not received, copy on request 
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AXES — HATCHETS — HAMMERS — BROAD AXES — ADZES — BUSH HOOKS 
SCY THES— PICKS—MATTOCKS—GRUB HOES—GRASS HOOKS 








SCYTHES 


Hand forged, with CRUCIBLE STEEL cutting edge welded between layers of 
mild steel. Made in All Patterns. 


“Flint Edge” “Blood’s” 





WIDE HEEL GRASS SCYTHE WEED SCYTHE 

“Briar Edge” 

Forged Tempered in Oil 
Sharpens easily 


Holds Keen Edge 


from one solid piece 


high grade carbon steel 





BUSH SCYTHE 


GRASS HOORS 


These hooks WILL cut grass. They are practical tools that anyone can use effec- 
tively. Hand forged, high grade steel. 





“BRIAR EDGE” “BLOOD’S IMPERIAL” 


“HAND MADE” 


Kelly Axe & Tool Co., Inc., Charleston, W. Va., U. S. A. 
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Machine Screws 
Stove Bolts 
Tire Bolts. 
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American Screw Co. 


PROVIDENCE , RII, 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL, 
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Expansion 
Bit 





















Wrench 






































. Hunters 
Hatchet 
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Screw 
Driver 
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Concentrate Your 
Purchases 


Does not this presentation of our most 
popular lines suggest the desirability of con- 
centrating your purchases on PEXTO prod- 
ucts? Each line is complete. 


Knowledge and experience of over 100 
years of tool making is built into each and 
every PEXTO product. They are distinctive. 
Their possession spells satisfaction to the 
owners. 


Quality of material and workmanship is of para- 
mount importance to us and the PEXTO TRADE- 
MARK on the tools you buy is significant. Insist 
upon having PEXTO TOOLS; accept no substitute. 


The Peck, Stow & Wilcox Company 
Southington, Conn., U.S. A. 


Worth 
While 
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Angle 
Wrench 
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Pliers 
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MYERS 
DOOR HANGERS 


Jor Sliding Doors on Barns, 
Garaéges,and other Buildings 























Sliding doors are a live issue every day in the year. 
Opened and closed times without number, little 
wonder they are cussed and discussed and particularly 
so if they happened to be the bucking-sticking, off- 
the-track kind. 


Myers Stayon and Tubular Door Hangers provide 
modern sliding doors for modern buildings. That's 
their mission. Nothing more or less is claimed for 
them. They are designed for this purpose. And what’s 
more, they live up to their obligation. 





Patented adjustable, flexible and stayon features— 
single or tandem rollers—steel axles—steel roller bear- 
ings—heavy steel or malleable iron frames—dirt and 
weather resisting construction in tubular or stayon 
styles—are responsible for the superiority of Myers 
Hangers upon which the buying public has come to 
depend. 


Spring always brings renewed building activities. 
Garages, barns and other structures will be built. And 
they will all require door hangers. You'll surely want 
a complete stock of Myers Hangers and Track to meet 
this demand. The way to be ready is to anticipate. 
Catalog and prices to dealers and builders’ supply 
houses. 


fay ow ao Se er i Hat nH 
OE a we 4 
THE FLE,MYERS & BRO.©9. 


ASHLAND, QHIQO. 


Manufacturers for over Fifty Years of MYERS HONOR:BILT PUMPS for Every Purpose. 
WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - BARN,FACTORY and 
GARAGE DOOR HANGERS: STORE LADDERS, Etc. 
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VERY time you sell a De Laval Separator or Milker you have that. satisfied 
feeling of knowing you have made a profitable transaction for the user as well 
as for yourself. You make a satisfied customer, with greater buying power. 

That is why the best merchants concentrate their activities on the De Laval line— 
it has the ideal qualities of leadership which make for maximum sales, combined 
with salability the year round, which gives quick turnover and maximum profits. 

There are always opportunities and a place for live-wire agency representatives 0 


the De Laval organization. 


THE DE LAVAL SEPARATOR COMPANY 


New York Chicago San Francisco 
165 Broadway 600 Jackson Blvd. 61 Beale St. 


The End of a Perfect Day 
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Boring Tools - Q7/ TYPES AND SIZES 


Breast Drills—Hand Drills 
Bit Braces 





E now make ninety-seven types and 
No. 618 sizes—special types for different 
Hand Drill , ec : ' 
kinds of work—each offering the highest 
quality possible at the price. The full line 
is shown in Catalogue No. 34. 


Make especial note of their sturdy 
construction. Each Boring Tool has 
Stanley quality, workmanship and finish 
throughout. 


The attention given to the minute de- 
tails of construction and the convenience 
of Stanley Boring Tools insures the popu- 
larity of the entire line with your trade. 


THE STANLEY RULE AND LEVEL PLANT 
The Stanley Works, New Britain, Conn. 
New York Chicago San Francisco Los Angeles Seattle 





No. 733 
Breast Drill 


<UL 










STANLEY 


SW. 
wy, 


Ask for Catalogue No. 34—a valu- 
able reference book of 179 pages. A 
copy will be mailed to you on request. 
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Thrift Plan 




























Here is a new idea—a wonderful 
b > plan for merchandising stoves and 
ranges to the public. 

A startling plan—yet simple and 
convenient for both dealer and customer. The 
buyer pays out of income, yet there is no credit 
burden for the dealer to carry—no increase in 
overhead—no worry about collection. 

The Round Oak Folks take care of all these 
details. They actually furnish you 
the capital with which to increase 
your business. It is strictly a 
Round Oak Plan carried out with 
Round Oak finances—backed by a 
$4,000,000 concern that has had the 
good will of the American public 
for 55 years. 

Come on, you live wire dealers— 
get in on this plan NOW. Hun- 
dreds of inquiries from customers 
are flooding our office and they are 
automatically turned ‘over to the 
dealer in that territory. 

Turn thes¢ inquiries into sales 
and boost your turnover 25% to 
33-1/3%. Write today for com- 
plete information on the Round 
Oak Thrift Plan. 


The Beckwith Company 







Round Oak Romal Chief Range. 
The ONE range with the oven 
insulated on all four sides. 














Round Oak Gas Range C 
No. 414. Either right or left 





. ° ue hand oven. Aluminized oven A beauty—the No. 213 
Dowagiac Michigan linings. Oil Burner—a_ three 
“Round Oak Folks” Established 1871 burner stove with high, 


deep end shelf. 


ROUND OAK 


STOVES - RANGES - FURNACES 
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Vortex 


has caused more than 

one man to write us let- 

ters like the one shown | 
here —a letter that is 
more impressive and 
convincing than a lot of 
extravagant claims and 
superlatives made by us. 
This washer 1s bwlt 
right and is priced right 
and HAAG dealers 
know that half of their 
expected profits will not || 
be later wiped out in | 
‘servicing’ expenses. 1 
Let us give you all the 
details about the HAAG 
line—it includes washers 
for all types of ‘‘pros- 
pects’ with the new 
VORTEX at “‘the head 


of the class.”’ 


HAAG BROS. CO. 


PEHEORI ; ILLINOTS 
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Watch Western ....in 1926 


Watch Western Dealers 
in 1926 


but 
better still 


be one 


Western dealers are enjoying steady growth in 
sales . . . making more money out of ammuni- 
tion. Outstanding exclusive improvements that 
shooters want bring an ever increasing demand. 

. Why compete with yourself? You are 
your own strongest competitor if you are not 
selling Western. Don't envy the Western 












Sell these :— | 
dealer . . . be one! Just tell your jobber of the 
—the Lubaloy  non- : : : 
fouling bullet, t he Western representative and he'll start you into 
Open-point Expanding , we , 
bullet, .30-30 High Vp- the biggest ammunition year you've ever known. 
locity and the Marks- | 
man L. R. .22. And for 
shotgun: — the popular WESTERN CARTRIDGE CO. 
Super-X and Xpert 
350 Broadway East Alton, Il. 
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ow to Sell More Lorain 


LL other things being equal, the best salesman is he who knows most about 
the article he sells. But, present-day methods of distribution prevent 
close and continuous contact of the manufacturer with the retailer for 

the purpose of teaching the dealer’s salesmen how to sell a specific article. 


Also, the dealer, because of the many lines he carries, cannot afford to give 
every manufacturer the privilege of taking up the time of his salespeople to 
teach them. 


On the other hand, every Retailer wants his salespeople to sell his many lines 
quickly and thoroughly, and realizes that to do this the salesman must know 


his goods. 

American Stove Company believes it has found a solution to this problem for 
Dealers who sell Lorain Burner Oil Cook Stoves. The solution is in the two 
booklets illustrated on these pages. 

‘‘The Lorain High Speed Oil Burner and How to Sell It” is a 32-page, vest-pocket 
size treatise, describing the history, construction, advantages and selling fea- 


tures of this famous Burner together with the many sales-helps offered to the 
dealer. The book is logically arranged and profusely illustrated so that any 
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t Burner Oil Cook Stoves 


Burner Oil Stoves. And, the salesman who will take the time to assimilate all 
that is in the book should be able to multiply by many times his past sales record, 
regardless of how good that record may be. 


‘‘How to Operate the Lorain High Speed Oil 
Burner”’ is a 24-page, 41/2x61/4 book that does 
so well the job of teaching ‘‘How to Operate”’ 
that a school-girl can read it and use a Lorain 
Burner Oil Stove satisfactorily. It is this book, 
which is placed in a metal pocket on every 
Lorain Burner Oil Stove, that keeps the dealer 
from being forced to lose his original profit by 
taking care of complaints caused only by the 
user’s lack of knowledge of the device sold. 





If you sell Lorain Burner Oil Cook Stoves, see 
that copies of these two books are given to 
your stove salespeople with instructions to 
read and re-read. In themselves, these two 
books are a correspondence course in the selling 
of a high-grade household appliance. 











Showing Lorain Burner Instruction Book in 
Metal Pocket at Side of Stove 

















Send for These Sales-Helps 


wo EALERS who sell Lorain Burner Oil Cook Stoves should make sure 
1) they have on hand an assortment of the following free sales- 
helps. This material can be obtained through your Jobber or will be 
furnished direct by the American Stove Company Division whose 


stoves you sell. 
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Floor-Salesman’s Manual 

Lorain Burner Direction Book 

Window Trim 

Lorain Burner Envelope Inserts 
Outdoor Banners 

Folders Showing Stove Models 
Colored Movie Slides 

Display Card for Demonstrator Stove 
Mats and Electros of Newspaper Ads 


If you do not sell Lorain Burner Oil Cook Stoves, we suggest that you 
write one of the five Divisions listed below for catalogs, price lists, and 
other information regarding the Lorain Burner Oil Cook Stoves. 


Lorain Burner Oil Cook Stoves sell easily and stay sold. A few Lorain 
Burner Stoves sold this season will mean many sales next season. 


fr ' ; > ; rrr 
4 : 4 § : t —" 


Many famous makes of Oil Cook 


LO OE ARO NOR pNiE —eN e. 


GUARANTEE 


Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, re- 
placement will be made 
entirely free of charge. 


Stoves are now equipped with 

Lorain High Speed Oil Burners 

including: 

Direct Action—N ational Stove Co. 
Div., Lorain, O. 

New Process—New Process Stove 
Co. Div., Cleveland, O. 

Quick Meal—Quick Meal Stove 
Co. Div., St. Louis, Mo. 

Clark Jewel—George M. Clark & 
Co. Div., Chicago, II. 

Dangler—Dangler Stove Co. Div., 
Cleveland, O. 

192% 


AMERICAN STOVE COMPANY 


ST. LOUIS, MO. 


















March 18, 1926 HARDWARE AGE 


A HOUSEFUL 
of PROFITS 
for YOU 


A handsome metal container in the 
shape of a house holding the com- 
plete, easy-selling assortment of 


PREMAX house numbers. 


Placed on the counter of any hardware 
store they will call “each customer's atten- 
tion to his need for new numbers and make 
it easy for him to pick the style he wants 
at the price he wishes to pay. 


Here is a new one—the HYCASTE. Stamped from brass and looks 

exactly like an expensive cast number yet sold at a price to compete 

with even the cheapest makeshifts on the market. Makes no differ- 

ence whether the old numbers have passed their days of usefulness ‘ 

or not for when the home-owner sees the HYCASTE he wants it 

immediately. 

p THE Y THE NEW HYCASTE 
LINE 


DE LUXE numbers are stamped from heavy sheets of 
aluminum and the numbers in satin silver finish recessed 
into a glossy black background. Easy to read, easy to in- 
stall, and an attractive addition to any home's exterior. 
Furnished as standard equipment in many cities throughout 
the United States—Atlanta, Ga., and many other repre- 
sentative municipalities. Much cheaper than its appearance 
indicates. 
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We are manufacturers of one of the most complete lines of metal letters and numbers in the 
United States, including practically every size, style, and type. Literature is on hand describ- 
ing them all. Mail in today the coupon at the bottom of this page and and let us tell you 
more about them. 


NIAGARA METAL STAMPING CORPORATION 


Dept. 11 NIAGARA FALLS, N. Y. 


Manufacturers also of PREMAX Hame Fasteners, Dodson Hame Fasteners, PREMAX Rustless 
Steel Tent Stakes, PREMAX Single Six Wrenches, and PREMAX Midget Rench Kits. } 








NIAGARA METAL STAMPING CORPORATION, 
Dept. 11, Niagara Falls, N. Y. 


Please give us detailed information on your Houseful of Profits and also tell us about 


these other PREMAX products. 
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Why NESCO Wins The Women 


HIS unusual test has proved a big sellin 

feature for the Nesco Oil Cook Stove. It 

demonstrates conclusively the intense 
heat of the Nesco blue gas flame, and cook- 
ing heat is what a woman wants in an oil stove. 


A or inserted in a potato and placed 
over a Nesco burner glows red hot in an in- 
stant. It is this intense heat, so necessary for 
perfect cooking results that has won the en- 
dorsement of thousands of women and made 
Nesco the largest selling Oil Cook Stove dis- 
tributed through the regular Jobber-Dealer 
sales charmel. More than a million of these 
Nesco burners are already in use. 

In addition to its superior cooking heat Nesco 
offers the housewife many other features that 

















The intense heat ofa gas 

burner is due to the flame 

striking the entire base 
of utensils. 


WITH THE BLUE 











Branches at: Milwaukee, Chicago, Granite City, IIl., St. Louis, New Orleans, 
= = New York, Philadelphia, Baltimore. Licensed Canadi 
; : Dominion Stove & Foundry Co., .Penetanguishene, Ontario, 


NESC 


OIL COOK STOVE 


GAS 


~ 
— 
“~ 
~ 


Ys up cooking, reduce work and expenses. 
y of these features is strong enough to help 
you close sales; combined they are invincible. 
In cities and towns and on farms all over the 
country women are being told of these fea- 
tures through one of the strongest, most 
sales-compelling advertising campaigns in oil 
stove history. Supporting this advertising is 
an intensive plan of dealer co-operation that 
has been tested and proved successful. 

The Nesco Stove, Nesco selling help and Nesco 
service form a winning combination worth 
tying up to. Ask your jobber’s salesman or 
write us for catalog No. 40. Address Dept.N-3. 


National Enameling & Stamping Co., Inc. Advertis- 
ing Department, 425 E. Water St., Milwaukee, Wis. 





nadian Manufacturers: 
Canada. 

















So also the intense blue- 
as flame of the Nesco 
urner strikes the entire 

base of the utensils. 


CONTACT FLAME 
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A STEP AHEAD 


R three years WESCO Chains have been packed in the attractive 
carton now familiar to all hardware retailers. Better merchants are 
enthusiastic for this better merchandising of tire chains. Carloads of 
WESCO Chains have been sold by suggestion ‘alone, 
the desire being created by the prominent display of 
this attractive package. It is a long stride in advance. 








This Better Package 
For a Better Chain 


Consult your hardware jobber about 
the line you will be proud to display 


WESTERN CHAIN COMPANY , 
CHICAGO, U. S. A. 


WESCO chains are pack- 
ed in heavy, full telescope, 
fibre cartons, two dozen 
in wire bound shipping 
case. 





Packed cases weigh ap- 
proximately 400 pounds. 
Dealers and jobbers ap- 
preciate this lightness in 


handling and reshipping P —<—e o~ PP, ; 
_ amt TIRE CHAINS 
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Here’s what 


MR. HAPPY MAN 
SAYS: 





“Sell Atkins Silver 
Steel Saws and be 


Happy.” 


“The Atkins is the Saw 
to CHOOSE—it sells 
better than the saw that 
CHEWS—Cuts down 

overhead and increases 
turnover because it 


AND BE H 








makes a friend and one 
friend makes another.” 











Ask for the Atkins 


E..C.ATKINS & CO. ¢ 
ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE Boo = H ow to S e I] a 
Home®ffice and Factory, INDIANAPOLIS, INDIANA 

Canadian Factory, Hamilton Ontario Saw.” 


Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 


anci 
Atlanta New Orleans ——— _ 
Memphis York Ci Seattle 
~ —, or ty Poris. France 
Portiand,Ore. Vancouver, B.C. 


ATKINS 
SILVER SAWS 


Minneapolis 
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Lamb Chops 


This is the title of Saunders Nor- 
vell’s article in this week’s issue, and 
when you have read it you will agree 
with us that this is a good title—be- 
cause it certainly is meaty. 

You will also find some practical 
merchandising suggestions, all of 
which can be translated into dollars 
and cents. These cover a wide range 
of merchandise—auto accessories, 
radio, electrified hardware—the live 
wire line, tools and other pertinent 
information. 





What Readers Say 
About Us 


My bookkeeper and I are readers of 
HARDWARE AGE and we enjoy it very 
n.uch. 1 find the contents of great value. 

(Signed) HOWARD HARRL, 
Paris, Mo. 


If your publication neéds any editorial 
praise I am glad to join the ranks of the 
praisers. You certainly are undertaking 
a valuable service to the hardware trade 
with HARDWARE AGE. 

(Signed) S. L. APATOW, 
New York City 


HARDWARP AGP is surely an excellent 
a and I find many interesting points 
n its contents. I congratulate myself in 
having subscribed to HARDWARB AGE and 
assure you that I shall continue to sub- 
scribe to it as long as I am interested in 
the hardware business. 

(Signed) AUGUST WAGNER, 
Columbus, Ohio. 
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i on home builder's 
attention is being 
focused on hardware 
by McKinney advertis- 
ing. Turn this interest 
into better orders by 
introducing McKinney 

Hinges early in your 

sales talk. 


McKInNEY MANUFACTURING Co. 
PITTSBURGH PENNSYLVANIA 

















McKinney Products include: Wrought Steel and Bronze Butt-Hinges —Strap and Tee Hinges 
—Forged Iron Hardware—Garage Door Hardware, including Complete Sets —Door Hang- 
ers and Track—Door Bolts and Latches—-Sash and Screen Hardware—Shelf Brackets. 
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Display Your 
Street Address 


A Little Over- 


Enthusiastic 
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BY LLEW S. SOULE 








HE Post Office Department is becoming-more and more strict in the 
matter of requiring street addresses on mail matter—and rightly so. 

Why should we expect Uncle Sam's postal employees to track down the 
locations of those with whom we have correspondence? They have enough 
to do in distributing the mai! on which complete addresses are given. Some- 
times it is almost impossible for the postal authorities to dig up the required 
information and make the deliveries. 

However,—the fault is not always with those who send out incompletely 
addressed letters. Often it dates back to the firms which neglect to display 
street addresses on their letterheads, circuiars, invoices, etc. 

There is a natural pride in wishing to appear so great that only ‘“‘New 
York,” ‘‘Chicago,’’ ‘‘ Pittsburgh,” or ‘‘San Francisco, on an envelope in con- 
junction with the firm name, is necessary to insure delivery of mail. 

But—that little element of pride may prove very expensive to the firm, 
to its ‘customers, and last, but not least, to the Post Office. It may mean 
delayed orders and consequently dzlayed delivery of merchandise. Certainly 
it means unnecessary cost and effort on the part of the postal department, 
with mighty little to compensate for that cost and effort. 

The Post Office Department has requested that all firms and individuals 
place street addresses on their outgoing mail. In some cases the department 
is returning to the sender, mail sent to larger cities, on which street addresses 
do not appear. , 

The big majority of business men of this country want to conform with 
the government's request. They can if all those with whom they do business 
make it a point to furnish complete addresses. 

Let's make it unanimous. 


T one of the recent hardware conventions, a speaker gave a very excellent 
talk on how to increase sales. His remedy consisted mainly of proper 
arrangement and display of merchandise. ° He stressed the point of bringing 
customers into personal contact with the merchandise, and advocated certain 
types of display tables for this purpose. 

So far well and good. Displaying merchandise is absolutely essential to 
successful merchandising. But—the speaker allowed his enthusiasm to get 
the better of his judgment, when farther along in Kis talk he unequivocally 
denounced the use of other display mediums—namely show cases and glass 
cases. 
‘As hardware men, he said, “you could easily afford to pay your local 
draymen a hundred dollars per case to have your show cases and other glass 
cases hauled to the dump. 

How absurd such a statement is. 

To be sure glass cases are not adapted to the display of all hardware; 
neither are tables—flat top, pyramid or any other kind. Both have their 
legitimate place in the arrangement of a modern, up-to-date hardware store. 
Properly used, both add to the attractiveness and the selling power of a mer- 
chant's place of business. 

It is as absurd to say that glass repels customers as it is to claim that a 
display table is a direct invitation to pilfer. 

If the introduction of glass between the customer and the goods is so 
inimical to sales—why the show windows? 

We haven't heard of any one advocating hauling them to the dump. 
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Has House-to-House Selling 
Passed Its Peak? 


By Herbert N. Fiske 


hundred failures or near-failures among the con- 

cerns engaged in house-to-house selling. What 
is more, one of the most famous of the house-to-house 
selling companies, one which has been the envy and 
the inspiration of a horde of imitators, has struck 
shallow water and 
passed its peak of 
growth—and, so it is 
said, its dividend. 

Quite true, the Real 
Silk Company, another 
great inspirer of imita- 
tors, has gained in vol- 
ume, but it is no longer 
selling hosiery alone; it 
is already seeking the 
vertical trust method of 
growth rather than the 
horizontal method. 

Now, I realize that 
this is rather “big 
news’ ’—if true; but I 
believe that those to 
whom the_ statement 
comes as a surprise will 
very, soon realize that 
the news is genuine, and 
that I am reporting a 
happening of major im- 
portance in merchandis- 


if the past year there have been at least one 





The house-to-house method of selling has had a spectacular 


salesmen had rather indicated that it was. Then there 
occurred a rapid shifting of jobs by these salesmen 
that took on quite fantastic proportions. Even some 
of the larger and more succesful firms, who were 
known to give good returns to salesmen, had their 
turnover boosted. The turnover in house-to-house 
selling had always been 
large, but now it became 
a nightmare, with re- 
sulting increased selling 
cost. Then an exodus 
of house-to-house sales- 
men from the field be- 
gan about the time busi- 
ness picked up in the 
spring of 1925; the men 
getting jobs as salesmen 
in other concerns on a 
salary or more stable 
basis. At the present 
moment the situation is 
such that to get together 
a sales organization for 
house-to-house selling is 
an adventure which only 
the bravest and most 
optimistic will face. 
While there appear to be 
plenty of candidates, 
they are of a very dis- 
tinctly low quality and 
display the _ most 
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ing. 

The house - to - house 
selling idea has had a 
spectacular career, and 


career, and it is by no means finished. Just how effective 
it will prove in the future, however, is a question that is 
becoming more and more important to everyone interested 
in it as there are indications that it has already passed 


astounding tendencies to 
migrate, to ignore in- 
structions and to steal 





is by no means finished. ci 


But it has passed its peak. Its growth will never again 


be as rapid, nor will it have a very secure future as 
a method of sound merchandising. 

There are several basic factors which cause this. 
The first of these is the general shortage of labor. 
The immigration policy of the United States has 
lowered the supply of all labor and has raised the 
standards of what remains. As a consequence, the 
crude supply source of salesmen has been running 
very thin and dry for the past two or three years, 
and when the demand came for house-to-house sales- 
men the supply did not equal the demand. Then there 
resulted a great orgy of advertising for salesmen, and 
while at first there was an influx of men into house- 
to-house selling on a “gold rush” basis, it was soon 
discovered that house-to-house selling was not by 
any means a gold mine. Some of the advertisers for 


its peak of effectiveness 


sample outfits. 

The second basic factor which is militating against 
the house-to-house selling idea is the natural limits 
of the method. There has been too much optimism 
in assuming that the American housewife desires and 
enjoys the bell-ringer type of salesman. It is true 
that certain companies, by unusual policies and high 
standards, have kept their prestige with the consumer, 
but at least one of even these companies is now suffer- 
ing a decline for other reasons. The bulk of the house- 
to-house selling companies, however, have never de- 
veloped much good will and do little advertising to aid 
in securing it, with the result that they have en- 
countered a blasé housewife, rather fed up with the 
system of selling which constantly brings salesmen to 
her door. She has been willing to concede that cer- 
tain types of merchandise—let us say vacuum cleaners 
and some other household equipment—the perfect 
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understanding of which is aided by a demonstration 
in the home, should be sold by direct salesmen. But 
when salesmen bring every type and kind of merchan- 
dise conceivable to the house door, they quickly in- 
fringe upon one of the inalienable rights of women 
—which is to put on her best clothes and go down 
town to shop. 

The third basic factor limiting the house-to-house 
seller is the awakened retailer. Having first met the 
mail order scare successfully and then the chain store 
scare, the retailer has met the newest house-to-house 
scare with considerable confidence and skill. He has 
countered with superior attractions, argumentative 
propaganda, and even with house-to-house salesmen 
of his own. A number of national advertisers have 
aided him in this with the result that the house-to- 
house seller has plenty of lively competition and has 
been forced, in many cases, to retreat before the united 
onslaught of the lively retailers. The novelty of house- 
to-house selling has also declined and added to its 
difficulties. 

Saturation 


A more deadly factor, saturation, has been injuring 
some companies. An article which once purchased prac- 
tically supplies the housewife for a few years, or for 
all time to come, necessarily finds saturation a de- 
cidedly real thing. In fact, some of the larger com- 
panies have quite failed to calculate it at all and have 
attributed to one thing or another the increase in 
selling cost and resistance. They have extended and 
subdivided their sales territory in a rapid and inten- 
sive manner, hoping to counteract the increased sales 
resistance of. the saturation factor. 

All these factors, and a few others, have united 
to produce the present situation where the peak of 
the development of this method has not only been 
reached but has been passed. 

It must be appreciated that special methods of mer- 
chandising have their peaks of development. The 
mail order business is commonly admitted to have 
reached its peak in about 1919. The department store 
also, it is generally admitted, has reached the peak of 
its development. 


Peak of Chain Store 


The chain store and its peak is still somewhat a 
matter of debate. There are those economists who 
believe it has already reached its peak—and certainly 
there is plenty of evidence to support such a state- 
ment. Chains are competing against chains in a man- 
ner not known before, and the cooperative buying de- 
velopment of independent retailers has also seriously 
checked the chains, whose consumer prestige is based 
on price advantage. On the other hand, the applica- 
tion of the chain idea allows so many variations that 
a more cautious economist hesitates to say definitely 
that its peak has passed. In fact, the development of 
department stores into what is virtually a chain sys- 
tem may possibly mean a new era which must be 
credited to the chain and not to the department store 
principle. 

Many experiments in house-to-house selling have 
been made by manufacturing concerns who had been 
using old channels of distribution. It was stated at 
a convention of hosiery and underwear men not long 
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ago that in one year past as much as fifty million 
dollars worth of goods had been diverted from jobber 
channels into direct-selling in one way or another, by 
a change of policy. Much of this is now trickling 
back, and many manufacturers, especially in the 
hosiery and underwear fields, have written off their 
house-to-house selling experiments to profit and loss 
and gone about the usual methods of selling much 
wiser as to the nature of the house-to-house “Eldo- 
rado.” 

There is no question as to the inherent sound- 
ness of house-to-house selling for certain articles, 
especially household equipment which is particularly 
difficult to sell or demonstrate through shop distribu- 
tion channels; but even in this field it is easy to overdo 
the method. Turning the clock backward in distribu- 
tion is not precisely an American principle or policy. 
Pack-peddler days belong to a cruder era than our 
own, and have no real place,. beyond certain limits, 
in modern American life. 

As a matter of fact, it is probable that the house- 
to-house selling method has been an abnormal sign of 
the times; an attempt to cut costs of distribution, for 
instance; but an attempt which certainly in this par- 
ticular is a failure. It is now generally admitted, 
even by house-to-house sellers, that they cannot cut 
costs of distribution in comparison with the retailer- 
jobber method. Strong-arm, vigorous salesmanship 
and intense organization have always been able to put 
over a new method for a time, but inevitably a re- 
action sets in and the basic underlying factors show 
themselves. Any manufacturer still toying with the 
idea of selling direct to the consumer by house-to-house 
salesmen will certainly need to think long and hard 
before he can logically decide to proceed. 


Reprinted through the courtesy of Advertising and Selling 
Fortnightly 





The Price Cutter 


The price cutter is worse than a criminal. He is a 
fool. He not only pulls down the standard of his 
goods; he not only. pulls down his competitors; he pulls 
down himself and his whole trade. He scuttles the 
ship in which he himself is afloat. 

Nothing is so easy as to cut prices; and nothing is 
so hard as to get them back when once they have been 
pulled down. t 

Any child can throw a glass of water on the floor, 
but all the wisest scientists in the world can’t pick 
that water up. 

Who gets the benefit of price cutting? 

Nobody. 

The man who sells makes no profit; and the man 
who buys soon finds himself getting an inferior article. 

The man who cuts prices puts up the sign: “This 
way to the junk pile.” 

He admits his own failure as a salesman. He ad- 
mits he has been defeated according to the Marquis 
of Queensbury rules of business. 

He admits he can not win by fighting fair. 

He brands himself as a hitter below the belt. 

If the business world were dominated by price cut- 
ters, there would be no business at all. 

—Standard Oil Company Magazine. 
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The screen serves as background and display board in Sumner’s windows 


Appliances Are Electrified Hardware 
Says Canadian Merchant 


EVENTY years ago W. H. T. Sumner entered 

the retail hardware business at Moncton, New 

Brunswick, Canada. He prospered. His son, 
the late F. W. Sumner, followed his footsteps, en- 
larged the business and was followed by his son, the 
incumbent president, F. R. Sumner, and the business 
continues to prosper, because it has always been 
abreast of the time. 

When Grandfather Sumner started the store he 
sold the people of Moncton their washtubs, brooms, 
sad irons, candles and candle sticks, oil wicks and oil 
lamps, coffee pots and the like. When electricity came 
to Moncton, Sumner’s, Ltd., was alive to its merchan- 
dising possibilities, and today the electrical appliance 
business of this progressive Canadian hardware store 
is an important and profitable phase of its activities. 

Today, the people of Moncton buy their washing 
machines, electric vacuum cleaners, electric lamps, 
bulbs, toasters, percolators, fans, heaters, extension 
cords, flashlights, dry cells, radio batteries, sockets, 
outlets, two-way plugs, and other electrical equipment 
at Sumner’s. The electrical department is on the 
second floor. Lamps are displayed on tables, grouped 
attractively and wired for demonstration. Washers 
and vacuum cleaners are displayed at the entrance 
of the lamp room. Other appliances suitable for shelf 
displays are shown in that manner. 

G. V. White, who has charge of advertising and 


displays, is responsible for these three window set 
ups. You are quickly impressed that Sumner’s stock 
is complete and the items handled saleable. Mr. White 
tells us that 120 washers were sold the first 10 months 
of 1925. Some of these went out on the time pay- 
ment basis, without a single loss. 

Selling electrical appliances in 1926 at Sumner’s 
seems just as natural to the present-day executives 
as selling washtubs, sad irons, brooms, oil lamps and 
kindred items back in 1855 when the store was 
founded. The present day electrical appliances are 
actually electrified hardware, says Mr. White, and he 
certainly has the proper viewpoint. 

Store demonstrations have helped this firm sell 
vacuum cleaners and electric washers. The smaller 
items are sold largely by displays and newspaper ad- 
vertising. Every day Sumners, Ltd., carries an ad- 
vertisement in the Moncton papers, and frequently 
the advertisement is devoted to electrical goods. 

During the Christmas selling season the electrical 
department was one of the busiest. In June a cam- 
paign is waged to sell the June bride, though Mr. 
White tells us there are plenty of marriages in the 
other eleven months, and electrical home equipment 
is one of the first purchases of the present day bride. 

In fact, Mr. White tells us that electrified hardware 
is one of the staple lines carried. There is an all-year 
market for these appliances. 
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Sumner s “Electrified Hardware” Displays 
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When G. V. White, publicity director for Sumner’s, Ltd., Moncton, New Brunswick, Canada, works up a win- 
dow display for the electrical goods department he does not forget to include lamps, flashlights, various sun- 
dries, dry cell batteries and extension cords. The mujor and smaller appliances dominate the displays, but 
the sundries mentioned receive more attention in Sumner’s displays than they do in the average hardware 


store electrical appliance window display. 
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This is the sort of a window display that convinces people that Jack Simons has the auto part or accessory they want | 


Reputation for Complete Stocks 
Holds Auto Accessory [Trade 


HARDWARE AGE. He is the man who sells $1,000 

worth of auto accessories every week in the 
Boston, Mass., hardware store, which he and his 
brother Howard operate. The business is known as 
Simons Bros., is located on Washington Street, and 
faces very keen competition on the accessory business. 
The auto accessories stock has a space allotment of 


Jo SIMONS is not a stranger to readers of 


ten per cent, yet its sales,are easily fifty per cent 


of the store’s gross total. 

Mr. Simons has made a specialty of ignition parts 
and consistently advertises the fact that he has dis- 
tributor, parts and brushes for all cars. In this way 
the store has become identified as the one place in 
Boston, where you are sure to get the desired ignition 
part. This gives the business a firm hold on the mo- 
torists and the mechanic. It suggests readily that 
the Simons auto department would be a good place for 
any other accessory—and it is, for Jack Simons be- 
lieves in having the goods which people need and 
want for their cars. 

Two Classifications 

On the general accessory stock Mr. Simons says 

you will find two definite classifications. There are 


the standard constant selling items such as auto bulbs, 
jacks, spark plugs, radiator caps, stop lights, mirrors, 


windshield cleaners, cow] lights, spot lights, hub caps, 
fan belts, polishes, tool kits, tools, pumps tires, tubes, 
piston rings, tire repair outfits, lubricants clocks, 
cigar lighters, and the many Ford specialties. The 
second group are the miscellaneous novelties which 
enjoy a fast but short life on the market. Many of 
these items are purely ornamental or current fads 
easily detected on first investigation. On such items 
this merchant will buy a dozen. If they sell quickly 


he will order a second dozen and so on until they lag. 


When they stay in his hands for two months or more 
without any particular life they are priced specially, 
displayed prominently and cleaned out, never to be 
ordered again. A little care in watching the stock 
will prevent any dead lines, he tells us. 


Reaction 


“What reaction does the average prospect show 
when solicited on additional purchases?” we asked 
this Boston merchant. He replied: “On auto acces- 
sory lines the prospect is always interested in addi- 
tional items. Too often the average motorist has 
been caught shy in an emergency, consequently a well 
worded suggestion on some necessity always gets at 
least a warm reception. The man who buys a used 
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Family Garden for Five Persons (Fifty Peet Rows) 
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An Idea for Increasing Your Seed Sales 


ERE is something we ran into at the Boston 
convention of the New England Hardware 
Dealers’ Association, and we are losing no time 

It’s a really worth 

while idea for stimulating seed sales and, incidently, 

those of tools and garden implements. 


in passing it on to our readers. 


The illustrations on this page 
are from a circular published by 
the Massachusetts Agricultural 
College through the courtesy of 
the New England Hardware 
Dealers’ Association for use at 
its thirty-third annual conven- 
tion in Boston. 

Why not sell seeds in accord- 
ance with this crop schedule? 

This schedule, posted in your 
store with all the authority of 
a great agricultural college be- 
hind it, 
your customers’ with really 
worth while information, but 
will simplify and give definite 
direction to your selling efforts. 
It may be obtained from either 
the Massachusetts Agricultural 
College or from the New Eng- 
land Association, which will be 
glad to assist dealers in the sale 
of seeds and garden implements. 

The average seed sale is small 
in itseif, but, like the apple of 
Genesis, it is a small thing with 
infinite consequences. When, for 


will not only supply 


example, the average householder begins to think of 
a garden, he not only thinks of seeds but also of 
the implements which make that garden possible. 

When garden implements are featured in connection 
with seeds, you open the way for the “Extra Sale.” 
Garden tools lend themselves admirably to window 
and interior displays, and the 
resulting profits will more than 
justify any efforts in this di- 
rection. 


WHAT THIS FAMILY GARDEN SHOULD PRODUCE 


From a similar garden planted on the college grounds during 
the summer of 1925 the following approximate amount of produce 
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connection with it the crop 
schedule of the Massachusetts 
Agricultural College. This will 
not only increase your profits, 
but your prestige as well. 


For list of free publications or other information concerning 
the Extension Service in Massachusetts write: 


EXTENSION SERVICE, 
MASSACHUSETTS AGRICULTURAL COLLEGE, 


AMHERST, MASS. 
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Radio SALES IDEAS That 
Brought INCREASED TRADE 


No. 1. A Good Advertisement 


Some time ago HARDWARE AGE published a unique advertisement by a hard- 
ware merchant, giving some good reasons why householders should buy vac- 
uum cleaners from him. The ad consisted of a list of the names of 300 cus- 
tomers, while in the center appeared the message, “300 Good Reasons Why 
You Should Buy a Vacuum Cleaner.” The idea was ingenious, to say the 
least, and with a slight change in the wording could be used advantageously 
in boosting the sale of radio receivers. It is well worth trying. How about it? 








No. 2. Use Photographs 


Here’s another good idea for boosting radio sales. Why not display in your 

window photographs of the local and nearby broadcasting stations. Photo- 

' graphs of the various performers could also be used advantageously, and many 

of these could doubtless be obtained by writing the artists themselves request- 

ing portraits and explaining the purpose for which they would be used. Photo- 

graphic displays are sure to cause the passerby to stop and should result in 
many adidtional sales. 





No. 3. High Frequency Turnover 


A young Marconi or DeForest is a great acquisition to a radio department, 
but unless his technical ability is diluted with a little merchandising sense, the 
department will eventually begin to look like an exhibit in the Smithsonian In- 
stitute—what of the accumulation of obsolete models on the shelves. It’s all 
right for a salesman to discuss high frequency with another nut, but the boss 
won’t be able to see it unless it has some relation to turnover. 








No. 4. Radio Demonstrations 


Radio demonstrations in your store will either help sales or send a prospec- 
tive customer out into the street with the strong conviction that radio isn’t 
exactly all it is cracked up to be. It all depends on the way you demonstrate 
gets. If you try to emphasize volume rather than quality, you are apt to Jose 
many sales. We don’t see as many loud speakers over the door as we did dur- 
ing the last two years, and it’s a good thing, too. One of these blatant, screech- 
ing, distorting monstrosities, through giving people a false idea of radio qual- 
ity, reacts unfavorably on the sales of every radio dealer in town. 











No. 5. A Good Sales Opportunity 


Servicing radio receivers is sometimes regarded as a necessary evil. When 
your radio man sells a receiver, he’d like to be through with that particular 
transaction—sometimes he is, but other times he is not. Frequently when a 
set stops percolating, it’s merely because the “A” or “B” batteries are run 
down or it’s in need of some trifling adjustment—but, anyhow, it means a trip 
for somebody. When these trips are made merely for the sake of servicing, it 
means that your profits on that particular sale are reduced. But it’s different 
when your service man is a salesman. It is then an opportunity to suggest to a 
prospect in the comfort and quiet of his own home, that he buy some radio 
accessory or some other article from the hardware stock. 
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Lamb Chops 


By Saunders Norvell 


how one’s mind wants to play truant from 
business. Spring is almost here. Sap is stir- 
ring in the roots. The annual resurrection of nature 
is at hand. What are the styles of Easter hats this 
year? Bangkok straw, small, like ancient helmets. 


¢ 2 


T HE sun is shining brightly out of doors. Some- 


One of my young friends, just a clerk, dropped 
$5,000, all he had in the world, in the recent slump 
on the stock market. He came to me for sympathy. 
He did not get any. I told him that if he had read 
my article on Helen of Troy and if he had believed 
exactly what I predicted, he need not have lost his 
$5,000 but, on the other hand, would have gone short 
on the market and cleaned up $10,000. “Well,” he 
answered, as the man remarked before he was hanged, 
“this will be a lesson to me.” 


* + 


Why will people do it? It is simply past one’s 
comprehension. Almost the entire list of stocks was 
at record high prices. Everybody knew this. Even 
the most guileless little lamb was aware of this fact. 
Still they bought and kept on buying. One of my 
friends told me he held on because if he sold, he 
would make such a handsome profit that he would 
have to pay the Government a heavy income tax. In- 
stead of paying the income tax, when one of his stocks 
dropped 20 points, he was wiped out. Now he will 
not have to worry about the income tax but con- 
gratulate himself on being able to charge back a loss! 


* * *% 


It was interesting to read in the report of The 
Federal Reserve Bank that the banks had loaned more 
than $3,000,000,000 on stocks. I cannot exactly 
grasp the amount of three billions. I think the 
description that the father gave his son when he asked 
him how much a million was would more than cover it. 
The father was reading his evening paper when 
his son asked him this question. The father replied 
absent-mindedly, “Jt’s a h of a lot.” The next 
day the son was late in returning from school. He 
had been kept in. When his father came home, the 
boy indignantly told him that his answer was wrong! 


* * 7” 





[ know you will be glad to hear that President 
Coolidge and Secretary Mellon are right. The busi- 
ness of this country is on a very firm foundation. 
In some lines of business profits are very large and 
satisfactory, especially where the Government controls 
prices. In other lines sales are good, but on account 
of high operating expenses, profits are not satis- 
factory. The operating end of these businesses, how- 
ever, is in good condition. There is over-production 
on account of our great capacity to produce. The 
selling end of these businesses has not been able to 
profitably dispose of this enormous production. 


In England, with a similar situation, the Govern- 
ment would intelligently get together with the busi- 
ness men, analyze the consumption of the world and 
adjust production to profitably meet the consumption. 
In this country we have that fantastic idea that the 
mass of the people of the country can be benefited 
by keeping the producers of the country at dagger’s 
points, having them work in the dark in regard to 
both production and consumption and having them 
lose enormous sums of money when they find through 
lack of cooperation and ignorance that they have at- 
tempted to produce two blades of grass where only 
one blade ought to grow! 


* * * 


It was a curious and interesting thing during the 
war to watch our Government, in order to get quick 
action and to accomplish results, do practically all 
of those things that, in times of peace, it was against 
the law for the individual merchant to do. 


* * * 


Now legislation is suggested on price maintenance. 
The Chamber of Commerce of the United States have 
taken a vote on price maintenance. The majority of 
this vote of the Chamber has been in favor of price 
maintenance. The Chamber, however, cannot take any 
action, as it is their rule that no action is taken except 
as a result of a two-thirds vote and those who believe 
in price maintenance did not reach a two-thirds 
majority. 

* * * 

It is my idea that when goods can be patented or 
copyrighted or trademarked, then and in such cases 
there should also be the right to have the selling 
price maintained. Suppose that I make a medical 
discovery. I file the formula at Washington and I 
give it a name. The idea of the patent and of the 
copyright on the name is to give me the exclusive use, 
benefit and profit from my discovery. Now I place 
this item on the market. I spend thousands of dollars 
advertising it. Suppose it becomes immensely popular. 
Then unscrupulous price pirates cut the price and 
I find on account of this demoralization that there is 
no profit for either wholesalers or retailers in the sale 
of my preparation. Other manufacturers come out 
with inferior imitations. While it is admitted that 
my product is of superior quality, on account of the 
item being unprofitable, wholesalers and retailers im- 
mediately push the spurious article. So I find that 
while I have made a valuable discovery, that while 
I am granted a patent, a trademark and a copyright, 
still, if I am not able legally to maintain a fair and 
reasonable profit for my distributors on this item, 
I receive no reward as a result of my enterprise but, 
on the other hand, suffer heavy losses. 


* * * 


It seems to me that copyrights, trademarks or 
patents, without the right of price maintenance, are 
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like a tinkling cymbal and a hollow drum. It seems 
to me that with a fair and reasonable price main- 
tenance law, there is a greater possibility of a con- 
sumer’s receiving the genuine article—the kind of 
goods he wants—than without such a law. After all, 
on many things with all of us, it is not so much a 
question of a low price as of getting exactly what 
we want. Besides that, the public cannot reasonably 
expect the wholesaler and the retailer to distribute 
goods without any profit. A tremendous sales re- 
sistance immediately arises when even the highest 
quality goods must be distributed without profit. 
The goods disappear from shelves. Even when car- 
ried in stock, they are hidden under counters and 
are only produced upon insistent demand. In the 
meantime spurious imitations, on which there is a 
better profit, are pushed at the consuming public. 


* * * 


If the manufacturer is permitted to see that his 
prices are maintained on his goods, should the prices 
asked be more than the goods are worth, naturally 
the consuming public will decline to take the goods 
whereas, on the other hand, if the public are willing 
to pay the price asked and continue to buy the goods, 
it is only reasonable to conclude that the public be- 
lieve that the goods are worth the price asked; other- 
wise, they would not pay it. 


* * * 


Competition on staple goods should be kept open. 
The right to maintain a price should only follow the 
patented, trademarked or copyrighted articles. 


_ o * 


I am asked the question—“Will the industrial situa- 
tion be disturbed by the gyrations of the stock 
market?” I do not think so. Walter Bagehot, the 
well known English writer on economics, says: 
“There are times when fools have a lot of money. 
While they are spending and investing it, there is 
prosperity, but when they shall have spent and in- 
vested it, there will be a crisis and after the crisis 
the wise men have their money.” 


. * 7 


The shaking down process in Wall Street is exceed- 
ingly simple. Just shut your eyes and think out the 
major movements of stocks. They are steadily moved 
forward. The financial papers, through their financial 
writers, all help the movement. Everything is done 
systematically and in order. Stocks advance. The 
public rush in. The stocks finally reach their peak. 
Then there is a drop. The public are shaken out. 
The financial institutions come to the rescue of the 
market. After the market is rescued, there is a 
twinkle of the eye of the financial institutions and 
their lips are moist with the taste of lamb chops! 


* + + 


Banks pay 2 per cent on deposits. They loan money 
at 4% per cent. Naturally we wonder how they 
can roll up such enormous profits on such low rates, 
but we must not forget that our financial institutions 
are not only loaners of money but that their real 
function, for which they deserve a large measure of 
credit, is when, with courage and energy, at tre- 
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mendous risk to themselves, they rush to the rescue 
of a demoralized market. Of course it happens after 
being saved that the market shows its gratitude by 
recovering from 8 to 10 points. Incidentally, the 
financial life savers clean up a very handsome profit, 
but, of course, that is just incidental. They do not 
wish the stocks. On the strong market again they 
are fed out to the public. Again the financial writers 
comment on what has happened. There is one writer 
I have followed very closely. He certainly has the 
nerve of the proverbial Government mule. I wonder 
if he does not laugh at himself. As the prices ad- 
vance, he writes about a new era. The old era of 
low prices has passed away, never to return. How 
he does jolly the lambs along! Then, the day after 
the crash, he turns around coolly and tells the lambs 
that they should have known better! As a barker 
for the financial show, this financial writer of one 
of our great papers surely does earn his money! 
The whole performance is better than a circus. 
os ” 


It is the Ides of March. It was in the Ides of 
March, wasn’t it, that Brutus stabbed Caesar? Now, 
every year, in the Ides of March, all of us, with a 
sigh, take up the work sheet and the other sheet, 
gather together our memoranda and go to work on 
our income tax. There is always a lull in business 
all over the country in the month of March. No, it 
is not the slump in the stock market nor unfavorable 
business conditions. All of us are struggling with 
our income taxes. We make an entry on Line 8 and 
then transfer it back on the next page to Line 14. 
Next we deduct Line 16 and multiply it by five. We 
double this, multiply by three, divide by six and enter 
the result on Line 26. When we get to the last line 
and think we are through, we find we must turn back 
to the first page and start all over again. 


ial * * 


[I am supposed to be a person with an average 
degree of intelligence. I have had no difficulty what- 
ever in figuring hardware discounts. I play auction 
bridge with Whitehead, Lenz and Hamilton. I have 
written a book. Now, allow me to make a confession. 
Every year I try to make out my own income tax 
report. I tackle the job with industry and enthusiasm. 
I get all of my gains and all of my losses together. 
I ‘analyze and subdivide them. Then I tackle the 
work sheet. I do it in pencil, frequently using a 
rubber. When I get a headache, I adjourn the job 
until the next day. Having taken a good night’s sleep, 
I attack the problem with a clear mind. After two 
hours’ hard work, I admit I am beaten. I give it up. 
I telephone for an expert accountant and pay him to 
do the job. An entire week in March is practically 
given up to fussing with income tax papers. What 
a nuisance! | 

* > * 

[ wonder if all of my friends will make similar 
admissions. If the scientific psychologists of this 
country discovered that 70 per cent of us Americans 
only have the mental development of a child of 14, 
why do those in charge of our income taxes send out 
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OUR READERS’ FORUM 


The Clerk Problem 
Dear Mr. Soule: 

The articles you have been’ running in 
HARDWARE AGE relative to the Clerk Problem 
seem to be a free for all question. I would like 
to come to the aid of the clerks and ask a few 
bosses to look into the mirror of their hearts and 
see if they are treating their men like they would 
love to be treated if they were in the clerks’ shoes. 


How many bosses know the home life of their 


clerks? What kind of load do they carry at home? 
I will admit there are some men who do not care 
to get any further than a stove blacker, but if 
there is a man who shows you he wants to ad- 
vance, my advice is go to that man and tell him 
you have been watching him and you are proud he 
is trying. Don’t be afraid to tell him. I think this 
boss is afraid to encourage for fear he will be 
called on to advance a salary. 


Beat the Boss to Work 


I have my first time to ask for such a thing. I tried 
to do my work so well that the boss would pay me with- 
out asking, and in all my experience I have never let 
the boss beat me to work in the morning and if he was 
the last to leave he had to slip back at night. I never 
allowed myself to get into the habit of being sick 
and laying off. I was.always on the job doing my 
best. I have worked for some men who were like 
brothers to me. I never took advantage of their 
friendship and tried to get too personal with them. 
I remember one boss I worked for, Will Leslie of 
Sherman, who would often put his arm around my 
waist and ask me go with him and get a cigar. He 
knew he would get good returns from it, for if I 
had done any thing good or bad he would tell me 
about it while we were alone; he never let the 
other men know, and today I would walk through 
snow barefooted to help him; while there are other 
bosses I could not say this for. All they wanted 
was just what I was able to turn out by hard work. 
I believe if the men in charge of the clerks would 
show them that they were interested in them they 
would kindle a friendship that would make the 
clerk work harder. 


Advises Vacations 


Don’t be afraid to give a vacation once a year. It 
pays big interest and above all things please don’t 
dock a man if he is absent on account of sickness 
or business of his own. Give him to know that you 
expect him to be on the job, and if you are called 
on to excuse him for a day, do it with a smile, for 
a clerk had rather take a beating than have to ask 
to get off, for he knows the boss will say, “I guess 
maybe we can spare you, but we are awfully busy.” 
I am positive in my mind that if the men on the floor 
were treated like men, 100 per cent, the boss would 


have no trouble and this clerk question would be settled 
and efficient salesmen would be the reward. Let’s 
be men together, for the day of slave drivers is 
over. Let’s try it. What do you say bosses? 

W. B. T., 


Hardware Clerk. 


The “Blah” Again 
Dear Mr. Soule: 

Re: “Blah”—perhaps a word may be permitted 
by a man, one who knows both sides of the fence— 
fifteen years as general purchasing agent and about 
as long as sales manager. It is assumed that the 
buyer must have felt rather out-of-sorts as the 
printers say—sort of out of order; decided to blow 
off some of the “viciating virous vich vexes vimmen 
and sich” as an English author described a sort 
of Samivel Weller person. A buyer above all per- 
sons should never show a disposition to dislike his 
callers. Whence does he obtain the real quotations 
and valuable information necessary in buying? 
Why, right from those “glad to meet you” hard- 
working Sons of the Grip. Many were the times 
I have called up in and around Waterbury, Water- 
ville, Watertown and Waterford where the famous 
“Connecticut-made wares were produced, and been 
received by a foresighted buyer.” Well! Fred, Boy, 
glad t’? see ye. How’s she moving? “Did it gladder 
the cockles of one’s heart?” Well, you bet: better 
than the matutinal cup of Winthrop coffee. Just 
think, those boys, many now not so young but just 
as full of Life’s interest in mankind, used to drop 
in at Charley Agards’, reserve a room at The Rink 
Hotel, for, as a matter of fact (speaking in the 
past) while many of the old landmarks have passed 
into history, yet, their telling will bring back the 
pleasant memories when selling was a real pleasure. 
Hence, to obtain a room at The Rink Hotel, kept 
by Mrs. and Mr. Connolly (see), always Madame 
took first place. The hotel was in the Roller Skat- 
ing Rink. Then, this deed of accomplishment done 
to be sure of a cozy room, good supper later on with 
either griddle cakes or waffles (or both ad libitum) 
with real honey. 


The Old Hand Shake 


Then across the street, spin a few yarns after the 
“Hand Shake” was given and received—a mutually 
friendly action, indicative of consideration and regard 
between buyer and seller. (Those were days when the 
buyer said “say Fred—whatch-yer think of the tariff 
on—pliers? How will the new wood-screw list be 
affected by the quicker slotting machinery”—or per- 
haps—to come closer, “Is it true that the new profile 
lathes are turning out six axehelves at one operation?” 
Those were days when fun and friendship mingled. 
The Lord be praised—lI have never found it necessary 
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to do any one; never gauged a friendly buyer as 
“pray.” No, those were days when buyer and seller 
met on common ground and visited. I had my trade 
come to the city and bring the family: on the other 
hand, my folks ran out and stopped over Sunday 
with them. 

Those were real days of friendship. If this 
is not too long, I would make some comments 
while purchasing agent. Not every caller had 
“nice dry hands”; some were froggy-wet. But 
underneath this effusive diffusiveness, there were 
found “on the level” hearts that beat with friend- 
liness. “Mr. Blah may have had his views of callers 
“who extend a moist palm”—but is it not our dearly 
beloved Alexander Dumas, who in La Reine Margot 
tells us, “the warm friendly palm—the grasp that 
met and set the blood atingling’? Man to man, 
one thing is sure—the unfriendly buyer may seat 
himself upon a raised dais and view his callers 
with a holier than thou feeling, but he will never 
be the buyer who gives and takes—who shakes 
hands even if he finds it necessary to wipe his own 
after each operation and say to his secretary — 


“Who is the next?” 


Henry Frederic Frasse, 
Glen Ridge, 
New Jersey. 





Too Much Executive Attention 


Dear Mr. Soule: 

Relative to our major hardware problem, would 
say that our problem is common to all hardware 
dealers. It is that of keeping our internal affairs 
under proper control. 

We find that in merchandising a great deal of 
confusion is very apt to ensue when the executives 
pay too much attention to external conditions. As 
principals in our own affairs we realize that all 
cause and effect is based on our own decisions. It 
is, therefore, our problem to make those decisions 
unaffected by what the other fellow is doing. By 
the “other fellow” we mean all outsiders, which 
would include competition and clientele. 

Inasmuch as our major problem is composed of 


many minor problems, it is our chief concern to’ 


endeavor to solve each day’s problems correctly and 
not carry them over into the next day unless abso- 
lutely necessary. By pursuing this policy we have 
eliminated many inharmonies from our business. 
This, we feel, is reflecting the proper government 
in our affairs. We, of course, know that our prob- 
lem is not yet solved but that it is in a process 
of solution. 


As to Competency 


It is our constant endeavor to see that all mem- 
bers of our organization are competent to solve 
their problems in their individual capacity. As this 
efficiency is continually encouraged, we find that 
the machinery of our business is functioning in a 
very satisfactory manner. Also, it tends to elimi- 
nate fear of competition for the reason that we 
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realize that if our work is properly done our com- 
petitor has a relatively small chance of doing more 
than we have done. We gladly concede him the 
privilege and ability to do as well. If he can do 
better than we can do, we are naturally on the 
lookout to accept better methods. 

We cannot say that we have a problem that is 
not understood and on which we are not working. 
We feel that we are on the right track and the 
results apparently justify our decision in that 
regard. 

To sum up, would say that our problem is to 
mind our own business to the very best of our 
ability. 

Yours truly, 
Barrett-Hicks Co., 
Fresno, Cal. 





More on the “Handshake” 


Dear Mr. Soule: 

That “Blah” editorial of yours as well as the 
letter by the W. H. Coles Coml. Co., in the Feb. 18 
issue of HARDWARE AGE, prompts me to write to you 
on a subject very close kin to the one on Blah hand- 
shakes. 

As a man behind the counter I sometimes wonder 
if it would not be a good idea for manufacturers and 
jobbers to instruct their salesmen to be a little more 
friendly with and do a little more selling to the man 
behind the counter. 

To sell a bill of goods to the buyer of a store does 
not necessarily mean that those goods are going to 
move after the store gets them on its shelves. 

I can tell you from experience that the goods bought 
from salesmen who either do not “fit,” or who do not 
bother to sell themselves to the clerks are, as a rule, 
pretty slow movers. For example, we carry in stock, 
goods made by two different manufacturers and I 
really believe they are of equal value, but we sell sure- 
ly five times as much of one as the other and for no 
ether reason except that the clerks are all sold on one 
of the lines and therefore unconsciously push that one. 
This is true of many lines in our store where we have 
more than one line of goods of a kind. 


Sold on Many Lines 


I have just returned from the New England Hard- 
ware Dealers’ Association show at Boston, Mass., and 
I can truthfully say that I am sold on many of the 
lines we carry in stock (and some we do not), not 
because one is especially better than another, but 
rather because of the friendly manner in which I 
was received by the fellows who call at our store. 

I know that the salesmen would have the argument 
that they have so many calls to make that they 
haven’t time to bother with all the clerks they meet, 
but even when they haven’t much time it really doesn’t 
take very long, nor cost very much to throw out a 
friendly greeting and I feel most certain that that 
sort of investment pays mighty good dividends. 

Yours truly, 


W. D. M., “Retail Salesman.” 
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A Little More Than Expected 


By Harry Botsford 


sler, titular head of the great automotive corpora- 

tion which bears his name, said that much of his 
spectacular success as a reorganizer and as builder 
was due to a certain business maxim which he tersely 
commits to the following words: 

“Always give the boss more than he expects.” 

In those eight words are compressed the finest com- 
mercial philosophy in all the world. 

It is a philosophy that may be applied alike to the 
butcher, the baker and the candlestick maker; it is 
a philosophy that the most humble clerk or the highest 
salaried executive may put into practice. 

Those eight words comprise one of the fundamental 
cornerstones of every substantial fortune, of every 
big business, of every great institution—and it is the 
cornerstone on which any service is builded. 

The man who owns and operates his own business 
may think it a philosophy for underlings. He is 
wrong. For he has a boss, as every owner of a busi- 
ness has a boss. In the final analysis the real boss, 
the final arbiter, of every commercial or industrial 
organization is—the Public. 


|: a recently accorded interview, Walter P. Chry- 


Public Represents Buyer 


Every business is something of a public institution; 
the purpose of your organization is to serve the pub- 
lic; perhaps you sell a. product or a service—in either 
instance the public represents the buyer. 

The head of a great railroad organization once lost 
his temper and yelled at a reporter “The public be 
damned!” And the public, thanks to the reporter, 
heard the statement and forthwith their anger flamed 
and for years the railroads were in hot water due to 
legislation born of that thoughtless remark. 

Giving the boss a little more than he expects is a 
philosophy that has builded great institutions. Statler 
used the maxim to build a great hotel and the plan 
was so popular that a whole string of profitable hos- 
telries have resulted. The automobile people have been 
giving the people a little more than they expected: 
lower fuel costs, easier riding, more power, greater 
beauty, lower costs. It has paid, for the boss is quick 
to reward those who have sufficient vision to give them 
more than expected. 

Offhand I cannot think of a single chain-store 
scheme that has not been builded on the premise that 
the public is entitled to more than they expect. 

We are all of us deeply concerned with buying habits 
—the buying habits of others. We are endeavoring, 
to the best of our ability, to influence buying habits. 
No trick formula, no mere magic will ever enable any 
business to be permanently stabilized. The real and 
fundamental secrets behind success are ordinarily so 
inherently simple that they appear complicated—or 
else they are so entirely obvious that they are fre- 
quently overlooked. 

It is the “extras” that often influence buying habits. 
When I am in Pittsburgh, for example, I always man- 


age to breakfast at a certain hotel. No sooner are 
you seated than a small cup of steaming coffee is 
placed before you. I like that “extra.” It bridges the 
gap between the time when you enter the dining room 
and the time when breakfast is served. A great 
knitting mill was never able to secure a place in the 
spotlight for their bathing suits in spite of the fact 
that they incorporated in them every small conveni- 
ence possible. Some genius suggested that with every 
suit strands of wool be attached—this to provide 
strands for repair purposes. The scheme was a sound 
one. 


A Bathing Suit Gets Hard Wear 


Once a hole appears the business of matching yarns 
for colors is almost impossible for the original colors 
have faded under the stress of sun, salt water and 
air. But the extra strands attached to the suit of 
these particular bathing suits were exposed to the 
elements and faded and changed colors along with 
the colors of the suit. Hence, no delay in darning a 
hole; hence no glaring difference in colors—hence, a 
neat and unnoticeable darn. The scheme was sound 
enough to pay dividends for this concern and it was 
sound enough to give their bathing suits a distinction 
competitive suits lacked. 


More Than Expected 


It pays to give the boss a little more than he ex- 
pects! It pays whether you are the head or the foot 
of an organization. Giving a little more than ex- 
pected is the item that gives a man or a product in- 
dividuality—it is the thing that gives the one touch 
of distinction that separates a man or a product from 
the crowd. The worker who is willing to render an 
extra service, who is able to give the boss a little more 
intelligent effort, a higher grade of thinking than 
expected is going to have greater responsibilities to 
handle. A man or a business will continue to increase 
a scope of usefulness just as long as the ability to 
deliver more than expected is kept fresh and keen. 
Derelict men and derelict business wrecks mark the 
route of those who attempt to achieve a goal without 
giving the boss a little more than expected. 

But the route of the successful man and the grow- 
ing business is marked plainly and it is perfectly 
charted—because of the use of an eight word business 
philosophy that was sound when Soiomon was a lad. 





What Kind of Advertising? 

What kind of advertising is the best? There are 
many kinds of good advertising mediums, but in our 
opinion the best form of advertising for the rural 
retail dealer is the local newspaper. Almost every 
town has a newspaper whose list reaches practically 
all the buyers in its trade territory. The cost of 
such publicity is not prohibitive. In no other way 
can sO many prospective purchasers be reached as 
regularly and as consistently. 
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This is a view of the modern hardware store of George B. Peck, at Anaheim, Cal. An atmosphere of cleanliness and 
compactness is very apparent 





What George B. Peck Has Learned in 


the Retail Hardware Business 


By Frank H. Williams 


HIRTY-FIVE years a successful retail hardware merchant! 
That’s the record set up by George B. Peck, of Anaheim, Cal., 
and what makes the record more remarkable is that Mr. Peck 
still has the look, pep and punch of youth. 

Of course, a man who has been in the hardware business for nearly 
half a century must have learned many things about the retailing of 
hardware, which is a help to him in building business and profits and 
which, perhaps, would be of equal value to other hardware dealers. 

So, with this thought in mind, the interviewer recently asked Mr. 
Peck as to what the most important thing is that he has learned in 


his long career. 


“The most important thing?” Mr. 
Peck repeated with a smile. “I'll tell 
you what it is—its to not pay too much 
attention to competitors!” 

“That sounds interesting,” said the 
reviewer. “Tell us just what you mean.” 

“IT mean,” explained Mr. Peck, “that 
when a hardware merchant governs his 
own purchases and sales efforts by 
what his competitors are doing he isn’t 
running his own store at all—he’s let- 
ting his competitors run the store from 
a distance. And, as absentee manage- 
ment isn’t ever very good for a store, 
this means that the merchant doesn’t 
get anywhere with his business, as a 
general thing. 

“T’ve learned that if I am to make 
a success of this business I’ve got to 
run it myself. I’ve got to be on the job 
all the time and I’ve got to make a 
profit on the goods I sell regardless of 
what my competitors are doing. 

“And I’ve learned that I’ve got to 








George B. Peck 


arrange my window displays according 
to my own ideas and not in accordance 
with what my competitors are doing 
and I’ve got to merchandise my goods 
in accordance with my own original 
ideas and not in accordance with the 
methods used by the other retailers in 
the hardware business. 


Does Not Cut Prices 


“I’ve learned to not cut prices no 
matter what the other fellow is doing. 
When goods come into my store I per- 
sonally mark them myself. My average 
markup is fifty per cent, although some 
goods are marked up only thirty per 
cent and other goods are marked up 
100 percent. 

“When I mark my goods I put what 
I feel is a reasonable price on them 
considering what I must make out of 
this business in order to pay overhead 
and show a profit. Then after once 
marking a reasonable price on the 
goods I stick to that price no matter 
what the other fellows are doing. I 
simply do not cut prices. The result 
is that I get the prices asked and the 
further result is that the other hard- 
ware merchants in the town, with 
whom I am on the most friendly terms 
all the time, also keep up prices. 

“To my way of thinking it is bad 
business to cut prices for several rea- 
sons. 

“In the first place it cuts down prof- 
its. In the second place it makes the 
public always look for bargains at the 
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' store instead of being willing to pay 


the right prices and in the third place, 
in my opinion, it has a psychological 
effect on the merchant of making him 
content with only small profits when he 
should be making larger profits. 

“Also this proposition of not paying 
too much attention to competitors 
means that I’m not stampeded into 
expensive advertising or promotion 
schemes just because someone else is 
doing it. It means that I keep both 
feet on the ground all the time. 

“That’s the most important thing 
I’ve learned in the thirty-five years I 
have been in the retail hardware busi- 
ness, 

“That’s interesting and worth while, 
indeed, isn’t it?” 

But it isn’t the only worth while, 
interesting thing disclosed by this in- 
terview with Mr. Peck. 


Eliminates Guesswork 


“What’s the next most important 
thing you’ve learned through your long 
experience?” Mr. Peck was asked. 

The answer came back instantly. 

“Eliminating guesswork from _ the 
business!” was the reply. 

“In my mind,” Mr. Peck went on, 
“the main difficulty with the hardware 
business is ‘guess work.’ A merchant 
doesn’t actually know how much it costs 
him a day to be in business, he just 
guesses at the figure. He doesn’t know 
whether he is making money or not— 
he guesses at it. 

“The result is that some hardware 
merchants simply kid themselves along 
from year to year. They tell them- 
selves they’re getting along all right 
and making money and they say every- 
thing is fine and dandy. And then, 
suddenly, they wake up one morning 
to find things are not O. K. at all and 
that new financing is necessary if they 
are to continue in business. 

“In this store I know where I am at 
all the time and I keep track of things 
without spending too much time on my 
books, either. 

“Just to show you how well I know 
where I stand all the time let me tell 
you that before our last inventory I 
estimated what I thought was the stock 
of goods on hand. That estimate was 
within $13 of the actual figure revealed 
by the actual inventory! 

“Records of sales and purchases and 
expenses are totaled from week to week 
and from month to month. My books 
are accurately balanced at the end of 
each month and at any time by a little 
figuring I can tell just exactly where I 
stand. 

“I know, too, just exactly how much 
business I must average every day in 
order to pay expenses and make a 
profit. 

“IT also know just where I stand all 
the time with regard to credit accounts. 


Praises Credit Plan 


“About a third of our business is 
done on credit and I don’t mind telling 
you that last year we lost less than 
one per cent of the money out on credit. 
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Also our credit accounts averaged final 
payments within forty-five to fifty days 
of the time bills were contracted in- 
stead of in ninety days as is supposed 
to be the general case througn tne 
country. 

“IT have no hard and fast set rules 
regarding the extension of credit. 
Whether or not I grant credit to an 
applicant depends on the individual 
case. I may know one man quite well 
and may know that he is perfectly 
O. K. and so may give him as much 
credit as he wants when he asks for it. 
With another man I may know that 
he is good up to certain limit but that 
when he gets over this limit he is the 
hardest man in the world to collect 
from. “ 

“When credit accounts fail to pay up 
in what I think is a reasonable length 
of time I get after them just as hard 
as I can and I don’t lay off of them 
until I get my money or know definitely 
that it is going to be entirely impos- 
sible for me to get it. 

“Yes, sir, this thing of knowing just 
where I’m at all the time is mighty im- 
portant to me in showing me how to 
buy right and in keeping me out of 
trouble. To always know just where 
I’m at all the time is one of the most 
important things I’ve learned in my 
thirty-five years’ experience in the re- 
tail hardware business.” 

“What comes next on the list?” 
queried the interviewer at this. “What’s 
the third most important thing you’ve 
learned ?”’ 


Caters to Women’s Trade 


“The third most important thing?” 
repeated Mr. Peck. “I'll tell you what 
it is—it’s to cater to the women’s trade. 

“That sounds rather unusual for a 
hardware merchant to say, doesn’t it? 
But experience has shown me that the 
feminine trade is trernendously impor- 
tant in making a success of my store 
and so I go after that trade hard by 
handling kitchen ware, household uten- 
sils, chinaware and other goods in 
which the women are interested. As a 
general thing it is apparently believed 
that a hardware store is strictly a 
man’s store—it is, apparently, believed 
that women will not patronize a hard- 
ware store in any very large numbers. 
But I have found that by keeping a 
superlatively attractive store, handling 
the goods women are interested in and 
showing them that their trade is ap- 
preciated it is a comparatively easy 
matter to bring them into the store in 
increasing numbers all the time.” 

“Why do I consider it important to 
get the feminine trade? I’ll tell you 
why. The main reason I consider the 
feminine trade important is because, in 
this store at least, it is a cash trade. 
Our feminine customers do not ask for 
credit. 

“In the second place there is a hand- 
some profit in most of the stuff we sell 
women—much greater profit, in fact, 
than there is in nails, builders’ hard- 
ware and such stuffs. And, of course, 
if we are to get anywhere in this store 
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we simply must sell some goods on 
which there is a high percentage of 
profit so as to even up the low profit 
we make on other goods. 

“In the third place, we don’t have 
much money tied up in the goods we 
sell to women and there is a big turn- 
over on the goods. The values of these 
facts to the store are self-evident. 

“In the fourth place the women of 
this section are the buyers of the fam- 
ilies, nowadays. The women direct 
where practically all the family pur- 
chases will be made and they make a 
good share of the purchases themselves. 
So when we get the women coming to 
our store for chinaware or something 
of that sort it is-a certainty that their 
families will, when they are in the 
market, buy needed paints, builders’ 
hardware, garden equipment, tools and 
so on from us. In other words, by 
catering to the women with kitchen- 
ware and such goods we actually build 
business for all our other lines.” 

“Any other things you’ve learned 
that will be of interest to the trade 
and helpful to other hardware mer- 
chants?” Mr. Peck was asked. 

“T’ve learned to get all the goods we 
handle out where people can see them 
and handle them,” was the reply. 
“Goods that are buried never sell, I 
find. But goods that are on tops of 
counters or on tables and that are 
plainly priced, sell quickly. Conse- 
quently we spread all our wares right 
out in front where everyone can see 
them. This helps our sales a great 
deal. 


Changes Windows Frequently 


“Another thing I’ve learned is to 
always have neat, attractive window 
displays and to change the displays at 
least once a week. In a small town 
like Anaheim, which has about 15,000 
population, a frequent change of the 
window displays is particularly impor- 
tant because from day to day it is 
practically the same lot of people that 
pass the store and look at the show 
windows. If the displays aren’t changed 
frequently then the displays become an 
old story to the folks and they pay no 
attention to the windows while passing 
them.” 

“Mighty interesting indeed,” said the 
interviewer. “Anything else?” 

“Yes,” said Mr. Peck, “I just want 
to say that I think there’s too much 
howling and worrying over mail order- 
houses and chain stores. We have no 
chain stores in this town and it doesn’t 
look as though we’d have any for some 
time to come. And as for mail order 
competition—say, it has been a couple 
of years since I’ve heard any one of 
our customers talk about being able 
to buy hardware goods cheaper from 
a mail order house than he can buy 
them from us. 

“Of course, this situation with re- 
gard to the mail order houses is differ- 
ent from what it is in the East. I used 
to be in business in the East and there 
we were always hearing about the mail 
order houses. 
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W. L. Hartman, 
new president 


celebrated its twenty-first birthday by holding 

the biggest convention in its history at Sioux 
Falls on February 23, 24 and 25. The accompanying 
exhibition was held in the municipal Coleseum while 
the convention sessions were held in the assembly 
room on the second floor of the same building, where 
the 288 dealers and clerks in attendance severely taxed 
the capacity of the room. 

The convention program was a well balanced mix- 
ture of South Dakota “boosterism” and concrete mer- 
chandising ideas. The former element was supplied 
through inspirational talks by such speakers as Carl 
Gunderson, governor of the State; Elmer U. Berdahl, 
state secretary of finance and formerly secretary of 
the South Dakota Retail Merchants Association; Dr. 
C. W. Pugsley, president of the South Dakota State 
College at Brookings, and L. Wendell Fifield, pastor 
of the First Congregational Church, Sioux Falls. 

Possibly the outstanding talk of a convention, 
measured by the value of the concrete ideas which 
it contained and which the dealers could carry back 
to their own stores, was that of E. G. Weir, mer- 
chandising manager of the Beckwith Co., Dowagiac, 
Mich. Mr. Weir, who spoke on the subject of “Re- 
ducing the Burden of Overhead” listed the reasons 
for the increasing overhead costs in hardware stores 


as follows: 


[eet South Dakota Retail Hardware Association 


Higher sales resistance on account of the increas- _ 


ing public indulgence in pleasures. 

Insistent demand on the part of the public for’more 
variety and refinements which necessitates more sales- 
men, larger inventories, more space, fixtures, ware- 
houses, light and also engenders a tendency unless 
sharply watched to build up an obsolete stock. 

Yearly increase in taxes and rent. 

In spite of higher salaries, in general, salesmen’s 
efficiency has not increased proportionally to sales 
resistance. 

Higher servicing costs because public is more crit- 
ical and more helpless and because of higher wages 
and shorter hours. 

Frequency of style changes. 

More frequent return of merchandise. 

Chain stores have intruded with price cutting prac- 


tices. 


Merchandising Problems 
Discussed at South 
Dakota Meeting 


W. L. Hartman, of Aberdeen, Elected President, 

Succeeding J. W. Scott; C. H. Casey, Minneapolis, 

and N. O. Bacon, Cresbard, Re-elected Secretary and 
Treasurer Respectively 
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A. Refvem, 
new vice-president 


Failure to always advance prices every time and ad- 
vance is made by the manufacturers or jobbers. 

Inroads of the mail order houses. 

Appeal of a still larger city. 

As to means of offsetting the influence of these 
items which were increasing the cost of doing busi- 
ness, Mr. Weir suggested the following: 

Secure just as many monopolies (exclusive sales 
agencies) of distinctive sales stimulating, consumer 
satisfying specialties as you can do justice to and on 
which you can make the satisfactory gross margin 
you must receive—this is in sharp contrast to fea- 
turing of staple lines. 

Place your sales and advertising emphasis on such 
lines because in addition to a larger percentage of 
gross margin, you have a potential monoply as an 
attainable objective. 

Anticipate public preference by being sharply and 
constantly on the lookout for and securing exclusive 
sales agency for new specialties that you know will 
qualify as above. 

Definitely start and continue a specifically planned 
salesmen’s training program. 

Another interesting and decidedly practical session 
was given by John W. DeWild, of the Hardware 
Trade, St. Paul, Minn., and L. T. Woodward, of the 
Dennison Manufacturing Co., Framingham, Mass. 
Both of these gentlemen demonstrated rather than 
talked, Mr. DeWild showing the principles of show 
card writing and explaining the value of the various 
types of pens and brushes. Mr. Woodward, with the 
aid of a dummy window, showed the effectiveness of 
different styles of back grounds all made from or- 
dinary crepe paper. 

At the final session of the convention officers for 
the coming year were chosen: W. L. Hartman, of 
Aberdeen, was elevated from the position of vice- 
president to that of president; while A. Refvem, of 
Frankfort, was made vice-president; Morris DeJong, 
of Springfield, and P. W. Waltz, of Brookings, are the 
new members of the board of directors, and J. W. 
Scott, of Newell, the retiring president; H. C. Parker, 
of Murdo, and A. M. Anderson, of Sturgis, continue 
as members; C. H. Casey, of Minneapolis, and N. O. 
Bacon, of Cresbard, were re-appointed by the new board 
to the offices respectively of secretary and treasurer. 
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To the left: N. E. 
Given, new presi- 
dent 


To the right: W. 
H. Addison, retir- 
ing president 











Here we have C. 
H. Casey, who 
was reelected sec- 
retary and treas- 
‘urer of the Min- 
nesota Retail 
Hardware _ Asso- 
ciation 











Minnesota Dealers Unite in Action 


Against “Jobber Competition’’ 


N. E. Given Elected President; C. H. Casey Reelected Secretary and Treas- 
urer at Annual Convention of Minnesota Retail Hardware Association, 


Held at St. Paul 


of some of the hardware wholesalers in selling 

direct to consumers and to non-hardware 
stores took definite form at the thirtieth annual con- 
vention of the Minnesota Retail Hardware Associa- 
tion held in St. Paul, Feb. 16 to 19. After consider- 
able discussion a resolution, prepared and sponsored 
by the 175 retailers from Minneapolis and St. Paul, 
which condemned the practice was passed unanimously. 
By this resolution the dealers will obtain full informa- 
tion of every instance coming to their notice of the 
unethical practice of “jobber competition” and report 
to a special grievance committee which was appointed 
by President Addison. 

The convention, itself, was the largest in the history 
of the organization, 1246 dealers and clerks register- 
ing during the four day session. The program was 
resplendent with constructive talks given both by 
nationally known merchandising experts and dealer 
members of the association. 


Christianson Talks 


One of the high lights of the gathering was the talk 
of B. Christianson, assistant secretary of the Wiscon- 
sin Retail Hardware Association, who spoke on the 
subject of “The High Cost of Too Much Volume.” To 
illustrate his point that hardware dealers were apt to 
over emphasize the matter of obtaining a larger sales 
volume at the expense of their profits, Mr. Christian- 
son cited several concrete examples of which he knew 
among the dealers in his own State of Wisconsin. 
He said, “One man, whose name and town, I will not 
mention, has just completed a successful year, if 
measured by volume. He sold $640,000 worth of mer- 


| NITED opposition by the retailers to the policy 


chandise this last year. But he made no profit, or 
rather he paid out all that he made as profit—he paid 
it out for advertising to get more volume. Twenty- 
one thousand dollars was what he paid out for what 
we call creative advertising. He created business but 
only a lot of profitless business. 

“Now let’s compare this with a small business of a 
retail hardware merchant in Wisconsin. Here are the 
figures from their statement dated Jan. 2, 1926. 











Merchandise sales.............. $68,316.89 
Cost of merchandise ........... 47,460.72 
so oon cs wee sewsads 20,856.17 
re ere 8,493.00 
Net profit on sales ...... Relea Salt 12,363.17 
Plus net refund in store account 300.00 
a 12,663.17 
Inventory Jan. 1, 1926.......... 9,556.71 


“A profit of $12,663.17 on an inventory of $9,556.17 
but don’t be misled. There are other items that go 
to make up his investment, such as accounts receiv- 
able, furniture, fixtures, tools delivery equipment that 
totals about $25,000 so that his profit is a little less 
than 50 per cent. 

“One of these stores tried for volume and they got 
too much. The other took only such business as they 
could obtain within their own legitimate trade terri- 
tory and which could be obtained at an average ex- 
pense cost. The direct loss of profits, in this feverish 
selling that leads to too much volume is not the only 
thing to be afraid of. There are consequences that 
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are more far reaching. They affect your profits on 
the Gebit side. These very concrete results of forced 
selling induced by this greed for volume at any price 
are unethical] competition, loose credit selling and 
super-serviee. 

“When times are good you do not hear much about 
competition. That is because every merchant is getting 
a fair share of the business he is entitled to without 
too much expense or effort. But when there is only 
a little business and people are holding off on their 
buying, you will find dealers hard after it and price 
cutting frequently occurs. It is at this time that you 
have to look to your staple for support. The sales of 
luxury items fall off rapidly and reliable staples must 
be pushed into the gap, left vacant by these lost sales. 

“Now, as you know, the sale of staples depends upon 
the consuming power of the people in a trade territory. 
Cutting prices will not increase this consumption of 
staples. Trying to stimulate a demand where no de- 
mand exists is costly and is not even good business. 
High pressure selling in a retail business is always 
more or less inefficient. The added profits are soon 
absorbed by the increased expenses and nothing is 
gained. It pays to strive for volume but only if it 
can be obtained without having to force business 
into your store at an exorbitant cost to you.” 


Wonders of Radio 


Another highly interesting talk was that of J. O. 
Maland, a former hardware merchant and now secre- 
tary of the Northwest Radio Trade Association, who 
spoke on the “Wonders of Radio.” In commenting 
on the possibilities for the hardware retailer in selling 
radio, he said, “There are at least three and one-half 
million radio sets in use today. Many estimates range 
from four to four and one-half million. At the 
end of the next five years we can reasonably expect 
that there will be about fifteen million radio receivers 
in operation in the United States. There are more 
than twenty million automobiles registered in the 
United States and the time will come soon when there 
will be just as many, if not more, radio receivers as 
there are automobiles or telephones. 

“Surveys in Minnesota and the Dakotas indicate the 
following percentages of homes with radio: Farm 
homes, 12 to 15 per cent; towns and smaller cities, 
15 to 18 per cent; larger cities 22 to 25 per cent. One 
half of the sets in operation today were sold last year 
which was the first really big year in the radio busi- 
ness. Approximately 85 per cent of the homes on 
farms and in the smaller towns are without radio and 
these are your prospects—a big market that offers 
you a great opportunity for profit if you handle radio 
sets and accessories. 

“The gross margins on radio equipment range from 
30 per cent on tubes to 40 per cent of the selling price 
on sets. Reports from radio dealers for 1924, when 
margins were smaller than they are today, indicated 
an average gross margin of 26 per cent, a total expense 
including service of 201% per cent, leaving a net 
profit of 51% per cent. The average turnover of stock 
was 7.80 times, giving a net profit of nearly 58 per 
cent on the stock investment. 

‘“‘About one half of the radio business is the sale of 
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radio accessories, such as batteries, tubes, “B” battery 
eleminators, etc. These sell during practically every 
month of the year and as the number of sets in opera- 
tion increases the sale of radio accessories insures 
greater profits and it is fast becoming one of the 
sweetest parts of the radio business.” 

The seriousness of the competition offered by the 
“neddler” was the burden of the talk by Dr. Alfred 
P. Haake of New York, who said, “Of the various 
agencies that are doing anything from nibbling to 
gashing at the business of the retailer perhaps the 
most dramatic is the house to house canvasser who 
comes as a stranger into town, or who represents 
directly some out of town interest conflicting with the 
retailer and takes business right from under the nose 
of the retail merchant. This canvasser typifies the 
attack on the retailer. The retail merchant, properly 
concerned and sometimes alarmed, has shown a ten- 
dency to follow the age o!d habit of redressing wrongs 
by making the wrong illegal. He has tried to legislate 
the disturbing canvasser out of existence. He has 
failed and always will fail with this method. 

“In just a word it is our job to become better mer- 
chandisers, to work shoulder to shoulder with the 
manufacturer and wholesaler who works with us. We 
-have made a splendid start in just becoming aware of 
the problem. The canvasser actually finds it increas- 
ingly difficult to sell his ware and those who employ 
him find it increasingly difficult to keep his ranks 
filled—going even to the lengths of advertising for 
help through their national advertising. Let’s keep 
up the good work and one of these days the American 
women will have come generally to the conclusion 
that it is more convenient and advantageous to buy 
in the retail store than from the agent at the door.” 


Merchants’ Experience 


Two of the members of the AsSociation who were on 
the program and who spoke from their own experiences 
were Henry Leitschuh of Sleepy Eye, and V. G. Wedge 
of Sauk Center, Mr. Leitschuh in speaking of specializ- 
ing on and pushing individual lines said, “A good 

‘specialty varnish salesman came along one day and 
sold us varnish. He went farther than that—he sold 
us a large amount of varnish. We had a painter who 
had several men working for him who bought his 
entire needs from us. On account of financial circum- 
stances and attitude, we asked him to quit buying. I 
bought the varnish and I figured that I was just as 
good a man as the man that sold me, so I specialized in 
varnishes and started out to move this purchase. Just 
prior to that time had the pleasure of going through 
a paint and varnish factory, and that experience came 
in handy. We were at that time doing a lot of plumb- 
ing and heating in new houses and it hurt me to 
think that our varnish was not also being used. I 
tried to interest several painters with poor results. 
So I went out to sell this material direct. My own 
home became a fine example of the varnishes and 
stains that I was selling and I talked Quality and I 
became a specialist. Did I sell all our varnish that 
year? Yes and more too—for our additional varnish 





(Continued on page 85) 





‘1 “|= 8 7 © @DO@®@ Ome mm Oo 


' Ww Ww 


—— ae \y 

















Mareh 18, 1926 


The Ruhling 
Hardware Co., 
Salina, Kan., 
cashes in on ra- 
zors and shaving 
supplies by real 
intensive mer- 
ehandising meth- 
ods 
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Demonstrations 
and frequent win- 
dowdisplays 
serve to not only 
bring back satis- 
fied customers but 
also to attract 
new trade 


Selling the Man Who Shaves Himself 


termed “the man’s store” it is therefore the 

logical place for the male population to go when 
seeking: shaving equipment of any kind. H. J. Ruh- 
ling of the Ruhling Hardware Co., Salina, Kans., 
considers his stock of shaving requisites one of the 
most profitable departments of his business. In the 
picture reproduced on this page you can readily see 
how highly he values his shaving supplies department 
—enough to hold frequent and attractive window dis- 
plays. ; 
In commenting on his end of his business, Mr. 
Ruhling says: 

“Two years ago we decided to go after the safety 
razor business as the drug stores were open seven days 
a week and about eighteen hours a day. Also, a local 
chain cigar store was selling blades for 78 cents per 
pack of twelve at the time. The drug stores were 
also handling cutlery and electrical merchandise. We 
knew that the cut rate drug stores in Kansas City 
were getting some of this business and our local de- 
partment stores would put on a sale of toilet articles 
about once a month.” 


Do eermea as the hardware store has often been 


Demonstrations Given 


“Our sales on blades were about what the average 
hardware store would sell. We would buy a carton 
each of the various styles at a time and these would 
last us a month or two. When we decided to take 
this step, we also increased our line on shaving soap, 
creams and lotions. We marked these goods to sell 
at the special sale prices, 50c. items to sell at 39c. 
and 35c. items to sell at 29c. In order to be able to 
make the prices, we had to buy quantity and buy direct 
if possible. We then used the suggestive method of 
selling which really put this across. We also used 
the newspaper and once a month we put in a window 
and this brings in the business. Last year we bought 
over 3500 packs of blades.” 

When a man buys a safety razor at the Ruhling 
store he is also shown a suitable device for sharpening 


and the method of using it will be fully demonstrated 
so that when a purchase is made, complete satisfac- 
tion is assured. This, Mr. Ruhling believes, is an im- 
portant detail as the man shopper of today usually 
buys in the evening or on a Saturday afternoon and 
has neither the time nor inclination to linger for any 
length of time at a sales counter. 

The Ruhling sales staff endeavors to sell each pur- 
chaser of a safety razor an extra package of blades 
on the basis of convenience to the buyer. This at- 
tempt is frequently successful. When the extra blades 
are not purchased with the set the salesman impresses 
the customer with the fact that when he is in the 
market for replacements the store is equipped to 
serve him. 

Extra Blades Sell Well 


Mr. Ruhling did not have exact figures but he said 
that the blade sales each month gave a profit that 
was steady and well worth handling. Steady blade 
customers are often sold traveling sets in their favor- 
ite brand of safety razor. Some of these sets are to 
be seen in the picture. A folding shaving mirror is a 
companion sales item to consider on such sales. In 
fact, the staff in this store sells mirrors, brushes and 
soap with each razor sold whenever such a sale is 
possible. 

The well-equipped camper and tourist is a good 
prospect for a shaving stand and a small traveling 
razor kit. Whenever a customer buys tents, guns, 
ammunition, boots or other equipment that suggests 
a trip into the woods or to the mountains the Ruhling 
sales staff makes a bid to equip him for shaving. 

You could go a little further on repeat sales to those 
who buy safety razors by taking down their names 
and addresses. Four months after the purchase you 
could send these people a form letter suggesting the 
purchase of another pack of blades. When men you 
know come in your store why not ask them how their 
supply of blades is at home? Many of them will wel- 
come this thought, as many a man postpones buying 
blades until the last minute. 
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Eddie Daily Elected President of 
Brooklyn Association—Name Changed 


Annual Meeting Held March IIth Attracts Many Members—H. A. 
Vogt Elected New Vice-President 


H DWARD F. DAILY, manager, A. 


N. Nelson Co., was elected president 


of the Brooklyn Hardware Association, at the annual meeting 
held in the Johnston Bldg., Thursday, March 11. Retiring president 
A. H. Grafenstadt opened the meeting and when the proper time came, 
turned over the gavel and meeting to Mr. Daily. Before leaving the 
chair Mr. Grafenstadt expressed his sincere appreciation for the help 
of the committee, members and officers and asked that the same help 


be given his successor. 


W. H. Geissler, Sr., was reelected 
first vice-president; his health would 
not permit him to accept the. presi- 
dency this year. H. A. Vogt is the new 
second vice-president and for the four- 
teenth time Robert H. Pearsall was re- 
elected secretary. Henry Bond was 
reelected treasurer. 

Through the proper methods, the or- 
ganization’s name was changed to the 
Brooklyn Hardware Association, its 
previous title being the Brooklyn 





paired to Joe’s Restaurant for a little 
spread. 

In accepting the presidency Mr. Daily 
said in part: 

“As your chief officer for the com- 
ing year I realize the responsibility of 
acting as spokesman for an organiza- 
tion of 125 business men. I cannot 
bring to the office great experience, but 
I do bring to you enthusiasm and the 
intent to do good for the association 
and for every member in it. I will do 








Eddie Daily, 


new president 








Robert H. Pearsall, 
reelected secretary 








Hardware Dealers’ Association. This 
was brought about through a resolu- 
tion offered by Fred Horn. There were 
sixty present. Ed Ferguson, Fremont 
Hardware Co., president of the Man- 
hattan and Bronx Association, was a 
guest. 

In the fourteenth annual report of 
the association Secretary Robert H. 
Pearsall reviewed the past year’s 
work. He thanked HARDWARE AGE for 
its help, encouragement and _ interest 
and said of HARDWARE AGE: “We can- 
not too highly praise or commend this 
leading hardware publication.” 

As usual, the question box was han- 
dled by the able Al Cornell, with some 
impromptu assistance from R. J. Atkin- 
son, director of the N. R. H. A. Mr. 
Atkinson has just recovered from an 
attack of grip. 

After the meeting the members re- 





my utmost to maintain the high stand- 
ard set by my genial predecessor, Mr. 
Grafenstadt. I pledge my efforts to 
carry out the aims of this body, of the 
New York State and of the national 
associations. 

“Almost without asking, I feel that 
the men whom I am asking to serve on 
the various committees will give to me 
the same splendid support they have 
given in the past. I ask of every mem- 
ber his support so that at the expira- 
tion of my term I will have lived up to 
the confidence expressed in my selec- 
tion, and that this organization, the 
greatest organization of its kind in 
New York State— yes, the greatest 
hardware organization in the country 
—will have grown and prospered under 
my guidance as it has grown and pros- 
pered under those leaders before me.” 
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Credit Problems 
Discussed at New York 
Credit Dinner 


The fourth annual banquet of the 
Hardware and Housefurnishing Credit 
Men’s Association of New York City 
was held on the evening of March 9, in 
the Butterfly Room of the Hotel Penn- 
sylvania. 

Chairman A. Deichelmann of the 
Masback Hardware Co. presided and 
acted as toastmaster during the eve- 
ning. More than 100 members and 
guests were present. 

Julian Mantell, law partner of the 
Hon. Julius S. Berg, assemblyman from 
the Bronx, outlined the usual procedure 
and some extenuating circumstances of 
several bankruptcy cases brought to his 
attention within the last year. 

William W. Orr, representing the 
New York Credit Men’s Association, 
said in part that good business was 
caused by good atmosphere and that 
credit is the atmosphere of business. 
He praised the work of the local asso- 
ciation and called upon the members to 
do all within their power to stamp out 
the present day business burglar. 

Other speakers during the meeting 
were Dean Robinson of the New York 
City College and David L. Kaye of the 
Adjustment Bureau. Music for the oc- 
casion was rendered by the Five Mess- 
ner Brothers. 





Favorite Stove & Range Co. 
Issues New Catalog 


The Favorite Stove & Range Co., 
Piqua, Ohio, has announced the publi- 
cation of its Catalog No. 39, together 
with supplementary confidential price 
list No. 37. 

The book contains thirty-two pages 
and covers, and is profusely illustrated 
as well as descriptive of the company’s 
complete line of Favorite oil stoves and 
ranges. 

A feature of the catalog is a detailed 
description of the operating character- 
istics of the various patterns listed. 
This feature should supply retailers 
with valuable selling information and 
should make the catalog a worth while 
acquisition to their catalog library. 


William V. Negus Dead 


William V. Negus, associated with 
the hardware business during his entire 
lifetime and generally regarded as one 
of the best informed men in the trade, 
died recently. 

Mr. Negus comes from a long line of 
hardware ancestry and was for many 
years connected with Underhill, Clinch 
& Co., New York City, and later with 
the Sickles-Loder Co., also of New 
York. 

He was one of the incorporators of 
the Clifton, N. J., Masonic Lodge and 
of the Clifton Masonic Benefit Club. 
He had served for a long period as ves- 
tryman of St. Peter’s Episcopal Church, 
Clifton, N. J. 
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Henry D. Hersh Dead 


Vice-President of F. Hersh Hard- 
ware Co., Allentown, Pa., Dies 


Following Sudden Heart Attack 


Henry D. Hersh, vice-president of 
the F. Hersh Hardware Co., Allentown, 
Pa., and one of the leading business 
men of that city, died suddenly at his 
home there March 7, following an acute 
heart attack. He was 79 years of age. 

Mr. Hersh was a devout churchman 
and active in local Sunday School work. 
He was born near Alburtis, Pa., and at 
the age of nineteen was made silent 
partner in the old hardware firm of 
Hersh & Mosser. Later the name was 
changed to Hersh, Mosser & Co. Still 
later, the name was changed to the F. 
Hersh Hardware Co., and Mr. Hersh 
had been vice-president of the latter 
concern since its instigation. 





United Royalties Corp. Has No 
Connection with Firm Bear- 
ing Similar Name 


In order to prevent any misunder- 
standing which might arise from a 
similarity of names, L. Bordwell, pres- 
ident and treasurer, United Royalties 
Corp., 1133 Broadway, New York City, 
manufacturer of egg beaters, house- 
wares, etc., states that his firm has ab- 
solutely no connectoin whatever with 
the United States Royalties Corp., 
whose bankruptcy petition appeared in 
recent New York daily papers. 





Dealer Helps Announced 
by The Hoover Co. 


The Hoover Co., North Canton, Ohio, 
has prepared 18 new display and ad- 
vertising helps to aid its dealer or- 
ganization in merchandising’ the 
Greater Hoover, model 700, which was 
placed on the market in March. The 
new dealer helps include pieces for in- 
door and outdoor display, direct mail 
material, literature for store distribu- 
tion and a series of suggested news- 
paper advertisements. 

Window and store display material 
consists of an announcement trim of 
11 pieces, 2 streamers, a window card, 
8 slogan cards, a 3 panel screen, a 
street car and window card and 2 one 
sheet posters. For outdoor display 
there are a 24 sheet poster and an oil 
cloth van sign. 





British Jobber Moves 
to Larger Quarters 


Owing to an increase in its business 
the firm of L. J. Hydleman & Co., tools, 
hardware and metals, 32 Queen Victoria 
Street, London, England, has found it 
necessary to remove to more spacious 
and commodious quarters at 12 Chapel 
Street, in the heart of the city of Lon- 
don. 

The new quarters of this firm con- 
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sist of a modern five story building 
containing over 6000 sq. ft. of floor 
space and providing ample accommo- 
dations for offices, showrooms and 
warehouse. 

In the new showrooms there will be 
a permanent display of a comprehensive 
range of the many leading lines of 
hardware and tools for which L. J. 
Hydleman & Co. are the sole selling 
agents. 
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Fred Mitchell Resigns 
as Manufacturers’ Secty. 


Because of the pressure of other du- 
ties, Fred D. Mitchell has resigned as 
secretary-treasurer of the American 
Hardware Manufacturers’ Association. 
He has held this office for twenty-five 
years, is well known and well liked 
among those who attend the national 
conventions, Mr. Mitchell’s resignation 
has been accepted, but he has agreed 
to continue the duties until a successor 
has been named. In other words, Mr. 
Mitchell’s resignation becomes effective 
upon the election of a new secretary- 
treasurer. 

Mr. Mitchell is closely identified with 
several other trade organizations and 
has found himself so overburdened with 
work that he felt it necessary to seek 
relief by throwing off the responsibili- 
ties of the American Hardware Manu- 
facturers’ Association. 





Johnson Is Sales Manager for 


Masback Hardware Co. 


L. H. Johnson has been appointed 
sales manager of the Masback Hard- 
ware Co., Inc., 80 Warren St., New 
York City, wholesale hardware distrib- 
utors. Mr. Johnson has been district 
sales manager for several months. He 
is a member of the Hardware Boosters. 





Fire Destroys Plant of 
Hubbard & Co. 


Fire recently destroyed the major 
portion of the plant and equipment of 
Hubbard & Co., manufacturers of 
shovels, Pittsburgh, Pa., with a loss of 
$750,000. 
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Arms and Ammunition 


Tax Is Repealed 


Sportsmen Rejoice Over Repeal of 
Detrimental Situation 


The excise tax on sporting arms 
(which does not include revolvers and 
pistols) and ammunition has been re- 
pealed and millions of sportsmen are 
rejoicing. 

The repeal of the tax immediately 
means a reduction in the cost of shoot- 
ing at the traps, on the rifle range and 
in the field. 

In the neighborhood of $18,000,000 
has been paid into the United States 
Treasury in the last six years by those 
who sought pleasure in shooting at 
clay targets, on the rifle range and in 
the field and also by those who not only 
shot because they enjoyed the sport but 
because they hunted game out of neces- 
sity to provide food for the larder. 

The removal of the tax was largely 
due to the untiring efforts of manufac- 
turers of arms and ammunition, active- 
ly led by Mr. C. L. Reierson, president 
of the Remington Arms Co., and Peter 
P. Carney, editor of the National Sports 
Syndicate. Mr. Reierson has always 
believed the tax was unjust, that it 
should never have been levied, and he 
has been on the firing line for several 
years in behalf of the Manufacturers 
and Sportsmen, bombarding Congress 
with appeals to wipe out a tax that 
was unwarranted. 

With the tax removed on sporting 
arms and all ammunition, there is 
nothing now to hinder the development 
of trapshooting and rifle shooting and 
unquestionably there will be more par- 
ticipants in these sports this season 
than in any year of the last five, and 
with renewed interest in field and wild 
fowl shooting, merchants will de a 
greater volume of business. 





B. R. Foss Joins 
Coleman Lamp Co. 
B. R. Foss, 1383 Palace Street, St. 


Paul, Minn., for the past several years 
connected with the Minneapolis branch 
of the Winchester-Simmons Co., has re- 
signed, and will represent the Coleman 
Lamp Co. of Wichita, Kan., in the 
Northwest. 


C. H. Casey Injured 


C. H. Casey, secretary of the Minne- 
sota Retail Hardware Association, suf- 
fered a painful accident just prior to 
the recent hardware convention in that 
State. In crossing one of the down- 
town streets in Minneapolis he was 
struck by an automobile and his shoul- 
der blade fractured. His injury, how- 
ever, did not keep him from his duties 
at the Minnesota and South Dakota 
conventions. 
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Personnel Changes, 
Cleveland Wire Spring 





James W. Campbell Elected Presi- 
dent and Treasurer; Charles H. 
Erickson Becomes Vice-Presi- 
dent and Superintendent 


James W. Campbell has been elected 
president and treasurer of the Cleveland 
Wire Spring Co. and Charles H. Erick- 
son, vice-president and general superin- 
tendent. The company, a pioneer in 
the manufacture of coiled and flat 
springs, was incorporated in 1892 by 
Edward S. Page, R. C. Moody, W. A. 
Comstock and others, who were then 
officers of the old Cleveland Rolling 
Mill Co., now the Newburg Works of 
the American Steel & Wire Co., Cleve- 
land. Mr. Campbell, office boy at the 
old Cleveland Rolling Mill Co. when 
Messrs. Page, Moody, Comstock and 
others left there to head the Cleve- 
land Wire Spring Co., went with them. 
Mr. Erickson started in the spring busi- 
ness in 1893 at the Washburn & Moen 
Mfg. Co., Worcester, Mass. He obtained 
his training there under the guidance 


of C. S. Marshall. 
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Rogers and Baldwin Sell Retail 
Department 


In correcting the item which ap- 
peared on page 61 of the Feb. 25 issue 
of HARDWARE AGE, concerning the A. 
R. Baldwin & Sons Hardware Co., 
Springfield, Mo., it is our pleasure to 
state this item should have read _ as 
follows: 

Since the organization of the firm of 
Rogers and Baldwin in 1884 the com- 
pany has operated continuously as a 
wholesale and retail establishment. On 
Jan, 1, 1926, the retail department was 
sold to A. R. Baldwin, who is nuw con- 
ducting this end of the business under 
the firm name of A. R. Baldwin and 
Sons Hardware Co. 

The Rogers and Baldwin Hardware 
Co., however, since Jan. 1, are whole- 
salers exclusively. 





Frank Thompson 
Moved to Minnesota 


Frank Thompson, for several years 
in charge of the South Dakota sales 
for the American Steel & Wire Co., 
has been transferred to the Minnesota 
territory, with headquarters at Minne- 
apolis. He is succeeded in the Sioux 
Falls office by H. M. James. 
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Death of Martin Scheeler 


Martin Scheeler, president of the 
Buffalo Wire Works Co., Inc., and a 
lifelong resident of Buffalo, died Feb. 
28 at his home in Buffalo, N. Y., after 
a short illness. He first entered the 
employ of Hotchkiss & Co., jewelers, 
in 1883. He left that firm two years 
later to enter the wire weaving busi- 
ness under the firm name of Scheeler 
& Son, with his father and brother, 
both of whom died several years ago. 
He was elected secretary and treasurer 
in 1903, at which time the firm was in- 
corporated under the name of Buffalo 
Wire Works Co. Mr. Scheeler continued 
in the wire business, improving and en- 
larging his plant and was elected presi- 
dent in 1908, which position he held 
at the time of his death. He was also 
a director of the Buffalo Galvanizing 
& Tinning Works, Jackson Street, 
Buffalo. 


Thomas G. Whaling Dead 


Thomas G. Whaling, vice-president 
of the Westinghouse Lamp Co., New 
York, died suddenly at his home in that 
city, March 2. He was widely known 
in the electrical industry and was re- 
cognized as one of the pioneers and 
early leaders in the lamp business. 
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Frank Littell Honored by 
Friends 


Retiring Secretary of Jersey Association Feted at Dinner in 
Newark, March 10—Has Served Organization 15 Years 


RANK LITTELL has resigned as secretary and 

treasurer of the North Jersey Hardware and 
Supply Dealers Association after fifteen years of most 
faithful and fruitful service. In appreciation of his 
untiring labors the members assembled Wednesday, 
March 10, at the Down Town Club, Newark, N. J., 
and paid honor and tribute to their friend and leader 
in association work. About 70 members were present 
when newly elected president Al G. Birkenmeier, Jr., 
called the members into the dining room. 

Following the dinner Roy F. Soule, editor, Hard- 
ware Dealers Magazine, delivered an address on 
“Friendship,” which he dedicated to the honored 
guest, Wm. F. Littell, Jr., who is better known as 
Frank Littell. State Assemblyman A. G. Birken- 
meier, Sr., father of the efficient toastmaster and 
association president, told of the early struggles which 
the organization faced when it was formed 15 years 
ago. Much of its success, he said, was due to Frank 
Littell. The second president of the association, 
Chas. Foster, paid further tribute to Mr. Littell. 

W. Glenn Pearce, field secretary, of the Pasha, said 
he had known Frank Littell for seven years, had 
traveled with him, visited him, and worked with him, 
and always found him a real man. 

Al Cornell, of Brooklyn, N. Y., was introduced as 


Retiring secre- 
tary, Wm. F. Lit- 
tell, Jr., the hon- 
ored guest; Frank 
Erwin, the new 
secretary; newly 
elected president, 
Al G._ Birken- 
meter, Jr., and 
Matt Ludlow, who 
presented this 
radio set to Mr. 
Lattell 


the “court jester of the hardware trade” and as a 
Brooklyn politician. He proved the first but did not 
admit the second. Mr. Cornell told a few stories on 
old members of the Metropolitan association, of which 
Mr. Littell is also secretary. He told of the honored 
guest’s hard work and expressed pleasure at being 
present. Sid Milligan, twice president of the Jersey 
association, made appropriate remarks, as did past 
President Arthur Manser. Charles J. Heale, Manag- 
ing Editor, HARDWARE AGE, was introduced as an “old 
friend” by toastmaster Al Birkenmeier. Mr. Heale 
told of his opportunities to know and appreciate Mr. 
Littell. Carl Dipman, editor Good Hardware, said he 
was glad to be present. Frank Irwin, of Birkenmeier 
& Kuhn, is the new secretary. 

Then came the big surprise for Frank Littell, when 
Matt Ludlow, past president of the N. R. H. A. and 
a charter Jersey member, brought to light: a mag- 
nificent cabinet model radio outfit, a gift from the 
association. To say Frank was tickled doesn’t express 
the situation. Mr. Littell has promised not to stay 
home for “listening in” on meeting nights, so every- 
body was pleased. 

The meeting was adjourned and reassembled to 
witness some motion pictures brought by W. Glenn 


Pearce. 
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Post Office Department 
Eindorses Watson Bill 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


of it, evidence is strong that the bill of Representative Watson 


Wei the powerful support of the Post Office Department back 


of Pennsylvania prohibiting the mailing of unsolicited mer- 
chandise soon will be reported favorably to the House of Representa- 
tives. This development was emphasized on Wednesday of last week 
when a hearing was held on the bill by a subcommittee of the House 
Committee on Post Offices and Post Roads. A representative of the 
Post Office Department appeared officially in favor of the bill and the 
attitude of the subcommittee implied that it was altogether sympathetic 
toward the measure. Representatives of eight small mail order houses 
appeared in opposition to the proposed legislation. A representative 
of the Franciscan monastery in Washington also appeared and asked 
that the bill exempt religious, educational and charitable institutions. 


In supporting the measure, whose 
provisions are detailed in HARDWARE 
AcE of Jan. 14, page 60, the represen- 
tative of the Post Office Department 
justified the position of the Department 
on the ground that it serves equally the 
shipper and the recipient of mail, and 
that in the capacity of representing 
both sides it was inclined to take the 
view that it should protect the larger 
number of people on the one side as 
against the minority on the other. He 
read into the record a letter from a 
firm engaged in shipping unsolicited 
merchandise demanding that a recip- 
ient remit $1 for a package of hand- 
kerchiefs. The letter stated that it was 
the fourth which had been sent regard- 
ing payment for this shipment and was 
quite threatening. It went on to say 
that a “loud-mouthed collector” from 
Washington would call upon the recip- 
ient unless the latter remitted at once 
and that “no doubt he would want to 
avoid a disturbance.” The official of the 
Post Office Department said that this 
letter was an example of letters sent 
out by many firms in an effort to en- 
force payment of unsolicited merchan- 
dise sent through the mails. 

It was generally admitted by the 
mail order shippers, it was testified, 
that there is no obligation on the part 
of recipients to pay for or return un- 
solicited merchandise sent through the 
mails and that therefore threatening 
letters to prospective customers were 
in the nature of blackmail. 

Small mail order house representa- 
tives told the subcommittee that com- 
plaints received from recipients of un- 
solicited merchandise were negligible. 
Upon cross-examination the witnesses 
said they did not resort to threatening 
letters to enforce payment. Defense of 
the practice of sending the merchan- 
dise through the mail was based on the 
ground that the recipients were given 
the “benefit of very low prices.” To 


bear out this statement, the small mail | boro, Coatesville, Lebanon, and Potts- 














order representatives read into the 
record many letters from customers 
praising the value of the goods and 
submitting renewal orders. 

The representative of the Francis- 
can monastery called attention to pic- 
ture cards showing views of the Holy 
Land which are sent out annually to 
large mailing lists with requests for 
remittances for the cards, the proceeds 
going to educational work of the priest- 
hood. This representative said he had 
no objection to the bill provided exemp- 
tion from its provisions was granted to 
religious, educational and charitable 
institutions. 

When the bill was first prepared it 
was contended by some who strongly 
support its purpose that it was uncon- 
stitutional, but it was generally con- 
ceded at the hearing that the Post 
Office Department coyld be given the 
authority suggested by Congress. More- 
over, consideration which had _ been 
given to amending the bill to meet this 
objection by providing that recipients 
of unsolicited merchandise could ignore 
payment or return of it was abandoned. 
This wage done after it was declared 
by those studying the matter that re- 
cipients already have this right and 
can keep such merchandise, without 
paying for it, or throw it away, as they 
see fit. It is held that this practice 
would effectually stop the sending of 
unsolicited merchandise through the 
mail, but that the difficulty lies in the 
fact that recipients are not aware of 
their rights and become frightened at 
threatening letters demanding remit- 
tance. 





The Interstate Commerce Commis- 
sion has dismissed a complaint of the 
Chamber of Commerce of Lynchburg, 
Va., holding in an opinion that the 
commodity rate of 46c. per 100 Ib. on 
less-than-carload shipments of nails, 
washers, nuts and bolts from Birds- 











town, Pa., to Lynchburg, is neither un- 
reasonable nor unduly prejudicial. 

The performance of the Senate in its 
vote which by the narrow margin of 
two defeated a resolution of Senator 
Walsh of Montana to investigate the 
Aluminum Co. of America was con- 
sidered to be a supreme political move 
such as has rarely occurred in the 
history of Congress, even on the eve of 
a campaign. The spectacle of the 
Senate giving serious consideration to 
overriding an executive branch by tak- 
ing upon itself such an investigation 
was assailed bitterly by a member of 
the Senate who attacked the resolution 
as being unconstitutional. The move 
was actually directed as a campaign 
issue, Secretary of the Treasury Mellon 
being a prominent stockholder of the 
aluminum company. It was also pos- 
sessed of a further political element by 
attempting to figuratively slap the De- 
partment of Justice in the face and dis- 
credit this branch of the Coolidge ad- 
ministration. Another curious phase of 
the whole proceeding was that the res- 
olution was defeated by the aid of two 
votes from Democratic Senators who 
are rated as radicals. But in this in- 
stance they could not follow their 
fellow Democrats with whom the Pro- 
gressive Republicans had formed a 
coalition. 


Change from the English to tne 
metric system of weights and measures 
would cost the railroads of the country 
approximately $411,000,000, according 
to testimony given on Thursday, 
March 4, before the House Committee 
on Coinage, Weights and Measures by 
representatives of the American Rail- 
way Association. And this estimate, it 
was stated, probably does not include 
the entire bill. The evidence was sub- 
mitted in opposition to the Britten 
metric bill and will be reinforced by 
testimony to be given at hearings set 
for March 18 and 19 by machine tool 
builders. 

The $411,000,000 bill of the railroads 
includes an annual cost of more than 
$79,000,000 that would be involved in 
the change. The biggest item that the 
railroads would face would be $216,- 
000,000 for change in shop machinery, 
tools, ete., and additional stock of sup- 
plies, which would have to be put in a 
metric basis as to gages, sizes, etc. 
The changing of rate tariffs to the dec- 
imal system, it was testified by John 
R. Leighty, special engineer of the 
Southern Railway, would cost $100.- 
000,000. Changing of mile posts—the 
mile would disappear—would mean a 
cost of $1,835,000 and changing to 
standard plans would cost $15,000,000. 
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General Market News 





Substantial Spring Volume 
Expected by Hardware Trade— 
Current Business Light 


ware jobbers anticipate a substantial spring volume on seasonal 


R eres from leading hardware market centers indicate that hard- 


lines. Current business is running somewhat behind last year’s 
sales for March. This is particularly true in the East. The majority of 
distributors however feel that this loss may be overcome as the spring 


season approaches. 


Retail stocks are generally very light. Prices have been remarkably 
firm, with rumors relative to possible advances. Collections have been 


difficult in many cities. 


Freight car loadings have been heavy. Steel production has set new 
records. Employment has been good and wages satisfactory according 
to opinions of hardware market students. These several factors should 
help bring about an improvement in the hardware business it is felt. 





Increased Car Loadings 
Indicate Prosperity 


That business conditions generally 
are basically sound is indicated by a 
continued increase in the number of 
freight car loadings. 

Total loadings of over 8,108,000 cars 
up to February 27 indicate 1926 will be 
another million-car-week year, or, in 
other words, that total loadings for the 
year will run over the 52,000,000-car 
level for a new high record. As an in- 
dication of such a development they 
point out that loadings for the week 
ended February 27 were just slightly 
below the 1,000,000 total, despite the 
holiday interruption, and showed a gain 
of close to 20,000 cars as compared 
with the corresponding week a year 
ago. 





Pittsburgh Condition Un- 
changed; Improvement 
Expected 


Reports about hardware business in 
the Pittsburgh district are not much 
more cheerful than they have been for 
the past few weeks, but on all sides, 
weather conditions rather than other 
reasons are advanced for a compara- 
tively light demand. The winter, which 
was very prompt in starting in this 
part of the country, is giving way to 
spring and a lot of work and consump- 
tion of hardware incident to that sea- 
son is delayed. Generally, the trade 
looks for better things, because it is 
pretty well established that retailers 
are carrying light stocks and they will 
want a good many goods when the con- 
sumption picks up. No important price 
changes are reported. Changes in fed- 
eral taxes, with the elimination of the 
impost on guns, rifles and loaded shells 





has been followed by a revision of man- 
ufacturers’ prices and jobbers now are 
revising their resale prices in keeping 
with that development. 





Prices Are Steady for Copper 
and Zinc 


The copper and zinc market is steady, 
although lead prices are showing some 
weakness. A recent summary by an 
expert says: 

“Copper sold in large volume and at 
somewhat higher prices. Prices of tin 
and silver are substantially unchanged. 
Manufacturing activity in metal con- 
suming indutries seems to show no 
signs of abating, except in special in- 
stances, but the recent decline in the 
stock market would seem to indicate 


that business conditions may slump 
somewhat in the summer, so buyers of 




















raw materials are adopting even more 


‘conservative attitudes. 





Prospects Bright in Northwest 


This is the season of the year when | 


everything on the stage is set for spring 
business and all the actors are waiting 
the breaking of the winter season. In 
the Northwest prospects for an excel- 
lent year are very good. With the sec- 
ond good crop back of the district deal- 
ers are finding a very good increase in 
business; a steady increase, which bids 
fair to be permanent. 


Steel Buying Increases 


The extent of the improvement in 
stee] demand is indicated by the fact 
that orders for structural steel in the 
last week reached the highest level of 
the year, 63,000 tons. 





| the early instalment houses. 
| experience with the practice has shown 








$5,000,000,000 Yearly in 


Installment Sales 


The rapid growth of installment sell- 
ing, which has now reached a peak of 
$5,000,000,000 annually, is reflected in 
a preliminary survey made by the De- 
partment of Domestic Distribution of 
the Chamber of Commerce of the 
United States, the results of which 
were announced. 

The Department estimates that 17 
per cent of the entire amount of con- 
sumer goods sold at retail are disposed 
of in this manner and the trend is still 
upward. It finds, however, that infor- 
mation concerning the extent and char- 
acter of the practice is too meager to 
justify a conclusion as to whether it is 
an economic menace or a legitimate 
credit development. 

It is found that, outside of the trades 
in which it is an established practice 
installment selling shows an increase 
in the clothing and radio trades and 
that in others, hardware and paints 
and varnish, its introduction has been 
strongly resisted. 

‘“‘Where such large sums are involved 
as the credits represented by $5,000,- 
000,000 annually,” says the report of 
the Domestic Destribution Department, 
“it was inevitable that some form of 
financial aid would be evolved and it 
is found now in the organization of 
large numbers of so-called finance com- 
panies or commercial credit companies 
which were organized first as an out- 
growth of the immense increase in the 
production of automobiles. 

A principal objection to installment 
sales has been based upon the added 
cost to the consumer of merchandise 
bought in that way. This, however, in- 
volves the question of turnover so far 
as the business of the retail merchant 
is ‘concerned and it is maintained by 
those who follow the practice that the 
price is not necessarily increased if 
the accounts are good and this form 
of selling is not overdone. 

More or less prejudice has been cre- 
ated against ‘the practice because of 
the methods adopted by a good many of 
Further 


that when confined to articles of con- 
siderable unit value and of more than 
temporary usefulness, it is not an Im- 
proper amplification of the credit idea. 

“It must be obvious that any distrib- 
utor who adopts the installment plan 
for the sale of selected articles of mer- 
chandise should not burden his ordi- 
nary cash customers. 





Sieberling Rubber Sales 
Reach $11.750.000 


The gross sales of the Sieberling 
Rubber Co., Akron, reached $11,750,000 
in 1925, according to a recent statement 
by F. A. Sieberling, president of the 
company. A net earning of $1,244,967, 
or the equivalent of $6 per share on the 
outstanding common stock, was also re- 
ported. 
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BOLTS AND NUTS.—Prices are firm 
and the demand is very satisfactory. 


BUILDERS’ HARDWARE.—Sales are 
picking up rapidly as dealers prepare 
for the start of an active building 
season. 


CHAIN.—Sales are reported as normal 
and prices are firm. 
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Chicago Looks for Active Spring Sales— 


Prices Firm with Few Changes 


(Chicago office of HARDWARE AGE) 


ONDITIONS in the hardware trade, at the present time, are 
strictly seasonal with the usual late winter lull waiting for 


the spring season to open 


up. Sales, on the average, how- 


ever, are running somewhat ahead of a year ago and there is every 


promise that a few days of mild 


demand for spring and summer items. 


during the past week and are still 


weather will start a good active 
Prices are unchanged 
reported as “firm to strong.” 


Building in the larger centers shows an increase in the number 


of contracts let, but a decrease in 
pared with this time last year. 


the number of new permits com- 
The demand for materials and 


builders’ hardware is showing a little more activity as the season 


advances. 


The steel industry in the Chicago territory is at the highest point 
in its history with practically all mills running at about 90 per 
cent capacity. Pig iron production is showing a slight increase. 

Call loan rates are holding at 414 per cent while the loan totals 
show a sharp falling off for the week. Time loans are steady. 


AUTOMOBILE ACCESSORIES. 
—Sales are increasingly good as 
warmer weather approaches. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Piugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 58c. each; lots of 
ae 8 56c. A. C. Special Ford, 44c. 


meSpot Light.—Anderson, No. 3280, 


i, —A. A. Electric (Ford), $4 
each. 

Jacks.—National Standard No. 21, 
$1.20 each. 

a 1%-in. cylinder, 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount. 

Tires and Tubes.—30 x 3%, oversize 
cord tires, $12.55 each; regular cord, 
$8.60 each; gray inner tubes, 30 x 
31%, $1.80 each; red inner tubes, 30 x 
3%, $2.25 each. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount; small 
carriage bolts, rolled thread, 50-5 
per cent discount; machine bolts, 
cut thread, 50-5 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount: all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.70 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair; heavy steel bevel in- 
side sets, $6.25 per doz.; steel bit- 
keyed front door sets, $1.65 per set; 
wrought brass bit-keyed, front door 
sets, $3.25 per set; cylinder front 
door sets, $7.50 per set. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof. coil 
chains, $8.50 per 100 Ib.; Tenso, Bull 
Dog and Brown coil chains, 50-10 per 





RIVETS AND BURRS.—Sales are 
satisfactory and there are no price 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—tThe sale of radio bat- 
teries continues to be very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.— No. 14 
rubber-covered wire, i 50 per 1000 
ft.; in 1000-ft. lots, $7.25: No. 18 
lamp cords, $14.25 per 1000 ft.; ~ 
1000-ft. lots, $13.65; %-in. brush 
brass key sockets, 18c. each; two- 
way plugs, 45c. each; in lats of 10, 
40c. each; two-piece attachment 
plugs, 12c. each; dry cells, boxes of 
50, 32c. each; less than case lots, 
36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each; No. 770, $3.33 each; No. 772, 
$2.62 each; No. 486, $3.85 each. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each, net. 

Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 per 
cent. 

FIELD FENCE.—The demand is very 

good at present. Prices are firm. 

. We quote from jobDers’ stocks, 
f.o.b. Chicago: 726- 6- 12%, $28.68 per 
100 rods; 1848-6-1414, $43.62 per 100 
rods. 

FILES.—There is a steady demand and 

prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—Prices of the 
leading manufacturers show a _ very 
slight variation in car load lots but 
jobbers’ prices are very uniform and 
firm except for some leaders for 
“order starters.” 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6.40: No. 2, 
$7.20; No. 3, $8.40: 10- -qt. galvanized 
after made pails, $2. 25; 12-qt., $2.45; 
14-qt., $2.75; 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 





cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 





KLERS.—Sales are only fair at this 





time as future buying is practically 
over and the current demand not yet 
started. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 12\4c. 
per ft.; %-in., 14%c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9%c. 
per ft.; %-in., lllec. per ft. Lawn 
sprinklers. Rain King, $28 doz.; orig- 
inal fountain sprinklers, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—Prices are firm 
and sales are very satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent 
discount; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 1lb.; commercial, 
$3.40 per 100 Ib. 


HATCHETS.—The demand continues 
to be very good and prices are strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz, 


HANDLED HAMMERS.—Sales_ are 
showing a steady improvement and 


prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Vaughan-Bushnell, 
16-oz. nail hammers, $10.50 doz.; 
Maydole, $12.60 doz.; other makes, 
16-o0z. machinist hammers, $7.85 doz.; 
Competitive grade, 16-oz. nail ham- 
mers, $4.50 to $6 


HANDLES, AGRICULTURAL.— 
Prices are unchanged and sales are 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5- ft., $5.50 doz.; XX, 
414, -ft., $4 doz.: 5-ft., $4.80 doz.; X, 
4%-ft., $2.40 doz., 5-ft., $2. Le 

Hay Fork Handiles.—Bent chucked 
and bored, best grade, with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 4%- 
ft., $5.75 doz.; XX, bent, 4%,-ft., $4.50 
os 5-ft., $5.50 doz.: X, bent, 4%- 

$3 doz.; 5-ft., $3.40 do 

ye Fork Handles. —Bent, best 
neg, 4-ft., $4.75 doz.; 4%-ft., $5.10 

> « bent, 4-ft., $4. 15 doz.; 4\- 
7 "$4.40 doz. ; pent, "4-ft., $2.60. doz.; 
4%-ft., $2.95 doz. 

Garden Hoe Handles.—XX, alates 
$3.45 doz.; X, 4%-ft., $2.40 do 

Garden Rake endies.—KX, 5%4- 
ft., $5.25 doz.; X, 5%-ft., $3.25 doz. 

Shovel Handles.—Regular pattern, 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 
$3.90 doz.; D handle, best grade, $7. 95 
doz.: X grade, $6 doz. 

Spade Handies.—D handles, best 
grade, $7.75 doz.;: X grade, $6 doz. 


HANDLES, TOOL.—The demand is 
very active and prices are very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handlies.—No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Prices are unchanged. Sales 
are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
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in bundles, - -in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 
er doz. pairs; extra heavy = hinges, 
n bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2. 08: 8- -in., $3.56; 10-in., $5.10 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales are 
running somewhat better than at this 


time a year ago. 


We quote from jobbers’ stocks, 
> Chicago: White Mountain, 
, $4.85 list; 2-qt., $5.65 list; 3-qt., 
$648" list; 4- -at., $8.25 list; 
$10.45 list; 8-qt., $13.50 list; 
qt. *s $21. 5D list; 
25.60 list; 30e -qt., $33.20 list; 25-qt., 
$42.60 list; Arctic, 1-qt., 
$4.60 list; 3-qt., $5. 55 list; 4-qt., $6.80 
list; 6- qt., $8. 60 list; 8-qt., $11. 10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1-qt., $2.95 list; 2-qt., 
$3.45 list; 3- -qt., $4.10 list; 4-qt., $3 
list; 6-qt., $6.30 list; 8-qt., $8.20 list; 
10-qt., 10.75 list; 12-qt., $14 list; 
15-qt., $17 list; 20-qt., $21.50 list. A 
discount of 20 and 10 per cent on all 
above prices. 


LANTERNS.—The demand is showing 
seasonal slowing down. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large font, $14.25 doz.; Little 


Wizard, $8.50 doz.; Blizzard, $13 doz. 


LAWN MOWERS.—tThe sales volume 
is somewhat light at the present time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%4-in. 
wheels, $10 each; _ in., plain bear- 
ing, 4-knife, 101%4- in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16- mw plain 
bearing, 4-knife, 9-in. ‘wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—Sales are running about nor- 
mal and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.20 per keg base. The extra for 
galvanized nails is now $2 for 1-in. 
and longer, $2.25 for shorter than 


OIL STOVES.—Sales are normal for 
this time of year. Prices are un- 


changed. 
Oil Cook Stoves 
PERFECTION— 
Fe ee $17.50 
a ae a Se, . c oweg ues senee 22.50 
ek ee OS Be ins cee eeeene 28.50 
ce, See Oe I, vo cv cu vebecudes 39.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


PURITAN (Improved Model)— 


Be, 4B SE DUPMOTW. 2... ccescccens $17.50 
a Ae oe i. Cece eteeee 22.50 
a oo oe ec were seeks 28.50 


Puritan discounts same as Perfec- 
tion. 


NESCO— 
SS Pere $9.50 
ah) ee ae. ID, os cave wee os 17.35 
i ee 2 Pe vc cace scout 22.00 
en. “eee OP. MI, oc 0 oes 36 0-0-9 28.00 
i ‘eee OD, ni oct ccteeee 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
With vitreous enameled stove tops 
and splash backs: 
De ae ae IN, gc nc cc ceieces $35.50 
ee FF 2 ee 44.50 


Nesco dealers’ discount, 30 and 


5 per cent. 
Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 
aonlers’ discount, 30 and 5 per 
cert. 
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Ovens 
PERFECTION— 


No. 211 1 burner plain door.... 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. a 2 burners glass door... 6.00 


on 10 or 


Dealers’ discount, 
less than 10. "36 


30 and 5 per cent: 
per cent. 


PURITAN— 


No. 42G 2 burners glass door...$5.50 


Dealers’ discount, 10 or more, 390 
and 5 per cent; less than 10, 30 per 
cent. 

NESCO— 
No. 05 1 burner solid door..... $2.00 
No. 51 burner glass door..... 2.15 
No. 010 1 burner solid door..... 3.50 
No. 101 burner glass door..... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 202 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 
No. 30 2 burners glass door.... 5.20 

Dealers’ discount, 30 and 5 per 
cent. 

Water Heaters 
POSTOCRIOE BOO. SEB. ccc cccscccess $40.00 
Pemtection INO. Eoh.scscccccccece 80.00 


30 and 5 per 


Perfection discount, 
less than 


cent in lots of 10 or more; 
10, 30 per cent. 


Wicks, Ete. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND OILS.—There are no 


cook 


changes in prices this week. Sales 
are normal. 
We el from jobbers’ stocks, 
f.o.b. Chicag 


Linseed Oil.—Raw. barrel lots, 99c. 
per gal.; 5-barrel lots, 96c. per gal. 

Linseed Oil.—Boiled, barrel lots, 
$1. oy per gal.; 5- barrel lots, 99c. per 
ga 

F ih eatin lots, $1.18 per 


, Alcohol. — Barrel lots, 
52c. per gal.; steel drums, extra $6, 
returnable. 


White Lead.—100-lb. kegs, $15.25; 
500-lb. lots, less 10 per cent; 50-Ib. 
kegs, $7.75; 25-lb. kegs, $3.90; 12%- 
Ib. kegs, $2 


Shellac.—(4% lb. cut) white, $2.90 
per gal.: orange, $2.60 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


—e Paste.—Rarrel lots, 7'4c. per 


PYREX WARE.—Sales are satisfac- 
torily good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.; 


No. 214, $12 doz. 
New Handled Casseroles.—Round, 
No. 622, $12 doz.: No. 623, $14 doz.; 


Oval, No. 632, $12 doz.; No. 633, $14 
doz. Shallow Oval, No. "642, $12 doz.: 
No. 643, $14 d 


Pie Blates.—No. 208, $6 doz.; No. 
209, $7.20 doz. 
Tea Pots.—2-cup, yo doz.; 
$24 doz.; 6-cup, $28 doz 
Utility Pans.—No. 231, $8 doz.; No. 


232, $14 doz. 
ROLLER SKATES.—Sales are heavy 
and the demand active. Prices are un- 
changed. 

We quote 


4-cup, 


from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair, for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—Prices are 
firm, and the demand, although some- 
what dormant at present is expected 
to increase rapidly with the first warm 
weather. 


We quote 
f.o.b. Chicago: 
faced prepared 
aquare; best grade talc 


from jobbers’ stocks, 
Best grade slate sur- 
roofing, $2.30 per 
surfaced, 
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medium tale sur- 
light tale sur- 
red rosin 


$2.65 per 
faced, $2 per square; 
faced, $1.20 per square; 
Sheathing, $57 per ton. 


ROPE.—There is no change in prices 


and sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Standard 
brands, 25loc. per lb.; No. 2 Manila, 
2414c. per Ib.; No. 1 Sisal, 17lec. per 
lb.; No. 2 Sisal, 16144c. per Ib. 


SASH CORD.—Prices are unchanged. 


The demand is satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7, standard 
brands, $8.45 per doz. hanks; No. 8, 
$9.65 per doz. hanks. 


SASH PULLEYS.—Sales are normal 


and prices firm. 


We quote 
f.o.b. Chicago: 


square, 


from jobbers’ stocks, 
Common sash _ pul- 
leys, 50c. doz.; barrels, 54c. doz. 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—The demand is steady and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 7712-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass, 
7214-20-10 per cent new list; jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
There is a good demand and prices are 
firm, 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $43 per 100 1lb.; medium 45- 
55 solder, $42 per 100 Ilb.; tinners’ 
40-60 solder, $41 per 100 Ib.; 
speed babbitt metal, 
ao No. 4 babbitt metal, $13 per 


STEEL SHEETS.—Recent orders are 
in considerable improved volume. Prices 
are unchanged and firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 lb.; 28-gage black 
Sheets, $4.25 per 100 Ib. 


WIRE GOODS.—tThere is a gradually 
increasing demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.05 per 100 lb.; No. 9 gal- 
-vanized plain wire, $3. 50 per 100 Ib.; 
Catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 Ib.; 80-rod 
spool galvanized hog wire, $3. 34 per 
spool. Polished fence staples, $3.50 
per 100 lb.; 12-mesh black wire cloth, 
$1.75 per 100 sq. ft.,; 12-mesh galva- 
nized wire cloth, $2.00 per 100 Sq. 
ft.; 14-mesh, bronze wire cloth, $5.75 
per 100 sq. “ft. 

Apex Wire Cloth.—-Black, 12-mesh, 

$1.75 per 100 sq. ft.; galvanized, 12- 
mesh, $2.15 per 100 sq. ft.; 14-mesh, 
$2.55 per 100 sq. ft.; bronze, 14-mesh, 
$6.00 per 100 sq. ft.; 16-mesh, $6.60 
per 100 sq. ft. 
Galvanized Poultry Netting.—57%4-5 
per cent discount; galvanized after 
made poultry netting, 521%4-5 per cent 
discount. 


WRENCHES.--Sales are satisfactory. 
Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount: Coes’ 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-On Wrenches. - Radio and 
electrical set, $4; No. 101 Master Ser- 
vice Set, $15.25; No. 202 Heavy Set, 
$8.80; No. 303 Ford Master Service 
Set, $14. 85: No. 404 Universal Socket 
Set, $8.75; No. 505B Screw Driver 
Set, 3.40: No. 900 Square Socket 
Set, 3.70. All Snap-On Wrenches 
less 40 per cent. 
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N. Y. Market Behind Last Year’s 


Volume—Improvement 


Is Expected 


EADING wholesale hardware distributors in New York report 
March business below the volume of March, 1925, but feel that 
improvement is due with warmer weather and more settled 


conditions in Wall St. 


Employment in the Metropolitan district is good and wages are 
considered satisfactory by those who compile comparative data on 
this market. There have been several minor strikes in Manhattan 
and of course the big strike in Passaic has affected retail demand in 
that part of northern Jersey. Aside from these strikes, people gen- 
erally are finding good employment, but have not started buying 


their hardware, as expected. 


Freight car loadings are good, steel production very high and 
public utilities actively expanding. Collections in the New York 
territory are not very good but may show improvement when busi- 


ness increases. 


Wire Cloth Prices Firm; 
Demand Fairly Active 


Wire cloth is selling at firm prices. 
The demand is fairly active with Met- 
ropolitan wholesale hardware firms. 
Retailers report that business is start- 
ing up on this line. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Copper wire cloth, 14 mesh, $5.25; 

16 mesh, $5.75. 

Bronze, 14 mesh. $5.75; 16 mesh, 

20. 

Opal wire cloth, 12 mone $2.30; 14 
mesh, $2.60; 16 mesh, $3. 

Apex wire cloth, 14 me = $2.50 and 

16 mesh, $3.15. 

These ‘prices apply to widths 22 in. 
to 48 in. On smaller sizes add 15c. 

per 100. 


Screw Prices Very Firm, 
Report N. Y. Jobbers 


Contrary to some rumors about the 
New York market, the recent higher 
level wood screw prices are being main- 
tained very firmly, report a majority of 
local jobbers. The demand is not heavy, 
but has been consistent. 

JOBBERS’ QUOTATIONS hg RE.- 

TAILERS, F.O.B. NEW YORK 

Discounts on Wood screws: “Iron 

Bright Flat Head, 77% per cent; 

Iron Bright, Round and Oval Head, 

75 per cent; Iron Blued, Round Head, 

75 per cent; Brass, Flat Head, 75 per 

cent; Brass, Round and Oval Head, 

72% per cent. 

These discounts apply to revised 


list of June 24, 1922. 
EXTRAS—20-10-10 per cent. 


Early Interest Good on 
Freezers 


The early interest shown for ice 
cream freezers in the New York mar- 
ket has been pretty good. Prices have 
been uniform and some good orders re- 
ceived. 

JOBBERS’ QUOTATIONS TO RE. 

TAILERS, F.O.B. NEW YORK: 


Alaska Freezers. —l1 qt., $2.95 each; 

; F§ $4.10 each; 

4 qt., $5 each: 6 qt., $6.30 each; 8 qt 
$8.20 each; 10-qt. $10.75 each: 12 qt., 
$14 each; 15 qt., $17 each and 20 qt.. 
821.50 each These are list prices. 





which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1l qt., 
$3.35 each; qt., $3.90 each; $ qt., 
$4.65 each; : qt., $5.70 each; 6 qt., 
$7.25 each; qt., $9.35 each; 10 qt., 
$12.50 ne These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 aqt., 
‘Se each; 3 qt., $6.75 each; 4 qt., 
8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 aqt., $18 each. 
These are list prices and are sub- 
ject to a dealer’s discount of 50 per 
cent. 

Auto-Vacuum Freezers. — No. 1, 
$3.33 net; No. 2, $4 net; No. 3, $5. 33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33%, per cent off list. 





Prices Continue Firm for 


Axes. Buck Saws. ete. 


New York wholesale prices on axes, 
buck saws, one-man and two-man saws 
continue very firm. 

fair demand continues for axes, 
buck saws, one-man saws and two-man 
saws. This demand is largely from up- 
State towns, though the December and 
January business on these items was 
very good in city districts. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 


Axe 

Axes, Long Island p&ttern, 2% to 
3 lb., 44.69 each; Connecticut pat- 
tern, 234 to 3% Ib., $1.70 each; $ to 4 
lb., $1.75 each, and 4 to 5 Ib., $1.81 
each. Columbia pattern, 34% to 4% 
lb., $1.80 each; 4 to 5 Ib., $1.85 each, 
and 5% Ib., $1.95 each. Kentucky 
pattern, 3 to 4 Ib., $1.45 each: 4 to 6 
Ib., $1.58 each. 


Buck Saws 

Double braced, polished blades, 
length 30 in., with regular tooth blade 
and red frame, 88 cents each; with 
Champion tooth blade, red frame, 
5ec.: Disston Electric, with regular 
tooth thin blade, $1.22 each, and 
Disston Perfection, regular tooth 
clock spring, blue blade, extra thin 
back, stained and varnished frame, 
$1.17 each. 


One-Man Saw 
Cross cut type, crucible steel, pol- 
ished, taper ground, with supple- 
mentary handle, 3 ft. long, $2.40 
each: same 4 ft. long, $3.20: same 
3% ft. long, $2.80. 
Two-Man Saw 
Cross cut pattern, 4 ft. long, $2.65 
each: 4% ft., $3 each. and 5 ft. long. 
$3.30 each. 
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Lawn Roller Prices Out 
for Metropolitan Trade 


Prices on waterweight lawn rollers 
have been issued by Metropolitan job- 
bers. An active sale is predicted on this 


line 
"JOBBERS’ QUOTATION TO RE- 
TAILERS, F.O.B. NEW YORK 
Waterweight lawn_ rollers, No. 2, 
$10.70 each; No. 5, 
$13. 35 each; No. 7, $15.35 each; No. 
No. 9, $17.35 each. 


Bolt Demand Good; Stocks 
Are Adequate 


There is a good demand for bolts and 
nuts in the New York hardware mar- 
ket. Commenting on the price situation 
one factor said there was strong com- 
petition on this business from out of 
town sources but that local quotations 
were fairly uniform. Stocks are con- 
sidered entirely adequate. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 


Machine bolts, % by 4 and smaller, 
45 and 5 per cent off list. Machine 
bolts, longer and thicker, 45 per cent 
off list. 

Common carriage bolts, % +4 6 
and smaller, 35 and 10 off list, larger 
and longer, 35 off list. 

Stove bolts, 80 off list. 

Lag screws, 50 off list. 


Wire Nail Prices Firm; 
Advance Is Rumored 


Current quotations on wire nails are 
uniform in the New York market. Some 
factors predict an advance shortly. The 
base price quoted on wire nails, is $3.35 
per keg. Brads in packages are quoted 
at 70 and 5 to 70 and 10 off the stand- 
ard lists. 


Higher Wholesale Price 
Expected on Dry Cells 


As was announced in these pages two 
weeks ago manufacturers of dry cell 
batteries advanced the list price to 45 
cents each. The new wholesale price 
was given as 32 cents each, but at press 
time there were some batteries avail- 
able at 28 cents. It is generally be- 
lieved that the higher wholesale price 
of 32 cents may go into effect promptly. 





Good Spring Demand 
Expected on Sheets 


Distributors of galvanized and black 
sheets expect a good spring demand, if 
proposed building plans materialize. 
Current trading is fairly light, was 
pretty good in January and February, 
but eased off in March. Prices are rea- 
sonably firm. 

PRICES TO RETAILERS F.O.B. 

NEW YORK: 

Galvanized sheets, No. 28 gage, 
$5.50 to $5.65 per 100 Ib. and Black, 
same gage, is $4.50 per 190 Ib. 


Rope Sales Are Fair with 
N. Y. Trade 


There is a fair amount of rope busi- 
ness being done in the New York mar- 
ket. Prices of couruse are the same 
and will be in effect for the months of 
March and April. Prices to retailers 
on No. 1 grade manila is 27 cents and 
on No. 2 grade, 25 cents. 
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Business Increasing Slowly in New 
England Due to Weather Conditions 


retailer and jobber would like to see. 


(Boston office of HARDWARE AGB) 


Weather conditions, 


B raster is increasing in New England, but not as fast as 


which are abnormally cold in most parts of these States and 
continued snows in some sections, are held accountable for trade 


conditions. 


It is hardly to be expected that the general public can 


be interested in outdoor work or much indoor renovating, etc., so 
long as fuel supplies are uppermost in the mind. Jobbing sales, 
however, are comfortably ahead of those for the corresponding pe- 
riod last month, but are still somewhat behind January’s showing. 
It is felt that buying is simply deferred, and that later there will be 
a grand rush on the part of everybody to secure goods needed by the 


consumer. 


Current buying from the shelf hardware jobber embraces a large 
variety of merchandise—spring and summer goods as well as stand- 
ard all-the-year-around stock. The very character of it is one of 
the most assuring factors in the general business situation today, 


according to jobbers. 


It means, in the first place, that retail stocks 


are in a liquid form. That there are fewer stagnant spots in retail 


stocks than existed a year ago. 
in a stronger financial position. 


That the retail dealer therefore is 
In the second place it means that 


the public is buying merchandise and is talking over with the retail 
dealer goods that will be needed a little later in the season. Another 
favorable factor in the situation is the building outlook. While it 
is generally believed home construction will not be on the elaborate 
scale of 1925, it looks very much as though a great deal of building 
will be done in 1926, and that the retail hardware dealer may expect 
a good profit from the sale of all kinds of builders hardware and 


allied lines of merchandise. 


AUTOMOBILE ACCESSORIES.—Be- 
cause of the automobile show here the 
past week many of the retail hardware 
dealers in Greater Boston made more 
or less effort to play up automobile 
accessories. The demand for merchan- 
dise is reported as fair, all things con- 
sidered. The National Carbon Co. is 
putting out a new auto lamp cabinet 
which is attracting considerable atten- 
tion in hardware circles. Jobbers are 
prepared to fill orders. 


We quote from Boston jobbers’ 
stocks 
Spark Plugs.—A. C., in lots of 10, 
58c. each net; in lots of 50, 54c.; in 
lots of 100, 52c. ; ; in lots of 300, 47c. 
Ford pumas, in lots of 10, 44¢.; in 
lots of 50, 42c. : in lots of 100, 39c.; in 
lots of 360, 
Tires. —ilenetiels line, cord, otraignt 
—T 30 x 3%-in., $11.85 each net; 
3¥-in., $13.25; 31 x 4-in., $15. a0: 
32 x 4-in., Pag 33 x 4-in., $17.75: 
84 x 4-in., $18.5 Heavy duty cord, 
straight side, 30. x 3%-in., $15.75; 32 x 
., $17.30; 31 x 4-in., $18.70; 32 x 


28.9 $25 : 
85 x 4%-in., $30, 40; 36 x “Hig- in., $31. 20. 
Truck cord, 32 x 4%-in., $35.50; 33 x 
4%-in., $36.25; 34 x 4%-in., $37. 15; 30 
$42; 33 x 5-in., $45.30; 34 x 
6-in., $46. oR. 35 x 5-in., $47.60; 36 x 
6-in., $79.85 


BATTERIES.—Continued heavy sales 
of batteries suitable for radio usage 
are reported by the jobbing trade. They 
add, it has been the biggest season on 
record for batteries. 


We quote from Boston jobbers’ 
stocks: 








Batteries.—Columbia dry cell, in 
lots of 50, 32c. each net; in smaller 
lots, 36c. Hot shot, in barrel lots, 
No. 1461M. $1. 65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. in less than 
barrel lots, No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 

BOQUET HOLDERS.—Advance orders 
for boquet holders for the Memorial 
Day trade are being taken by the job- 
bing houses here. The buying is con- 
siderably in advance of last year. 

We quote from Boston jobbers’ 
stocks: 

Boquet Holders.—Glass, No. 14, 
60c. each net; iron, tulip, No. 2, 
35c. each net; tin, No. 22, $1.40 per 
doz. net, 


CLOCKS.—While the demand for 
clocks in general is quite satisfactory, 
that for assortments is especially good. 
Jobbers, in some instances, are unable 
to secure prompt factory shipments of 
assortments, consequently are doing 
business more or less on a “future” 
basis. 
We quote from Boston jobbers’ 


stocks: 

Clocks.—Alarm, New Haven styles, 
Tell Tale, black face, radium dial, 
$1.90 each net: Tom Tom, white dial, 
in cases of 24, $2,10; with radium 
dial, $2.75; Tidy Top, white dial in 


cases of 50, $2.10; with radium dial, 
$2.75. Waterbury styles, Thrift, in 
cases of 50, 75c. each net; Relay, 
alarm, in cases of 25, $2.15; Vigilant, 
white dial, in cases of 50, $1.29; 
with radium dial, $2.13. Westclox 
stvles. American, in cases of 48, 99c. 
each net; Sleepmeter, in cases of 48, 
$1.82; Jack-O-Lantern, radium dial, 
in cases of 48, $1.98; Bluebird, in 
cases of $48, $1. 15; Blac -kbird, in cases 





of 48, $1.65; Big Ben, in cases of 24, 
$2. 15: Baby Ben, $2.15. 


CULTIVATORS.—Quite a large num- 
ber of cultivators will be shipped out 
of jobbers’ stocks during the next few 
weeks on orders placed by the retail 
trade heretofore. 


We quote from Boston jobbers’ 
stocks: 

Cultivators. — Three- Tee, $6.72 
per doz. net; five-prong, $9.6 


EXTINGUISHERS.—Now is oe time 
for the retail dealer to prepare for the 
spring public demand for fire ex- 
tinguishers. Those dealers catering to 
the so-called country, as well as those 
catering to the city private garage 
trade, should be able to work up a good 
business. Fire extinguishers reduce 
the cost of personal fire insurance. 


We quote from Boston jobbers’ 
stocks: 

Fire Extinguishers.—Pyrene, $12 
list each; discount 33% per cent. 
Liquid, in quart cans, $1 each list; 
discount 33% per cent. 


FILES.—Local jobbers announce that 
retail dealers may obtain a splendid 
window display in eight colors, easily 
adapted to any window, supplied by the 
Nicholson File Co., by submitting such 
a request. Continued good sales of all 
kinds of files are noted. 
We quote from Boston jobbers’ 
stocks: 

Files.—Nicholson line, 50 per cent 
discount; Arcade, 60 and 10 per cent. 
FLASHLIGHT AND BATTERIES.— 
The Eveready interests are putting 
out a new deal that is attracting wide 
attention in hardware circles. It is 
known as No. 71; 10 in the assortment; 
with an attractive display case. The 
flashlights retail at $2.25 with bat- 
teries, contrasted with the regular 
price of $3. The cost to the retail 

dealer is $14.70 net per assortment. 


‘We quote from Boston jobbers’ 
stocks: 

Cases.—Without batteries, six a 
more assortments to the unit. 
2612, 97c. each net; No. 2619, $1. re 
No. 2637; $1.65; No. 2672, $1. 79: No. 
2694, $2.50. 

Batteries. — Six or more _ assort- 
ments to unit package, No. 935, 8c. 
each net; No. 950, 9%c. 


FLOWER BOXES.—The movement of 
flower boxes out of jobbers’ stocks has 


begun. Retail stocks are reported as 
small. 
We quote from Boston jobbers’ 
stocks: 


Flower Boxes.—Standard make, 
, per doz. net; 30-in., 
$13. 90: 36-in., $20.90. 


GARDEN SETS.—The general public 
will soon be calling for garden sets, 
consequently local wholesale houses are 
urging the retail dealer to cover re- 
quirements. Jobbers have taken a con- 
siderable business within the past ten 
days. 
We quote from Boston jobbers’ 


stocks: 
Garden Setes.—No. 112, $1.50 per 
doz. net; No. 120, $2: No. 125, $4; 


No. HF, $9; No. '3FSX, $12.80: No. 
83, $6. 


GUNS AND AMMUNITION.—Com- 
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petition among makers of single barrel 
shot guns is exceptionally keen, and 
jobbers are able to offer the retail trade 
mighty good bargains. Orders taken 
now are for guns to be delivered next 
September. U. S. single barrel shot 
guns, with ejector, quality, finish, etc., 
fully guaranteed, are selling especially 
well just now. 


We quote § from Soston jobbers’ 
stocks: 

Drop Shot.—Air rifle, B and larger, 
$3.25 a bag net; Boy Scout, $4.85; 
Bullseye, $3.50. 

Guns.—Shot, UL. S. single barrel 
with ejector, 12 gage and 16 gage, 
in lots of 10, $6.85 each net, in 
smaller lots. $7.25. Stevens, No. 107, 


$8.05. 
Guns.—Rifles, 
$10.20 each net; No. 2 
$6.10; No. 14%, $3.85; No. 
26 $4.60; No. 11, $3.20. 


JACK SCREWS.—Local jobbers are 
now quoting jack screws at 40 and 10 
per cent discount, contrasted with 40 
per cent heretofore. 

LAWN ACCESSORIES. — Compared 
with some other hardware lines, the 
demand for lawn accessories is active. 
Retailers are taking lawn mowers much 
more freely than they did a year ago, 
and sales of rubber hose to date also 
compare favorably. 


Stevens, No. 70, 
7, $7.40; No. 12, 
17, $7; No. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers.—Colonial, 16-in., 
$8.25 each net; 18-in., $8.6 New- 
port, 16-in., $7.75; 18-in., $8.13. Im- 
perial, 14-in., $14; 16-in., $15; 18-in., 
$16; 20-in., $17. Competitive makes, 
14-in., $5.50; 16-in., $5.75. 

Lawn Mowers.—Townsend life, 
Victory, 12-in., $11.16 each net; 14- 
in., $12.40; 16-in., $13. 64; 18-in., $14. 88; 
20-in., $16.12; 22- in. $17.36; 24-in.. 
$18.60 Snider, 12-in., $8.46; 14-in., 
$9.40; 16-in. $10. 34; 18-in., $11.28; 20- 
in., $12.22. " Derby, 12-in., $7.20; 14- 
in., $8: 16-in., $8.80; 18-in., $9.60; 
20-in., $10.40. ted Bird, 12-in., $6.66; 
l4-in., $7.40; 16-in., $8.14; 18-in. 
$8.88; 20-in., $9.62. 


Lawn Trimmers.—Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 
Lawn Roller.—Water weighted, 18- 
in. diameter x 24 in. long, $13.34 each 
net; 24-in. diameter x 24 in. long, 
$15.34. 

Sprinklers.—Lawn, fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
tain King, $2.34 each net. 


Lawn Rakes—W 00d, three-bow, 
$8.75 per doz. net; steel, $9. Two- 
bow wood, $6.90; steel, $7.15. Hand- 
made rakes, three steel bows, 28 
teeth, $10 per doz. net. 

Hose.—™%-in. stock: Commercial, 
Si44c. per ft.; Pointer, 7%c.; Leader, 
Sc.: Vickson, 10c.; Olympia, 10%c.; 
Good Luck, 10%c Bull Dog, 14c.; 
Milo, 12c.; Vigelent, 10%c. 


NAILS.—Hereafter all cement coated 
nails will be sold in 100-lb. kegs. A 
new list of extras has been issued on 
these nails, as follows: 4-box, $1.50; 
5-box, $1.30; 6-box, 90c.; 8-box, 65c.; 
10-box, 60c., these prices to be added 
to the base price. 


We quote from Boston jobbers’ 
stocks: 
Nails.—Wire, from store, $3.70 per 
keg, base: from mill, in car lots, $2.70 
per keg base; in less than car lots, 
2.95. Cement coated, in count kegs, 


from mill, in car lots, $2.40 per keg 


base, f.o.b. Pittsburgh: in less than 
ear lots, $2.65; from store, $4.60 per 
keg base. Cut nails, from store, $4.25 


Hardened steel floor, 
direct shipments, $8.10 per keg base; 
Western cut nails, direct shipments, 
in ear lots, $3.50 per keg base, f.o.b. 
Pittsburgh: in less than car lots, 
$3.65. Tremont cut nails, direct ship- 
ments, $3.95 per keg, f.o.b. Ware- 
ham, Mass.: .hardened steel floor 
nails, direct shipments, $7.60 f.o.b. 
Wareham. 


per keg base. 
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| PORCH GATES.—It will soon be time 


| 


for mothers to put the babies out on 


the piazza, and porch gates will be in 





| 


urgent need. Those retail dealers who 


have not bought should do so because 


jobbers’ stocks are comparatively small. 

We quote jobbers’ 
stocks: 

Porch Gates.—W ooden, 
3, $12 per doz. net; No. 4, $1 
$16; No. 6, $18. 

POULTRY SUPPLIES.—Because of 
the large increase in the use of soft 
coal in operating brooders, as a result 
of the recent anthracite strike, the 
makers of the Buckeye line have pro- 
duced a soft coal flue which eliminates 
the clogging of soot in the brooder 
flue. It is made in three sizes, for 3-in., 
4-in. and 5-in. pipe, and lists out at 
$6.50, with a 30 per cent discount on 
shipments from jobbers’ stocks. 

We from Boston jobbers’ 
stocks: 

Incubators and Brooders.—Stand- 
ard makes, from store, 30 per cent 
discount; from factory, in car lots, 
35 and 5 per cent discount; in less 
than car lots, 35 per cent disc ount. 

Poultry Netting.—Galvanized after 
weaving, from store, 50 per cent dis- 
count; direct factory shipments, 50 
and 15 per cent discount, f.o.b. 
Worcester, Mass. 


PYREX WARE.—Apparently there is 
no letup in the aggregate weekly sales 
of jobbers. The cutting down of this 
line by the manufacturers unquestion- 
ably has materially helped the sale. 
New England and New York State 
accounts during the first two months of 
this year, in some instances were 25 per 
cent or more larger than for all of 1925. 


from 3oston 


slatted, No. 
4: No. 5, 


quote 


We quote from Boston jobbers’ 
stocks: 

Casseroles. — Without handles, 
round, 8-oz., 47c. each net; 1-qt., $1; 
11%-qt., $1.17; 2-qt., $1.33. Round, 
Shallow, 1-qt., $1; 1%-qt., $1.17. 
Round, cover, i- -qt., $1; 14%-qt., $1.17; 
2-qt., $1.33 Oval, 1-qt., $1; 11% 6-qt., 
1.17 2-qt., $1.33. Oval, shallow, 
l-qt., $1; BAL qt., $1.17; 2-qt., $1.33. 
With handles, i-qt., $1.17; 1% -at., 
1.33 

Baking Dishes.— Round, double 
compartment, $1 each net; with 


cover, $1.73. 


Pudding Dish.—Round %-qt., 40c. 


each net; l1-qt., 57c.; 1%4-qt., 67c.; 
2-qt., 80c. Square, 114-qt., 838c. Oval, 
shallow, 10-o0z., 30c.; 18%4-oz., 40c. 
Round, shallow, 1-qt,, 57c.; 144-qt., 
67c. Oblong, 57c. 

Bread Pans.—Oblong, small, 17c. 


;: large, 
shallow, 0c. 


4-oz., 13c. 
4-o0z., 13c.; 


each net: medium, 60c. 
Cake Dishes. —Round, 
each net. 
Ramekins.—Wide rim, 
each net; French pattern, 
6-02z., 17c. 


ROPE AND TWINE.—Prices on rope 
have been established for the next two 
months and are the same as for the 
past two months. 


We quote from Boston jobbers’ 
stocks: 

Rope.—Manila, 27c. per Ib. base; 
sisal rope, gai .; hay rope, 21c.; cot- 


ton rope, 

Lath ern,~@ienl. C139, 20c.; D200, 
2ic. per Ib. 

Twine.—Hemp in a= we > No. 
12, 47c. a lb.: No. 18, 42¢c.: No. 24, 
40c.;: No. 36, 38e.: No. 48, 37c. Cot- 
ton cones, 44c. Jute 2- ply. 30c. Mar- 


balls, No. 4%, 28c.; 
, 25c.: in 2-lb. balls, No. “8. 23c. 
ay Marlin.—vTarred, 48c. for Ib. 


RUBBISH BURNERS.—Because of the 
additional cost of breaking original 
packages and _ repacking individual 
burners, jobbers have made a slight 
adjustment in prices. 

We quote from Boston jobbers’ 


stocks: 
Rubbish Burners.—Cyclone, No. 2, 


a 2-ply in 1-Ib. 
6 
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in lots of 6, or full bundles, $2 each 
net; in smaller quantities, $2.25 each. 


SKATES.—Manufacturers of ice skates 
have announced that next season’s 
prices will remain the same as those 
now in vogue. Sales of roller skates 
are coming ahead a little faster. 
Boston jobbers’ 


lever, bright, 
$1. i a4 


% $3540: 
ceediamed 


We quote from 
stocks: 

ice Skates.—Men’s 
90c. per pair net; nickel, 
bright, 90c.; nickel, $1.25 
Hockey, key, nickel, E 
Screw to boot, nickel, 90c.; 


steel, $1.12; steel, $1.50; chrome steel, 
$2.25; super-chrome_ steel $2 and 
2.70. Ladies’, bright, $1.10; lever, 
bright, $1.20; nickel, $1.50; key, 


bright, $1.20; $1. 50 to $3.60. 


$3.65 per 
ladies’, $3.65. ' Challenge, 
men’s, $5; ladies’, $5. Hawco, men’s, 
No. 84, $3: No. 130, $4; ladies’, No. 
093, $4.5 
Straps.—Black a russet, 
, $1.25 per doz. 
Bases buckle, 


$3. 

Roller Skates. — Children’s strap 
heel and toe, 70c. a pair net; strap 
heel and clamp, 75c. Boys’ or girls’ 
strap heel, toe and clamp, $1.10. Chil- 
dren’s ball bearing, $1.50. Boys’ ball 
bearing, $1.50. Girls’ ball bearing, 
$1.50. Boys’ nickel wt. truss ex- 
tension, $2.50; girls’, $2.5 


TEA nena, deities prices on 
Copper King and Copper Queen tea 
kettles are about 5 per cent higher, the 
former now being $15.90 per doz. net, 
and the latter, $17.10. 


We quote from Boston jobbers’ 
stocks: 

Tea Kettles.—Copper, Rome line, 
No. 37, $16.60 Be. doz. net; No. 38, 
$18; No 39, $19.5 No. 638, $21. vo 
No. 639, $23.15; No. Sea, $15. 75; Oo. 
178, $17.15: Copper King, $15,90 per 
doz. net; Copper Queen, $17.10. 


nickel, 





pair net; 


tongue 
pair net; 
20-in., 





Black and Decker Buys 


Indiana Factory 


The Black and Decker Mfg. Co., 
manufacturer of a portable line of elec- 
tric tools, with pistol grip trigger 
switch, Towson, Md., announces the 
purchase of the plants, patents and 
properties of the Marschke Mfg. Co., 
Indianapolis, Ind. 

The Marschke company has been 
building a high-quality line of electric 
grinders, swing grinders, roll radius 
grinders, and buffers for more than a 
decade and acquired an enviable repu- 
tation in the field for many patent- 
able features incorporated in these 
grinders which make for safety of the 
operator and economy of operation. 

All of the buildings of the Marschke 
plant are of the modern daylight type 
with up-to-date equipment, enabling 
the production of the very finest qual- 
ity product. The acquisition of the 
Marschke plant and organization will 
be of a great deal of interest to the 
trade because the great variety of sizes 
and types of Marschke grinders and 
buffers start where the present Black 
& Decker line leaves off and goes up to 
machines as large as 20 hp. carrying 
30-in. wheels. There is not a single 
duplication in the two lines. The new 
line ranges from grinders and buffers 
of 1 hp. carrying 10-in. wheels up to 
20 hp. machines carrying 30-in. wheels 
with a total range of 38 sizes and 
styles. 
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Meet the Spring Demand 


Spring brings flies and dust to annoy house- 
holders. It also brings an increased demand 
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for wire screen cloth. It means money in your 


pocket to meet the heavy spring demand with 
Apex Electro Zinc-Coated. 


Apex is zinc-coated by a special electroplating 
process after weaving. Its beautiful soft gray 
finish is protected by a long oil varnish. It 
resists rust and the savage elements year after 
year. Your customers know and appreciate 
these features. 


Apex means liberal profits and quick turnover 
for every hardware dealer. Get your supply 
now. 


Distributed by Jobbers 


If your jobber cannot supply yoda, write us, and we 


will give you the name of one who will. 


JOHN M. HART COMPANY 
Manager of sales for 


HANOVER WIRE CLOTH CO. 


General Sales Office: 
Old Colony Building, Factory: 
Chicago, Ul, Hanover, 


Pa. 
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Business in Cleveland Fair— 
Spring Merchandise Moving Better | 


(Cleveland office of HARDWARE AGB) Government tax has been taken off of 


HH trom ite business in Cleveland is fair, but needs a change | shotguns, rifles and ammunition, and 














from the cold weather that has been continuing uninter- | with this removal jobbers have com- 

ruptedly this month. Some lines of spring merchandise are 1 nang take some orders for fall 
moving a little better than they have been, but there is still consider- ° 

- . HANDLES.—The handle business has 

able buying of seasonal goods to be done by retailers. Staples are} picked up with the spring demand 
moderately active. Retailers are keeping their stocks in fair shape | Prices are unchanged. 
but are not buying heavily. The demand for automobile tires has Jobbers quote f0.b, Cleveland: 
improved. The removal of the tax on guns and ammunition has] per doz.; No. 3, $2.90 per doa’ 23 
been followed by some orders for the future, but spring lines of selected white hickory, $6 per. dos. 
sporting goods are very dull, apparently because of the continued ream 
cold weather. Cleveland retailers report some improvement in busi-| §9;..7, 909. -per doz.; finest growth 
ness which they find about normal for this season of the year. Prices Hay’ Fork” Handles. — Straight, 
. : chucked and bored, XX, 4% ft., $3.75 
are holding steady with a few changes. per oe; . ft., $4.50 per doz.; bent, 
4% f , $4. 15 per 1% 5 ft., $5.10 per 








doz. ; on bent, $2.90 per doz.; 
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AUTOMOBILE TIRES AND ACCES- 
SORIES.—The demand for tires and 
tubes has become more active with 
the approach of spring. Accessories 
are quiet. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland, 30 x 3% in. 
regular cord, $9.95; heavy duty over- 
size, $12.65; 32 x 4 regular cord, 
$17.50; heavy duty, $21.40; 34 x 4 
heavy duty oversize, $29. 50; a 
tires, 29 x 4.40, $13.85; 30 5%, 
$23.45; 32 x 6.20, $35.50. Tan "tunek 
30 x 3%, $2.50; 32 x 4, $3.75; 34 x 
4%, $4. 60; balloon tire tubes, gray, 
29 x 4.40, $2.95; 30 x 5%, $4; 32 xX 
6.20, $6.25. 

e quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
i. 373 $4.75; Reliable jacks, No. 

No. 2. $3.33 in lots of 12; 
Bent spark plugs, 96c. each for ali 
sizes in lots of less than 50; Cham- 
pion X spark plugs, 45c. each’ for less 
than 100 and 4l1c. each for over 100; 
Champion regular, 53c. each for less 
than 100, all sizes; 50c. each rs" over 
100: Reliable Jacks, tk a $1; No. 1, 
$1. 25; Nos. 2 and 3, $1.75 


AXES.—The demand is steady and 
there is no change in prices. 


Jobbers quote f.o.b. Cleveland: 

First grade, single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 

er doz.; ; double bitted, unhandled, 
$20 per doz.; 60c. increased for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 

BATTERIES.—tThese are moving in 
fair volume. 

zeunere quote f.o.b. Cleveland: 

No. 766 B batteries, $1.30 each for 
a packages and $1. 40 for small 
ots 

Eveready B batteries, No. 
$3.58 each for unit packages and $3. rs 
each for smaller lots. 

No. 6 ignition type dry cell bat- 
teries, 32c. each. 

BINDER TWINE.—Jobbers are still 
booking considerable business for 
spring shipments. No price change is 
expected. 

Cleveland jobbers quote first grade 
binder twine at $6.98% per bale, 50-Ib. 
gross f.o.b. Cleveland and x 6.87% 
f.o.b. Chicago or Auburn, N 

BOLTS AND NUTS._Jobbers’ sales 
are good. Manufacturers have reaf- 
firmed present prices for the second 
quarter. 


Jobbers quote f.o.b. Cleveland: 
Large machine bolts, cut threads 
50 and 10 per cent off list; mall 





rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list; hot pressed nuts, $3.90 off 
list; small rivets, 65 and 5 per cent 
off list. 


CLIPPING AND SHEARING MA- 
CHINES.—These are seasonal items 
that are moving quite well. 


Cleveland jobbers quote Stewart 
clipping and shearing machines at 30 
per cent off list. 


CORRUGATED ROOFING.—The 
spring buying is hardly started. Prices 
are unchanged. 

Cleveland jobbers quote for the 
first quarter delivery No. 28-gage 
corrugated roofing at $4.34 £xper 
square, f.o.b. Pittsburgh. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—These are quiet, as the spring 
demand has not got under way. 

Cleveland jobbers quote eaves 
through and conductor pipe at 77 per 
cent off list in crate lots delivered. 

GAME TRAPS.—While some sales are 
being made for fall delivery, the aggre- 
gate is not large. 

Jobbers quote f.o.b. Cleveland: 

Victor i traps, No. 0, $1.10 per 
doz.; No $1. 38 per doz.; No. 1%, 
$2. 44 per ie": No. 2, 36 per doz. ; 
wn a traps, No. 0, “e “4 per 
doz. ; $1.8 ~~ doz. ; 
$2. 83 aoe By, No! _ oo 38 es doz. 

GARDEN HOSE.— With the decline in 
crude rubber, there is some talk that 
the half-cent a pound price advance 
made Jan. 1 will be withdrawn. How- 
ever, prices at present are not of much 
interest to the trade, as jobbers are 


pretty well covered at the old prices. 


GLASS BAKING WARE.—The de- 
mand for this ware has grown until 
it has become more of a staple rather 
than a seasonal line of merchandise. It 
is moving in good volume. 


Jobbers quote f.o.b. gg aaa 

Sere round or oval, a. 
$1.1 2-qt., $1.33; 2%4-qt., $1.66; 
anh $1.50; casseroles with on 
covers, 35c. er. 

Pile ‘Plates, - in., 50c.; 9-in., 60c.; 
10-in., 67c. 
Bread Pans, No. 212, 60c.; Uo. 214, 


91c. 
Utility Dishes, No. 281, 67c.; No. 
232, $1.17. 

Tea Pots, 2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


GUNS AND AMMUNITION. — The 


Reading matter continued on page 62 





5 ft., $3.20 ly OZ. 
Manure Fork See sy —Bent 
A, ft., $3.90 per doz. ; ft., $4. 557 per 


80° per doz. ; 
414 “ft. $2.90 per doz. 
Garden Hoe ee 414 ft. 
= “1 per doz.; No. 1, 4% ft., $1. 50 per 


y Rake Handles.—XX, 6 ft., 
$6.25 doz.; No. 1, $2.65 per doz. 

Shovel Handles.—Regular pattern 
XX, 4% ft., $5. “ per doz.; X, 4% ft., 
$3.75 per doz.; D handle, $5. 60 per 


oz. 
P Spade Handles.—X grade, $5.40 per 
Oz. 


ICE CREAM FREEZERS.—These are 
moving fairly well for spring ship- 
ment, 


Jobbers quote f.o.b. Cleveland: 
Lightning eee 1-qt., 0; 
2-qt., $2.50; 3-qt., $2.95; 4-qt., $3. 60; 
6-qt., $4.50; 8-qt., $5.85; 12-at., $9. 45. 
White Mountain Freezers, = $2.40; ; 
2-qt., $2.80; 3-qt., $3.35; 4-qt., $4.10 
6-qt., $5.20; 8-qt., $6.75; 12-qt., $10. 75. 
Auto-Vacuum Freezers, 2-qt., $4; 3- 
, $5.33; 4-qt., .66. 


INCUBATORS AND BROODERS.— 
Although it is well along in the buy- 
ing season, sales continue good. 


Cleveland jobbers quote incubators 
and brooders at 30 per cent off list 
for warehouse shipment and 35 per 
cent off list for factory shipment. 


LAWN ROLLERS.—Sales have been 
rather light so far this season. 


Cleveland jobbers quote water 
hg rollers No. 2, * 50 oem or 
11.15 each; No. 5, $13.8 ea 
7, $16 each; No. 9, $18. 10 each. 


NAILS AND WIRE.—Dealers have 





‘stocked up pretty well and new demand 


is slow. Prices are unchanged. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
on $2.90 per keg for less than car 
ots 

pa quote as follows from 
stoc 

Maite. —Less than car lots, $3 per 
ei No. Z “yes wire, $3. 45 per 

; No. 9 annealed wire, $3 per 

100 e ; cement coated nails, $2. 40. per 

100 Ib.; polished fence staples, $3.70 

per 100 Ib. : galvanized fence staples, 

$3.95 per 100 lb.; miscellaneous nails 

— wire brads, 70 and 10 per cent off 
st. 

Barbed Wire.—80-rod pees. Ly- 
man, 4 point cattle wire, $3.25; same 
neg wire, ve 50; American special hog 
wire, 


OIL STOVES.—Oil stoves are moving 
in very good volume. 


Jobbers quote f.o.b. Cleveland: 
Nesco oil stoves, 2-burner, $11.60 
each ; 3-burner, $14. 75 each ; 4-burner, 
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THE SPIRIT OF PROGRESS 


Richards-Wilcox Hardware 
is designed to meet modern 
requirements 
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ih if - 
ye Hd | ArcHITECTS, BuiILDERs, CONTRACTORS— all who are engaged on 
| all it alma * construction work —are keenly alive to the spirit of the times. 
i 4\0F ib : {4} dat ay . ® 
aT Ah Methods that were in vogue but a comparatively few years ago 


are discarded for other and Jdetter ways of doing the same things. 


This “spirit of progress” is the keynote of the R-W organization. 
The R-W Engineering Department is familiar with every door- 
way need. Its carefully prepared designs are reflected in R-W 
Products that exactly meet modern doorway requirements. 


This meticulous care, both in design and execution, extends to 
every item of R-W manufacture. There is a type of R-W Door 
Hanger suitable for doors of every description—house, elevator, 
garage, fire, industrial and barn. These various types are standard 
equipment of their kind. 

To R-W “spirit of progress” is joined the R-W “spirit of service.” 
Near you is an R-W branch anxious to help you with your door- 
way problems. Or, write the R-W Engineering Department giv- 
ing your needs. Its experience is at your command, without 
cost or obligation. 
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AURORA, ILLINOIS, U.S.A. 


WIN ee ~of New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Px MN WK a) Chicago Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 
oe wae ky, Montreal . RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT, , Winnipeg 














































tically all items are fairly heavy. $22.25 per doz.; 





No. 24, $2.50 per doz. Delphos cylin- 


drical feed troughs, $8 per doz. All | standard 42 cents off list. 
0 7 »Z. 7 
Round drinking fountains, $4.40 per STEEL SHEETS.—Mill 
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$18.85 eath: 3-burner, all enamel, ! per doz.; 4 qt., $3.75 per doz. Leg } We quote from  =jobbers’ stocks, 
| og Tage = pee at ee shelf, er a size, 33° zs per —. f.o.b. Cleveland: 
: 23.60; 4-burner, .25; Rolo range, sand; Mediterranean, per thou- rani win 20 
$59.85. ee: — leg bands, $3 per | Fas a a ee 
. PAINTS AND OILS.—Prices on lin- peapnipmenaays 
! seed oil and turpentine have further ROLLER SKATES.—These are mov- |STOVE ACCESSORIES.—Jobbers re- 
| declined slightly and the market lacks | img quite well, although sales are not | port rather heavy sales of stove pipe 
strength. Sales are rather light quite as heavy as at this time last | and elbows for fall shipment and are 
= : ; “i nt ite ‘ ' year. now taking some orders for coal hods. 
Mixed paints, regular shades, bes 
grade, $3.10 per gal. for 1 gal. cans. We quote from jobbers’ stocks, Jobbers quote oe econ move 
Outside white, $3.30 per gal., in 1 gal. f.o.b. Cleveland: pipe in crates ‘. 25 52.85 2 ecurity 
cans. Union skates, Nos. 4 and 5, $1.42 blued $3 Be Pe in., . 5; 4-in., 
Turpentine in bbls., $1.13; less than per pair; No. 6, $1.55 per pair; No. 3, 5-in., , $4. 
bbl., $1.28 per gal. ball bearing, 85c. per pair. = thal Se curity wens core 
bbl. $1.15. Boiled, se pet Ragen Rae ny ROP E.—The demand is only fair. -4 128 : : 6 in’ Bit 38: 7 iin of a; all 
White lead, in 100-lb. kegs, 15\%c. Prices are unchanged. per dozen. 
> & 5 95 ~ ae . “ % . . 
ond a! a Rose Ny ton eke Eee Cleveland jobbers quote best grade Stove boards in full oe paper 
Ib.; in 500-Ib. lots, 10 per cent dis- of manila rope at per lb. for lined, oxy 26 in. $7.3t er32 — 
count: other prices are net. _ factory shipment and 27c. per lb. for 28 in., $8.30; 30 in. $9.70; 52 in., 
. ute : aaite oe stock shipment. Sisal rope 18c. per $11.45; same, 28 lined, 24 in., 
POULTRY NETTING AND WIRE lb. factory and 18%c. for shipment $11.20 per doz.; 26 in., $13.25; 28 in., 
. , wn . from stock $15.50; 30 in., $18, and 33 in., $21.30 
CLOTH.—These continue fairly active SOCK. oblong, wood lined, 18 x 24 in., $9. QF 
for early spring shipment. SLEDS.— Some _ business is being per doz.; 18 x 30 in., $12.50; 20 x 30 
Cleveland jobbers quote poultry booked for fall shipment. paar lined cree? in, a6 oon 
netting at 50 and 7% per cent off list ; Cleveland jobbers quote sleds as in., $8: 20 x 30 in., $9.45; 24 x 36 in, 
te ee eee. 50 “ follows: es wi. tote se ber cent $10.10. 
and (2 per cent o ist; wire Clo off list f.o.b. leveland, an 5 per 
black, $1.85 per 100 sq. ft.; galva- cent off list f.0.b. factory. Lasbtabes Coal _ hods, galvanized, 17-in., 
2 9 : $4.75 per doz., for open models ; 18-in., 
nized, $2.05 to $2.10 per 100 sq. ft. | $14.25 $2-in., aes A per “316.35 -in., $5.30 per doz.: 17-in., closed with fun- 
wae “= per -1n., ‘ er 
POULTRY SUPPLIES.—Sales of prac | ogg 2 AE $18. 6 ber den. ; 66-4a.. nel, $6 per doz. 


58-in., $26.15 per doz. SNOW SHOVELS.—tThese are being 
Cleveland jobbers quote as follows: |SOIL PIPE.—A price advance of 2% | sold in rather limited volume for fall 


Thermic fountains, 2 gal., $18. 75 er . 

doz.: 3 gal, $24 per doz; 5 gal, | Points has been made. shipment. 

4 “oh ty - —, ro iphos, — 12, Jobbers quote f.o.b. Cleveland extra We quote, f.o.b. Cleveland, No. 35 
e as Se. 20. Ve pee Sees heavy soil pipe, 52 per cent off list, galvanized double handle Owosso 


snow shovels, $17.50 per doz.; No. 
36 double handled wood shovels, $13 


ices 
price are per doz.: No. 34 galvanized single 





ies io Png ge age ‘ed Sd rather weak, but jobbers’ prices appear handled, $10.50 per doz.; No. 33 single 
x ic. > . » - - . , >> . 
tom fill, $2.50 per doz.: 2 qt., $3.15 to be holding. handled galvanized. $10 per doz. 






























HAT merchants are most interested in is 
shown by the questions listed below. These 
are the twenty-five questions that were 

asked most often during 1925 by merchants who re- 
quested help from the Merchants’ Service Bureau of 

‘ The National Cash Register Company. 
| More than 108,000 questions were asked during 
the year. These came from merchants in every State 
and Province of Canada. City, village and cross- 
roads stores in 258 lines of business were repre- 
sented. Sales volume in these stores ranged all the 
way from $3,600 to upward of $36,000,000 annually. 
These twenty-five subjects account for a total of 
96,529 out of 108,000 questions. This list is, there- 
fore, a fair cross-section of what merchants want to 

knew. 

Number of Per Cent 


Times Asked of Total 
1. How to Collect Past-due Ac- 


RE Kincednueudednseeds 7,593 7.86 
2. How to Move Slow Stock. . 5,906 6.12 
3. Advantages of Departmentiz- 
ing and How to Go About It 5,845 6.05 
4. How to Make and Analyze a 
Financial Statement ...... 5,357 5.55 
5. How to Speed Up Stock-Turn 5,109 5.29 
6. How to Advertise .......... 5,100 5.28 
7. How to Increase the Average 
Dt es chelededh thaw ee cs 5,088 5.27 
8. How to Pay Salespeople .... 5,017 5.20 
9. How to Train Salespeople .. 4,986 5.17 
10. How to Increase Employees’ 
| Interest in the Business.... 4,516 4.69 
11. How to Get New Customers. 4,512 4.68 
12. Better Window Display ..... 4,300 4.45 
13. Right Way to Figure the Sell- 
DP 60666 + sevviesds 4,070 


What Merchants Want to Know 


Number of Per Cent 
Times Asked of Total 





14, How to Increase Sales Volume 3,594 3.72 

15. How to Know What to Buy, 
How Much, and When..... 2,938 3.06 

16. How to Keep Necessary Rec- 
ahaa te hana Oa eek 2,826 2.93 

17. Does It Pay to Change from 
Credit to Strictly Cash?... 2,808 2.91 

18. How to Meet Chain Store Com- 
RE RISER en 2,539 2.63 
19. How to Reduce Expenses.... 2,515 2.60 

20. How to Regain Lost Custom- 
Re errr Tr 2,396 2.48 

21. How to Make an Income Tax 
in a gah ohare 2,147 2.22 

22. How to Meet Cut-Price Com- 
CC Ee ee ee ee 1,964 2.03 

23. How to Meet Mail Order Com- 
ee rr 1,832 1.89 

24. How to Keep a Perpetual In- 
DE etenbanee noe gee 1,808 1.87 
25. How to Conduct a Special Sale 1,763 1.83 
EL id vak-0 dd eee s eedee 96,529 100.00 

Guns 


Guns were invented by Swarz, a German, about 1378, 
and brought into use by the Venetians, in 1382. Cannon 
were invented at an anterior date; at Amberg may still be 
seen a piece of ordnance inscribed 1303. They were first 
used at the battle of Cressy in 1346. In England, they 
were first used at the siege of Berwick, in 1405. It was 
not until 1544, however, that they were cast in England. 
They were employed on shipboard by the Venetians in 
1539, and were in use among the Turks about the same 
time. An artillery company was instituted in England for 
weekly military exercises in 1610. 
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It rs written: 


“You can _ hardly 
make a friend in a 
year, but you can 
easily offend one in 
an hour.’’ 


When you sell a man 
a Synchrophase you 
go a long way to- 
ward making him a 
friend for life. 
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Exclusive 


Grebe Developments: 


Grebe 
**Colortone’’ 








Flexible Unit Control 


Binocular Coils 
Reg. U. S. Pat. Off. 
and 
Low-wave 


Extension 
Circuits 





Ask how and why they 
make Grebe reception so 
—— and dependable. 


4B Wh, 


TRADE MARK 


REGUS. PAT. ore 














All Grebe apparatus 
iscovered by patents 





granted and pénding. 
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How Many of Your Customers 
Are “Radio-Wise”? 


SN’T it true that very few radio buyers understand what 

they see when examining a set? They must depend on 

your word, and your business success depends much on what 
you tell them. 


Stake your reputation on quality goods. N o matter how often 
or how cheerfully you ‘‘make good’’, defective merchandise 
reacts against you even more than _against the maker, for 
you are closest to the buyer. 

When you sell the Synchrophase you not only have exclusive features 
that make sales easy and assure satisfactory reception, but also sound 
construction that prevents the ‘ come-backs”’ and excessive servicing 
which eat up profits. . 

Send for full description. 


A. H. Grebe & Co., Inc., 109 West 57th Street, New York 
Factory: Richmond Hill, N. Y. 
Western Branch: 443 So. San Pedro St., Los Angeles, Cal. 


This company owns and oper- 
ates stations WAHG and 
Q; also low-wave re- 


O 
broadcasting stations, mobile 
RE B WGMU and marine WRMU. 


SYNICHIROPHAS 








TRADE MARK REG. U.S. PAT. OFF. 
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HARDWARE AGE 


March 18, 1926 


Business Improves in Northwest— 
Prices Remain Firm 


(Minneapolis office of HARDWARE AGB) 


EPORTS of immediate business over the Northwest tributary 
to the Twin Cities indicates an excellent condition for the 


opening of the spring trade. 


February business did not total 


up to expectations in some cases, but came well up to that of a year 
ago. Dealers are finding that this month is opening up better and 
business is beginning to show the effects of spring. 

Prices on the whole are firm, showing very few changes, with 
expectation of a firm market for some time. Dealers are beginning 
to buy more freely for the spring trade and retail trade is showing 


signs of improvement. 


AXES.—Sales are fair, with stocks well 
filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50, and double bit 
base weight axes at $19.50 per doz., 


net. 
BOLTS.—Call is fair, with stocks well 
filled. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 50 per 
cent; stove bolts at 75 per cent, and 
lag screws at 55 per cent from list. 


BRADS.—Demand is still light, and 
prices are steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 

BUILDERS’ HARDWARE.—Prospects 
for a good year in the building trades 
are very good. Some building is being 
done at the present time, and there is 
a good volume of work projected for 
the season. Dealers are already selling 
finishing hardware to sume extent, and 
it looks as though the season will start 


early. 


CARPET SWEEPERS.—A good de- 
mand is reported for carpet sweep- 
ers. Toy sweepers are quoted in con- 
nection with these prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Carpet sweepers, American Queen, 
$54 per doz.; Elite, $60 per doz.; 
Grand Rapids, nickeled, 15-in., $48 per 
doz.; same jap., 17-in., $60 per doz.; 
Parlor Queen, $56 per doz.; Princess, 
$50 per doz.; Universal, nickeled, $46 
per doz., and jap., $42 per doz. 

Toy sweepers, Little Gem (3 and 
6 doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10 and Junior, 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 


CHURNS.—Call for churns is fair, with 
stocks in good condition. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 35 per cent from lists. 

EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Sales are beginning 
to improve, and stocks are being filled 
for the season. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint 28 ga., 
5 in. single bead eaves trough at 
$6.05 per 100 ft.; 29 ga., $5.50 per 100 
ft.; 28 ga., 3 in. conductor pipe at 
$5.40 per 100 ft.; 3 in. elbows, $1.73 
per doz., net. 


FIELD FENCE.—Demand has not 
yet started in a retail way, but deal- 








ers are beginning to fill their stocks. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 13 ga. intermediate type 
of fence at $30.04 per roll with other 
sizes and weights in proportion. 


FILES.—Sales are_ slightly better. 
Stocks are well filled, and prices are 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 
50 per cent, and second grade files at 
60 per cent from lists. 

GALVANIZED WARE.—Sales are im- 
proving, with stocks being filled up for 
the increased demand. Prices show no 
changes. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25; 
No. 3, $9.45; heavy tubs, No. 1, $12.60; 
No. 2, $13.80; No. 3, $15; standard 10- 
qt. pails, $2.70: 12-qt., $3.05; 14-at., 
$3.40: stock pails, 16-qt., $5, and 18- 
qat., $5.50 per doz., net. 

GLASS AND PUTTY.—Demand is fair, 
with ample stocks on hand. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: inn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent. and strictly 
pure putty in 50-Ib. drums at $4.85 
cwt., net. 

HAMMERS AND HATCHETS.—Small 
tool sales are fair. Stocks are well 
filled with expectation of a good trade. 
Prices show no further changes from 
those reported last week. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11% 
carpenters’ hammers at $12.60; 
Plumb Wo. HF 81, $12: Plumb No. 

2 broad hatchets, $15.75: No. 
shingling, $12.50; No. 2 claw, $13.25 
per doz., net. 


HOSE.—Dealers are beginning to fill 
in orders for lawn hose with the ex- 
pectation of early business. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition %-in. 
3 ply hose at $8.25; Leader %-in. 5 
ply. $9.50: Good Luck %-in. 6 ply, 
$10.50: Riverside molded black, %- 
in., $13 per 100 ft., net. 


ICE CREAM FREEZERS.—Dealers 
have their orders in for ice cream 
freezers to a great extent, but sales 
are still very good from jobber to 
dealer. Retail sales show no particu- 
lar improvement as yet. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Alaska Freezers.—1-qt., $2.95 each; 
2-qt., $3.45 each: 3-qt., $4.10 each; 
4-qt., $5 each; 6-qt., $6.30 each; 8-qt., 
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ae each; 10-qt., $10.75 each; 12-qt., 
14 each; 15-qt., $17 each, and 20-qat., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1-at., 
3.35 each; 2-qt., $3.90 each; 3-qt., 
4.65 each; 4-qt., $5.70 each; 6-qt., 
$7.25 each; 8-qt., $9.35 each; 10-qt., 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers. — 2-at., 
$5.65 each; 3-qt., $6.75 each; 4-qt., 
$8.25 each; 6-qt., $10.45 each; 8-qt., 
$13.50 each; and 10-qt., $18 each. 
These are list prices and are sub- 
ject to a dealer’s discount of 50 per 
cent. Auto Vacuum freezers, 33% 
per cent from lists. 


LANTERNS.—Sales are fair, with 
stocks ample. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
= tubular lanterns, $13 per doz., 


ne 
LAWN MOWERS.—Dealer orders are 
being shipped to some extent, but the 
heavy movement is still to come. Pros- 
pects for good trade are excellent. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia styles 
A and C, 35 and 5 per cent; Style K, 
35 per cent; Riverside ball bearing, 
16-in., $8.75 each, net. 


MILK CANS.—Demand for railroad 
milk cans has not yet started in a re- 
tail way, but dealers are preparing for 
this trade. Stocks are in good condi- 
tion, and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gal. 
milk cans, $2.60; 8 gal., $3.10; 10 gal., 
$3.20 each, net. 


NAILS.—Demand shows some improve- 
ment for nails in a retail way. Stocks 
are being filled and rounded for the 
real trade of the season. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Call for oil heaters 
is fair, with stocks in good condition. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each, 
and No. 016, nickel polished steel, 
$5.32 each, net. 


OIL STOVES, OVENS AND WATER 
HEATERS.—Call is fair, with stocks 
well filled for the opening of the sea- 
son. Dealers are beginning to make 
sales in this line. 

Prices to retailers f.o.b. Twin 


Cities. : 
Oil Coke Stoves 
PERFECTION— 
a oe ee... os ceeecoba $17.50 
a: Ve oe er. . sc coecsesese 22.50 
MR OE RE a Oe 28.50 
ee SE 39.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 
i i, Sn < +cce cee cbueee $17.50 
Ss ££ & . Eee pes 22.50 
0 


tion. 
NESCO—Zone 1 Prices 
No. 21 


Se I od vito owtsbius $9.50 
ih ee ap SL, c vcciecstoéoee 17.35 
REO. BES BS WUTMOTBs ccccccccecccs 22.00 
PEO, Bee | DENMGRB. cc cccccccece’s 28.00 
Bees BD BO Bcc cccwcccccese 39.50 























The exclusive Patented * 
Streak” Burner: ~ 


—No wicks 

—No wick ‘substitutes 

—Faster than gas 

~—Cheaper than any other fuel 
-No odor 


-Gas-like valve turns quickly 
from simmering to full heat 


-Clean, safe, dependable 
-Simple, pnly four principal 
parts 
Write for complete information 
and ask about franchise for your 
territory. 


OIL RANGE DIVISION 
Favorite Stove & Range Company 
PIQUA, OHIO 


Gentlemen: There is a market here for a 
real Oil Range. Rush complete information. 
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No. 1102 high shelf only 
No. 1103 high shelf only 
No. 1104 high shelf only........ 
No. 1105 high shelf only........ 
With Vitreous Enameled Stove 
— and Splash Backs: 
ee, Bee: S BEPMRER. ce cccccvccees $33.50 
No. a <2 Pee, ccacccensseve 44, 00 
Nesco dealers’ dicount, 30 and 0 
per cent. 8 


Oil Ranges 


Nesco Rolo, 5 burners & oven .$90.00 
Dealers’ discount, 30 and 95 per 
cent. 
Ovens 


PERFECTION— 
No. 211 1 burner plain door....32 
No. 211G 1 burner glass door 
No. 121G 1 burner glass door.... 
No. 122G 2 burners glass door... 
No. 142G 
Dealers’ discount, on 16 or more, 
30 and 5 per cent; Jes than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door.. .$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; les than 10, 30 per 
cent. 
NESCO—Zone 1 Prices 
95 1 burner solid door..... $2.00 
5 burner glass door..... 2.15 
burner solid door 
burner glass door..... 
burners solid door.... 
burners glass door.... 
burners solid door.... 
burners glass door 
discount, 30 and 


bo bo bo bo ee 


Water Heaters 


Perfection No. 412......-cceceses $40.00 
,. -. 3: 80.00 

Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—Deal- 
ers are filling their stocks fer spring 
trade, which promises to be excellent. 
Prices are holding steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon, in 1 gal- 
lon cans, and white lead in 100 Ib. 
kegs, at $14.29 cwt., net. 


PAPER.—Building paper is selling | 


fairly well for this time of year. 
Stocks are well filled, and prices are 


steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls at 
$2.25 ewt., and tarred felt at $3.35 
ecwt., net. 


PYREX OVENWARE.—Sales are good, 
with stocks well filled. Prices show no 


changes. 
We quote from jobbers’ stocks, 





‘STEEL 
some slight improvement, with stocks 
‘ample for the call. 
'slight adjustment. 
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f.o.b. Twin Cities: No. 113 casse- 
No. 197 casseroles, 
| pie plates, $50c.; No. 
210 pie plates, 67c.; No. 212 bread 
pans, 60c.; No. 231 utility pans, 67c.; 
No. 12 tea pots, $1.67; No. 24 tea 
pots, $2, and No. 36 tea pots, $2.33 
each, net. 
REGISTERS.—Call is fair, with stocks 
well filled. Prices are steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel 
regessters at 40 per cent from lists. 

ROPE.—Demand is fair, with stocks 
well filled. Prices show no change. 


We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Best Grade manila 
rope at 27¥%c. lb. base, and best 
grade sisal rope at 19%4c. Ib. base. 

SANDPAPER.—Call is improving, with 
ample stocks on hand. Prices are un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 
grade No. 1, $6 per ream, and gar- 
net, No. 1, $16.50 per ream. 

SASH CORD AND WEIGHTS. — 
Stocks are in good condition, with sales 
at an average. Prices show no changes. 


We quote from jobbers’ stocks, 

. Twin Cities: Best grade sash 
at 77c. lb., base, second grade, 
base; cast iron sash weights, 

$2.10 cwt., net. 
SCREEN DOORS AND WINDOWS.— 
Retail call has not yet started for this 
line of merchandise, and dealers are 
preparing their stocks for the demand. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.63 each; fancy 
doors, 2-8 x 6-8, $2.44 each; Sher- 
wood adjustable 24 in. window 
screens, $6.40 doz., and Wabash ad- 
justable, 24 in., screens at $5.20 doz., 


net. 
SCREWS.—tThere is a growing demand 


in a retail way for screws, and dealers 


are filling up their stocks. Prices are 


slightly different than in the last is- 
sue. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plat head bright 
wood screws, 80-10 per cent; flat head 
japanned, 82%4-10 per cent; round 
head blued, 77%-10 per cent: flat 
head brass, 77%-10 per cent: round 
head brass, 75-10 per cent from lists. 


SOLDER.—Demand is fair, with stocks 


? 


'well filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Varranted half 
and half solder at 42%4c. Ib., and 
gage A half and half solder at 41%éc. 
»., net. 


SHEETS. — Demand = shows 


Prices show a 


~~ 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.25 cwt., and galvanized steel 
sheets at $5. 35 cwt., base. 


TIN.—Sales are fair, with stocks am- 
ple. Prices are unchanged. 


We quote .from jobbers’ stocks, 
f.o.b. Twin Cities: IC, 20 x 28, 8-lb. 
coating roofing tin at $15.25 per box, 
and furnace coke tim ICL, 20 x 28. 
at $14.75 per box, net. 


TIRES.—Prospects are for very good 
sales in automobile tires this year. The 
market is fairly settled, and present 
demand light, in a retail way. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities 0 x 3% Heavy 
Duty Mansfield Cord tires, $12.65 
each; Mansfield regular, cord, $9.95 
each; Liberty cord, $8.50 each: 30 x 
3% gray inner tubes, $2.05 each; tan, 
$2.50 each; Balloon Mansfield tires, 
29 x 4.40, $13.85 each; Liberty, $11.50 
each, net. 


TORCHES.—Demand is fair, with 
stocks well filled. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., 

; No. 47, at., 
No. 49, qt., 
_—" each. 


. ~ , 


. 38, ; .76; ' 
9; No. 92, vs $6.79; No. 93, 

; No. 105, $4.88; No. 205 qt., 
. nerwer Fire Pots, No. 
, $7. 20: No. 63, $7.97; No. 66, $10. 18; 
76, $7. 13; No. 34, $8. 67 each, net. 


WHEELBARROWS,—-Retail call _ is 
still light, but will show immediate im- 
provement with the start of the spring 
cleanup season. Stocks are being filled 
for the call. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Fully bolted bar- 
rel type wood tray wheelbarrows, 
$36.50 doz.; No. 2, tubular, $7.33 each, 
and No. 1 garden, $6.25 each, net. 


WIRE.—Sales are fair, with stocks in 
fair condition. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: “ Painted cattle 
wire at $3.01 per 80-rod spool; painted 
hog wire at $3.22 per 80-rod spool; 
galvanized cattle wire at $3.21 per 
80-rod spool; galvanized hog wire at 
$3.43 per 80- rod spool; smooth black 
wire No. 9, $3.25 and galvanized 
smooth wire No. 9, $3.70 cwt. 


WIRE CLOTH.—Dealers are filling 
their stocks for the opening of the sea- 
son. Opening prices are shown here. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
wire cloth, 12 x 12 mesh, $1.90 per 
100 sq. ft., base; Alumina 12 x 12 
mesh, $2. 35 per 100 sq. ft., base: 
Apex wire cloth, 14 x 14 mesh, $2.70, 
and 16 x 16 mesh, $3.10 per 100 sq. 
ft., base. 








Coming Hardware Conventions 


PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Amarillo, Tex,, 


AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION CONVENTION, Atlanta-Biltmore 
Hotel, Atlanta, Ga., May 4, 5, 6, 7, 1926. 

D. Mitchell, secretary-treasurer, 1819 
3roadway, New York City. 

AMERICAN IRON, STEEL AND HEAVY HARD- 
WARE ASSOCIATION CONVENTION, Ambassador 
Hotel, Atlantic City, N. J.. May 25, 26, 27, 
1926. ae 8 Sackett, secretary, 503 
Arch Street, Philadelphia, Pa. 

ARKANSAS ReTAIL HARDWARE ASSOCIA- 





TION CONVENTION, Little Rock, Ark, May | 


20, 21, 1926. L. P. Biggs, secretary, 815 | 


Southern Trust Building, Little Rock. 
CALIFORNIA RETAIL HARDWARE & IMPLE- 

MENT ASSOCIATION CONVENTION, Hotel 

Whitcomb, San Francisco, March 16, 17, 


| 
| 


18, 1926. Le Roy Smith, secretary, 112 
Market St., San Francisco. 

HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION AND EXHIBITION, Raleigh, N. C., 
June 8, 9, 10, 1926. <A. R. Craig, secretary, 
717 Commercial Bank Building, Charlotte, 


aX-« 


MISSISSIPPI RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Biloxi, 
Miss., June 21, 22, 23, 1926. Guy Nason, 
secretary, Chamber of Commerce, Columbus. 


NATIONAL RETAIL HARDWARE ASSOCIATION, 
Congress, Claypool Hotel, Indianapolis, 
Ind., June 21, 22, 23, 24, 1926. Herbert P. 
Sheets, secretary, 130 E. Washington St., 
Indianapolis. 





May 10, 11, 12, 1926. Headquarters, Ama- 
rillo Hotel. C. L. Thompson, secretary- 
treasurer, Canyon, Tex. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION (composed of Ala- 
bama, Florida, Georgia and Tennessee) 
CONVENTION AND E XPOSITION, Atlanta, Ga., 
May 10, 11, 12, 1926. Walter Harlan, sec- 
re eA 701 ‘Grand Theater Building, Atlan- 
ta, Ga. 


SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION CONVENTION, Atlanta- a Hotel, 
Atlanta, Ga., May 4, 5, 6, 7, 1926. John 
Donnan, secretary- treasurer, Richmond, Va. 
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“He came in for tacks— = ae |. 2 Se 


He went out with a rug!” / 1, Sl 


Do you realize the opportunity you have in 
selling Blabon’s Feltex Rugs? 


The low price of these beautiful, durable felt 
base rugs brings a quick decision to buy—even 
from customers that come for small purchases. 
They appeal to people everywhere. That’s why 
they sell so fast! And why turnover is rapid! 


No hardware dealer should miss this chance to 
make good profits on a small investment. 





Blabon’s Feltex Rugs don’t increase overhead. 








They take but little room. — 

Each rug is packed separately in a stout carton | poeeelionon 
for reshipment without repacking. Makes han- || BLABONS | 
dling and profits quick and easy! ~ || FELTEX | 

Ask us to tell you how you can make money on | FELTEX RUGS ! 
Blabon’s Feltex Rugs. Write for Blabon’s Feltex ie ao 








Sample Book. It shows wonderful rug patterns 
and colorings. 


aa 





Blabon’'s Feltex 
Sample Book, showing 


The George W. Blabon Company, Philadelphia rugs in actual colors, 

Established 75 years sent free to Hard- 

; ware Dealers, upon 
Trade Promotion Department: Head Office of Sales Department: ial 
Philadelphia 295 Fifth Ave., New York ee 





BLABON’S Feltex Rugs 


(FELT-BASE) | 
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Unfavorable Weather Hampering Pittsburgh 
Sales—Outlook for Sprmg Business Favorable 


(Pittsburgh office of HARDWARE AGE) 


rs is that it is still quiet, but at the same time there is no 


"Per word about hardware business by both jobbers and retail- 
e 


loss of confidence in ultimate improvement as the general be- 


lief is that the weather is the primary cause. 


Winter in this part 


of the country started in Oct. 15 last and even today no one is safe 
in saying that it is over. There has been a fresh snow storm just 
about the time when a few days of bright weather have made people 


begin figuring on spring activities. 


There is no evidence that re- 


tailers are carrying large stocks and consequently, the feeling is 
that once the sun comes up daily for as long as a week running, 
there is going to be much quickening in spring work that calls for 
hardware and that business will grow accordingly. Prices do not 
change much. The most important development in this direction is 
that changes in the income tax law have eliminated the charge on 
guns, rifles and loaded shells and manufacturers are sending out 
new prices, recognizing that change and jobbers are figuring out 


the new resale prices. 


The tax comes off automobile tires in the 


new law, but as yet the only word from the manufacturers is that it 
will not mean a change in prices as they have been absorbing the 
tax. Collections still are slow in this area. . 


AUTOMOBILE ACCESSORIES.—It is 
hard to find a jobber who is entirely 
satisfied with business at present. 
Chains and cross chains went strong 
throughout the winter, but they no 
longer are much wanted and the de- 
mand for such extras as are not stand- 
ard with motor car builders is usually 
better when cars are in more constant 
use than they are now. 


Prices from jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 

Spark Plugs.—A. €. plugs, lots of 
less than 10, 65c. each: lots of 10 to 
49, 58c.: lots of 50 to 99, 55c.; lots of 
100 to 200, 57c.; lots of 300 or more, 
47c.; A. Cc. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 42c.; 
lots of 100 to 200, 39c.; lots of 300 or 
more. 37c. 

Motor Meters.— Standard makes, 
lots of less than 10, 25 per cent off 
list: lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single lots, 33% 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and over, 
40 and 5 off list. 

Windshield Cleaners.—T rico, uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls, No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 

Chains.—Single pairs 30 per cent 
off list: lots of 10 to 50 pairs, 35 per 
cent off list, lots of 50 pairs and over 
40 per cent off list. 


AUTOMOBILE TIRES AND TUBES. 
—Those lines of automobile tires and 
tubes that are distributed by the hard- 
ware trade are moving with very fair 
freedom, and it looks like a good spring 
business in replacements. Jobbers 
here have been looking for some revi- 
sion in prices in keeping with the elim- 
ination of the Federal tax, but manu- 
facturers have said that this would not 
mean any change on the ground that 
they have been absorbing this tax for 
some time. Dealers’ prices for Mans- 
field tires and tubes: 








Fabric Tires. 


Size Non-Skid Grey 
Fabric Tubes 
30x3Cl $7.80 $1.80 
30x 3% Cl 8.90 2.05 
Cord Tires. 
Heavy 


Size Regular Duty Grey Tan 
Cord Cord Tubes ase 


30 x 3 Cl $10.40 $1.80 
30x 3% Cl $9.95 13.50 2.05 2.50 
30x3%S.S. 11.85 15.75 
32x3%S8.S8 17.30 2.45 3.00 
31x4S5.S. 15.50 18.70 3.00 3.70 
32x 4S.S. 17.15 21.40 3.20 3.75 
33x 4S.S. 17.75 22.05 3.25 3.80 
34x4S.S. 18.50 22.75 3.30 4.00 . 
32x4%S58.S 28.10 4.30 
33 x4%S58.8 28.90 4.40 
34x4%5S.S 29.55 4.60 
35x ai S.S 30.40 4.65 
36x4%S5S.S 31.20 4.85 
33 x5 S.S. 37.60 5.65 
35 x5S.S. 39.00 6.05 
Truck Cords. 

Size Tan Tubes 
32x4% $35.50 $4.3 
33 x4% 36.25 4.4 
34x4% 37.15 4.60 
30x 5 42.00 5.15 
33 x5 45.30 5.65 
34x 5 46.45 5.75 
35x 5 47.60 6.05 
32x 6 71.85 9.65 
26x 6 “9.85 10.90 
34x 7 106.05 13.25 
38x 7 118.00 14.75 
40x8 152.50 17.75 


Balloon Tires. 
To fit 20 in.-21 in.-22 in.-23 in. Rims. 





Grey 
Ply Casings Tubes 
29 x 4.40-21 in. 4 $14.20 $2.95 
29 x 4.75-20 in. 4 18.40 3.55 
320 x 4.75-21 in. 4 19.15 3.70 
29 x 4.95-20 in. + 21.05 3.70 
30 x 4.95-21 in. 4 21.75 3.75 
31 x 4.95-22 in. . 22.40 3.80 
30 x 5.25-20 in. a 24.10 4.00 
31 x 5.25-21 in. 4 24.85 4.10 
30 x 5.77-20 in. 6 31.75 4.70 
32 x 5.77-22 in. 6 33.75 4.85 
33 x 5.77-23 in 6 34.85 4.90 
33 x 6.00-21 in 6 33.75 5.70 
32 x 6.20-20 in 6 36.50 6.25 
33 x 6.20-21 in 6 38.10 6.55 
33 x 6.75-21 in. 6 42.05 6.70 
34 x 7.30-20 in. 6 47.55 7.60 


BATTERIES.—Strong demand still is 
reported for radio batteries and at least 
a steady demand for those for othr 
uses. Prices are unchanged. 
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Jobbers’ quotations to _ retailers, 

f.o.b. Pittsburgh: 

Broken Unit 

Packages Packages 

Eac Eac 
eer $1.05 $0.97 
Ph: Mii nt¢eseouwes 1.2 1.14 
i i oe a6 eee do 1.32 1.22 
ht Pink cahewe eet 1.40 30 
i ie cesgeseee’ 2.62 2.44 
ik ee ena a 2.62 2.44 
ee are 3.33 3.00 
£2: .42 39 
ee ee 0 


4 .35 

No. 6 dry cells, ignition type, unit 
packages, 32c. each; broken, 36c. 

Flashlight. — No. 935, 9%4c. each; 

No. 950, 10%c.; No. 790, 22c.; No. 

a 21% c.; o. 750, 18c.; No. 751, 


Cc. 
Hot Shot.— No. 1461, $1.70; No. 
1662, $2.35. 


BOLTS, NUTS AND RIVETS.—tThere 
is nothing of an unusual character 
about the market in these lines. Job- 
bers are having a steady moderate de- 
mand. Manufacturers in this district 
say that the bolt and nut market is the 
best they have had since 1923 and that 
prices, which now have ruled for fifteen 
months and which are to be continued 
in the next quarter, have come to be 
recognized as stable and there is not 
the hesitancy to buying there was when 
doubts existed that prices would hold. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed 
blank or tapped, 3.35c. off list, c.p.c. 
and t. blank or tapped, 3.35c. off list; 
rivets, small wagon and tinners’, 60 
per cent off list. 


CARPET SWEEPERS.—Very steady 
demand is noted here for full sized 
sweepers, but toy sweepers are not very 
active. Jobbers quote: 


Grand Rapids, japanned, $44 per 
doz.; nickled, $48; Universal, $42; 
Standard, $36. 

Toy sweepers, Little Gem (3 and 
6 doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10 and Junior, 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 


CONDUCTOR PIPE.—Manufacturers 
are well supplied with orders, but find 
the weather a factor in keeping down 
specifications, not much chance being 
afforded to complete house construction 


work. Jobbers quote: 

Galvanized, 3-in. No. 28 gage, $5.35 
per 100 ft.; copper, 16-oz. 3-in., $23.75 
per 100 ft. in lots of 100 ft. or more, 
small lots higher. 


GALVANIZED WARE.—Garbage pails 
and cans are in strong demand and 
other items under this heading are get- 
ting more attention. Jobbers quote: 


Washtubs. — With wringer attach- 
ment, No. 22, $8.50 per doz., No. 23, 
$10; ‘without. wringer attachments, 
No. 2, $7.75; No. 3, $9. 

Paiis.— Water, 12-qt., $2.65 per doz.; 
14-qt., $3; fire, 12-aqt., $4; cement, 
14-qt., $10; chamber, 10-at., $7.20: 
12-qt., $8; well buckets, 10-qt., $4.50. 

Hoe at ge Pans.—No. 2, $4 
doz.; No. $6; No. 4, $7.50. 

coe Cans. —Cans with lids, Se- 
curity, No. $3 each; No. 2, .50; 
No $4; sceeaton No. tt we No. 
181, $3.95: No. 191, $3.60 , 





March 18, 1926 








HARDWARE AGE 





PATENTED 





When a woman looks inside the lid 
of a Tite-Top Dutch Oven 


-you can look for a sale 


Drip-rings are inside that tight-fitting lid of the 
Griswold Tite-Top Dutch Oven. They take hold 
of the juices that steam up fast because of the 
heat of the cast iron pot—and drip them back. 
They keep meats moist—self-baste meats every 
minute of: their cooking—put back into meats 
the flavor they usually lose—make cheap-cuts 
tender and rich flavored. Neither moisture nor 
goodness can escape from under that tight, self- 
basting top. Fhe Dutch Oven is excellent too 
for baking, stewing, deep-fat frying. 


Women know this. 
them. 


National advertising tells 
Window displays invite them. We send 


display stands free with your order. Also trivets 
that keep foods off the bottom; much liked for 
cooking vegetables with pot roasts. Order from 
your jobber, or write us for bulletins and prices. 
Let us tell you about the Griswold Skillet that’s 
fitted with a similar, self-basting Cover. 


The Griswold Mfg. Co. 
Erie, Penna., U. S. A. 


Makers of Extra Finished Cooking Utensils in Cast Iron 
and Aluminum, Waffle Irons, Food Choppers, Reversible 
Stove and Furnace Pipe Dampers, Fruit Presses, Mail 
Boxes, Bolo and other Portable Bake Ovens, Gas Hot 
Plates and Electric Waffle Bakers. 


The Line That’s Fine at Cooking Time 














Trade Mark 
Reg. U. S. Pat. Off. 
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GARDEN IMPLEMENTS.—Tools are 
moving well against spring orders with 
advanced datings, but other lines are 
not yet showing much life. Jobbers 
quote: 


Tools.— Manure forks, first quality, 
long handled, $15.25 per doz.: bowed 
garden rakes, 14-tooth, $9 per doz.; 
spading forks, $10.80 to $21 per doz.; 
haying forks, 3-tine, first quality, 
2! per doz.; German hoes, No. 

-0, $7.20 per doz. 

Hose.—In 250- ft. reels, % in., 9c. 
to 10c. per ft.; 58 in., 10%ec. to I1le.; 
% in., 1144c. to 12c.; Gem spray noz- 
zles, $6. 80 a doz. 

Sprinkling Cans.—-4-qt., $6 per doz.: 
6-qt., $6.60; 8-qt., $7.50; 10-qt., $8.10: 
12-qt., $10; 16-qt., $12.60. 


INCUBATORS AND SUPPLIES.— 


This line still is showing marked activ- 
ity in this market. 


ICE CREAM FREEZERS.—Jobbers 
here do not yet find that there is a real 
demand for freezers, which in recent 
years have never sold well until the 
weather called for ice cream. 


Alaska Freezers. ee -qt., $2.95 each; 
2-qt., $3.45 each; 3-qt., $4.10 each: 
4-qt., $5 each; 6-qt., $6.30 each; §8-qt., 
$8.20 each; 10-qt., $10.75 each: 12-qt., 
$14 each; 15-qt., $17 each, and 20-qt., 
$21.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers. anne -qt., 
3.009 €ach; 2-qt., $3.90 each; 3-qat., 
$465 each; 4-qt., $5.70 each: 6-qt., 
$7.25 each: 8-qt., $9.35 each; 10-qt., 
$12.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

White Mountain Freezers. — 2-qt., 
$5.65 each; 3-qt., $6.75 each; 4-qt., 
$8.25 each; 6-qt., $10.45 each; 8-at., 
$13.50 each: and 10-qt., $18 each. 
These are list prices and are sub- 
ject to a dealer's discount of 50 per 


cent. 
Blizzard. —l-qt., $4.65 each; 2-qt., 
$5.50: 3-qt.. $6.50: 4-qt., $8: 6-at.. 


$10; 8-qt., $1: s; 10-qt., $17; subject to 
a discount of 55 and 7% per ecnt. 

Lightning.—1-at., $4.65 each; 2-qt., 
$5.50; 3-qt., $5.60; 4-qt., $8: 6-qt., $10; 
8-qt., $12: i0- -qt., $17: 12-at., $21; sub- 
ject toa discount of 55 per cent. 

Arctic.—1l-qt., $4 each; 2-qt., $4.60; 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.60: 
8-qt., $11.10, subject to a discount of 
50 per cent. 


LAWN SUPPLIES.— Very _ steady 
movement of mowers on spring orders 
is reported here, but other lines do not 
yet appear to have struck their stride. 


Mowers. — Plain bearing, 8-in. 
wheels, 12-in., $5 each; 14-in., $5.25; 
ball bearing, 9%-in. wheels, 14-in., 
7.75; 16-in., $8: supreme ball bear- 
ing, 10-in. wheels, 14-in., $10.75: 16- 
in., $11.25; 18-in., $12. 

Rollers.—No. 3 size, $11 each: No. 
5, $12.50; No. 7, $15. 

Hedge Shears. — Western, 8-in., 
$1.25 per pair: 9-in. $1. 40: 10-in., 
$1.60; Disston, 8-in., $1.7 15; 9-in., $1.90: 
19-in., $2: ladies’ shears, Western. 
&5c.: Disston, $1.10. 


OIL STOVES AND OVENS.—Advance 
orders are good, but as yet there has 
not been, much releasing of shipments. 


Oil Cook Stoves 


i ee ear 
N a 2 Me. . Co ucodececesce $17.50 
oy 7: 3 teen etna ame et 22.50 
No. 1% S Me Wiescsseecs+ccs« 2 
 e 2 ere 39.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 19 or more; on 
less than 19, 30 per cent. 
to hey (Improved Model)— 


a Se oe ER, 5 oa desentennen $17.50 
No. 43 3 CO ee 
INNO. 44 4 DUBFMOTB...cccccccccecs 28.50 

Puritan discounts same as Perfec- 
tion 

NESCO— 
i RPT Cer re $9.50 
ee «£¢ COO, See 17.35 
MO, Bae S&S DMEM. ccccoccccveds 92 10 
oe, «=e Oe I. ce wcweesecees 28.00 
No. 215 5 hurmers........ cco. BO 
No. 1102 high shelf onlv........ 5.25 
No. 1193 high shelf onlv........ § 50 
No. 1104 hich shelf onlv........ 8.00 
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No. 1105 high shelf only........ 9.75 We quote sheet copper at 22%c. per 
yp agg Soames stove tops a “+_ jobbers stosae in “ of 
and splash black: 0 . or more an 4c. per Ib. in 
No. 333 D DUMB cc cccvsoccece $35.50 single sheets; sheet zinc, l4c. per 
INO. BEE € BUPMOTS. .ccccccccsess 44.50 lb. in loose sheets; 13c. in 100 Ib. 
Nesco dealers’ discount, 30 and casks; 12%c. in 300 lb. casks and 
5 ner cent. 12%4,c. in 600 lb. casks. 
Oil Ranges SHEET STEEL.—Manufacturers _re- 
Nesco Rolo, 5 burners and oven.$90,00 port business to be looking up and that 
— discount, 30 and 5 per» /there is more observance of prices 
cen 
Ovens 1:amed for second quarter contracts than 
PERFECTION— was the case recently. This does not 
No. 211 1 burner plain door....$2.50 mean that lower prices have disap- 
4 ae : end = _ ae aa peared, but merely that there are fewer 
NO. eit 3 n £ eee ° : re . hf q 
No. 112G 2 burners glass door... ae mills that are “hungry” enough for or 
tk EE Sree kines on vadaenenen 15 , 
Dealers’ discount, on 10 or more, ders to cut the regular prices. From 
30 and 5 per cent, less than 10, 30 the manufacturers’ viewpoint, the sit- 
PURITAN. uation has been helped by increased or- 
No. 42G 2 burners — OOF «= Oe ders for automobile body sheets. If 
Dealers’ discount, 10 or more, ~ . co 
and 5 per cent; less than 10, 30 per anything has held down sheet prices it 
cent. has been the light demand from that 
NESCO— . 
No. 05 1 burner solid door... .$2.00 source since the first of the year. As 
No. 51 burner a , nha a7 the automotive industry takes from 30 
No. 010 1 burner solic oor.... 3.5 
| No. 101 burner glass door.... 3.75 to 35 per cent of all the sheets made, it 
| No. 020 2 burners solid door. . . 22 can be readily imagined what absence 
No. 20 2 burners glass door... 4.5f 
No. 030 2 burners solid door... 4.90 of demand from that source means to 
No. 30 2 burners glass door... 5.20 the industry. Jobbers find business 
copenlers’ discount, 39 and 5 per | fairly good, although it is a little be- 
hind what it was at this time last year. 
| ORRIOET S.-i, “eotans ts ne weg Prices out of Pittsburgh jobbers’ 
a 35 13-in. Plain Door........ 3 95 stocks: Galv. flat, No. 28 gage, $5.60 
| Non 26 %-in. Plai ‘Seah 4.00 base ner 100 Ilb.; corrugated No. 28 
| — 36 ean ar oe SONS te 2 20 sage, 2'5-in., $4.74 per square; one 
| No 95 13-in. ile Door........ 9 45 pass cold rolled black, No. 28 age, 
| ain Cie... ae $4.35 base per , 168 lb. Armco ingot 
| No 40 21-in. Twin Glass Door 29 iron galvanizec at, No. 28 gage, 
| _ o res = oe owed ” $6.35: Toncan metal galvanized flat, 
| a oy eee eg 3.80 No. 28, gage, $6.35; all for lots of one 
| No. 46 26-in. Twin Glass Door.. 4.20 to nine bundles. 
No. 50 12%-in. Be awed tenes “a STOVE PIPE AND ELBOWS.—There 
oO 2y - WiaSS I7U0Ul.. «eo te” ° . . 
| rn re se - sn is not yet much releasing of shipments 
| . - wd > — ete against orders, but there rarely is at 
Be i dt eg aphpeapnannnes ye this time of the year. Advance orders 
Perfection discount, 30 and 5 — are reported to be well up to the aver- 
| iio ca” or more; less than age of other years. 
| T Jobbers uote: 
POULTRY NETTING.—Jobbers siall islue nested pipe per crate of 25 
port a steady movement against spring joints, Rs _ $2.95 a -m., AY A a eg 
| -in., -in., 
orders, but no tendency on the part of ey 1a batt Me } age Sa if 
retailers to stock up heavily. Prices 4-in.., $1.19: 4% ai ge eg Ry 
od =” > - ** 7D, J 7 ; ’ 
| show no change and discounts remain er ‘dumen Salads. & to om, 90.78: 
at 50, 10 and 10 per cent before and 50 5-in.. $12. 50; é-in., 18.00; elbows. p per 
: LeTi, » 0 g- ° rf 5- 
and 10 per cent after weaving for gal- | = fo7en.. 8, 
| . ° 9 os 
| Vannee Netteng. TIN AND TERNE PLATE.—Current 
PRUNERS. are getting 4 | business is a little slow, but jobbers ex- 


| 
| good many orders for spring delivery. | pect improvement with more open 























They quote: weather. 
Pruning shears $2 ~ $24 per doz.; Pittsburgh warehouse prices: 
wood handled tree pruners $1.30 to Roofing ternes, 8-lb. I. C. 20 x 28- 
$2.40 each. in., $13.90 per pkgs: 291d LC $19; 
| 25-Ib., $21: 30-lb., $22.5 » 
| PUMPS.—Brisk demand = reported for $95.35, ’ Follansbe e forge Me lee’ 
pumps for various installations. Job- $25.75; furnace plate, I. C. L. 20 x 28- 
bers quote: ‘3 in., $13.50 per box o 2 sheets; 
i. i > mies $1: 50. 
Demin line, pitcher spout, No. = 
110. 5 ench: Marvel water supply WIRE PRODUCTS.—Jobbers report a 
outfit, with 240Mal. tank, complete slight increase in the demand for 
with motor, $121.50 each: No. 280, & . — . 
double acting Peerless force pump barbed wire, but no real activity in that 
a — TP 75 — pan tan of other products under this heading. 
acn, sNO. Sy or aeep wells, - e e 
nlete with %-hp. motor and auto- Prices are holding steady. 
matic tank $2.70 each; No. 691, power We quote from Pittsburgh jobbers’ 
force pump for iivestock $35. stocks: 
Sprav Pumps.—Mvers | line, No. Fence Wire: 
hel ony each, No. 323, $2.80. , (per 100 Ib.) . Annealed Galvanized 
SCREEN WIRE CLOTH.—It is cheer- <i € to © dbiie...... $3.00 $3.45 
ing to get the word of jobbers that this NO. 10 .....+-+ 004000 3.05 3.50 
line at least is showing some life. They a a ee ee 2 85 
; a Ue éveveveewsoasens 3.25 3.80 
— ie a TE TORORRRRR RT 4.00 
Black, 12 mesh, $1.75 to $1.85 per 7 ME oo ducuiwadedua 3.55 4.30 
100 sq. ft. Opal. . iz mesh, $2.15. ih Me: nadecinnhiedeiies 3.75 4.50 
a em eae. ae, = Barbed wire (per 80-rod —. - 
fas é ee a CE * 
SHEET METAL.—The report about eB ee 3.22 
business still is a little unfavorable, but Bore oe = ethinrainicy fudge « 
the general belief is that lack of activity 2-point cattle (special) ........ 2.28 
just now is due more to interference by a Woven wire fence (per 190 
as): 
| the weather in construction work than 1047-11 Pee re ae ee Me $39.00 
| to any other cause. DOS OF -0kh vasn evens oe6b* sounes 54.75 
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New Standard Win-Dor Case- 
ment Operator (Flush Type) is 
practically invisible when handle 
is detached. Works under the 
screen, For use with metal-framed 
screens, or where it is desired to 
leave the window-stool free of 
visible hardware. 











The new easy-acting, positive- 
locking, burglar-proof Win-Dor 
Bolt-Fast. Large handle, easily 
grasped. Tapered bolt-nose easily 
findsthesocket. Cam-action helps 
close the casement or French 
door. Made in varied lengths for 
all purposes. The most satisfac- 
tory bolt on the market. 


At the right is shown a new Stand- 
ard surface operator mounted on 
the stool as distinct from the 
flush type set inthe stool. All 
standard finishes. Note also the 
screen hardware described below. 
This operator, when used with 
Win-Dor Screen Fasteners gives 
far greater convenience than old- 
fashioned stays plus hinged 
screens—and at no increase in cost. 
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WinDor wins on every basis— 
looks, quality, price, profit 














Inexpensive Win-Dor Screen 
Fasteners are absolutely effective 
yetextremelysimple. Brassspring- 
clips on either side snap over 
screw-heads at sides of sash. Top 
of screen fits behind small brass 
angle-plate. Screens snap in or 
out instantly. 




















Win-DorAutomaticLockingStay 
offers a very inexpensive means 
of casement control where no 
screensare necessary. Is not asub- 
stitute forthe Win-Dor Operators 
because it does not work through 
the screen. But it is an advance 
over ordinary designs, being op- 
erated instantly and easily with 
one hand and locking at once 
when it’s released. 


You know the problem of the average 
builder—he can’t make money on his 
houses unless he can buy his hardware 
at areasonable cost. Yet he has to 
have good hardware and hardware 
that will give the best possible ap- 
pearance and the greatest possible 
satisfaction or he can’t sell his houses 
at any price. 

Win-Dor Casement Hardware 
strikes the happy medium—well-de- 
signed, made from good materials, and 
manufactured on a basis that makes it 
cost no more than ordinary hardware. 

Take the tremendously popular out- 


side-swung, inside-screened casements: 
A builder can equip them with Win- 
Dor Casement Operators and Screen 
Hardware for as little as it would cost 
to use the old-fashioned hinged screens 
and casement stays that require the 
housewife tq open the screen wide 
every time she wants to open or close 
the window. 

Judge it by any standard you like— 
profit for yourself; low price for the 
builder; convenience for the home 
owner; appearance and durability for 
the architect—Wéin-Dor wins on 
every count. 


Drop us a line for price list, discounts and literature on the complete line 


The Casement Hardware Company 


224 Pelouze Bldg. 


Win Dor 


- Chicago, Ill. 





CASEMENT HARDWARE 


FROM CASEMENT HARDWARE HEADQUARTERS 
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The Business End of the Original Turret Head Cutter 





‘TESTED— 
EVERY ONE 


Every single Cutter Wheel that goes into a Goodell- 
Pratt Glass Cutter is tested by actually cutting glass 
before being accepted. 





It must give the deep, clean cut that produces an easy, 
smooth fracture. To get this result they are hardened 
by a special process and then honed twice at the exact 
angle that thousands of tests have proved gives the best 
cut and the longest life. 








No. 478. Circular Glass Cutter 


No. 337 No. 1 
A Single Wheel Cutter that (SOODELL-P RATT COMP ANY The original Turret Head 


has always been a tremen- 
Glass Cutter. Six tested 


dous seller. The handle is . 
cast iron, comfortably shaped Loolsmiths, wheels. Six times the cut- 
and nicely finished in red and ting ability of a single wheel 


black enamel. The head is cutter at slightly more than 


equipped with one tested GREENFIELD, MASS., U. S. A. 


wheel and two breaking slots. twice the price. 
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GOODELL- PRATT 


Hof 0) 0mm e1010) 0s R010) B. 
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The Tool Department 


A Few Things About Small Tools 


By Don Thatcher 


' N ] HEN a mechanic asks for a tool, he is think- 

ing about quality, accuracy, service and price. 

Not necessarily a low price, but a price that 

means good value for his money. The home user 

and amateur, while interested in obtaining full value 

for his money, is seldom influenced by price. Just 

a few years ago the householder was offered and 

bought a hammer just because it was a piece of metal 

with a handle attached, screw drivers, gimlets and 
other tools of similar nature. 

What has become of all that junk masquerading 
under the misnomer of the word tools? You no 
longer see it in good hardware stores. Manual 
training, recreation, the pleasure and mental relaxa- 
tion derived and enjoyed with the use of good tools 
have all contributed toward eliminating racket store 
tools. Good tools at fair prices are purchased freely 
by all tool users. 

The tool business grows as the mechanic seeking 
his requirements and others responding to the appeal 
of tools meet men on the other side of the counter 
who, after handing a tool to the prospective pur- 
chaser, are able to knowingly and easily explain the 
purpose and use of the tool; its features and qualities. 

With information. about and acquaintance with 
tools there are subconsciously formed ideas about the 
various uses for which tools can be used. Some 
merchants, influenced either by local conditions or 
personal likings, sell largely wood working tools, 
others, machine tools. Yet, especially in large cities, 
we find where one store is selling a great many 
hammers, another in the same locality or in a similar 
neighborhood sells quite a lot of chisels, but few 
hammers. 

I doubt if the brands handled have much to do 


with this situation—in fact, quite recently I have 
satisfied myself that it is one of personal preference. 
As preferences are formed for the things we know 
the most about and follow sales preferences, it seems 
that the thing to do to obtain a more even distribu- 
tion of the good tools that can be sold by most hard- 
ware stores is to keep spreading more information 
or suggestions about the many daily used tools. 


Demand Today for Socket Chisels 


As I have just returned from a hardware store 
that sells lots of chisels, let’s talk about them. 
Originally all wood working chisels were tanged— 
today, with the exception of chisels made for wood- 
turners, the big sale is for socket chisels—truer driv- 
ing power is obtained with socket chisels as well as 
reducing handle splitting to the minimum. Of the 
entire chisel family, the best seller is the socket 
firmer, of which the beveled edge is selling more all 
the time. During recent years a smaller chisel, desig- 
nated as the pocket chisel, has grown in favor, espe- 
cially with workmen who use tools out of their shop. 
Some makers also produce a cabinet-making chisel 
with thinner blades than the regular lines of socket 
firmer and pocket chisels. Butt chisels, usually made 
with about three-inch blades, are used for sinking 
butts, etc. 

Classification of Chisels 


To classify chisels I would place them between the 
rip saw and the plane, all of these tools, while used 
for different purposes, work the same on wood, cut- 
ting or smoothing down with the grain; of course 
light cuts across the grain of soft woods can be made 
with chisels. Framing chisels are made for heavy 
work, a one-inch framing chisel will average about 








An Effective Tool Display 


NE of the most effective methods of utilizing new tools to increase sales is that used 
by a merchant located in Liberty Street, Pittsburgh. In the front of one of his win- 
dows he has a pedestal about 18 in. high, 16-in. base, sides tapering slightly toward the 

top, making about a 12-in. square top on which there is always displayed new tools. Two 
sides and the front of the pedestal are used for advertising space, carrying the message 
about the new tools displayed on top. On the floor or on panels that are used for the back 
and sides of the window are displayed kindred tools. If the display item is a wrench, then 
other wrenches are displayed. The new wrench is featured at the same time the complete- 


ness and variety of the store’s assortment of wrenches is emphasized. 


New uses of old 


ideas can be applied to selling tools. One that has proven effective is that of selling as- 


sorted sizes of small tools as an assortment. 
made with screw drivers. The merchant displayed all sizezs and several kinds. 


A recent successful sale of this kind was 


In the 


center there were four sizes of one kind, one each, 3-in., 4-in., 5-in., 6-in. 
Opposite each driver was the price. In front of the display was a card. 
Screwdrivers—3-in., 20 cents; 4-in., 25 cents; 5-in., 30 cents; 6-in., 35 cents. 
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sixteen pounds to the dozen, whereas a one-inch plain 
back socket firmer will run about nine pounds to the 
dozen. Socket corner chisels are made for cutting 
corners and angles—they will do this work much bet- 
ter than framing chisels. Deck chisels are made 
for ship and construction work. Another member of 
the chisel family, known as the carpenter’s slick, as 
its name implies, is made for slick work, smoothing 
joints when mortising heavy timber and for smooth- 
ing and finishing same as a plane, in places hard to 
reach with a plane. 

Gougers are another member of the chisel family— 
they are made for work that cannot be done accurate- 
ly with straight chisels, such as cutting grooves, fit- 
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ting, moulding and gouging out space to countersink 
bolt heads. 

The stores that sell chisels freely also sell a good 
many carving tool sets draw knives and mallets— 
manual training school pupils buy many of these latter 
items as well as some chisels. Their business is worth 
having, they are helping to make the tool business of 
tomorrow. 

My friends on Fourth Avenue, New York, who 
every one knows, enjoy a big tool business, tell me 
there is a good sale for pocket chisels in sets. In some 
sections they sell better in rolls than in boxes, much 
easier to carry. I think chisels, chisel sets and carv- 
ing tools are entitled to occasional top of the show case 
prominence. 


Kive Minutes 


By James McChesney Prickett 


i the fiight of time, even in man’s limited journey 
upon this earth, five minutes seem almost too 
insignificant to take into consideration. Yet men have 
died—and some have become famous, almost within 
this short elapse of time. I do not know how long it 
took our own Wm. Jennings Bryan to deliver his fa- 
mous “Cross of Gold” speech back in 1896—I was only 
thirteen years of age at the time—but surely not 
many minutes. It is generally conceded this speech 
made him famous. Patrick Henry probably did noi 
consume over five minutes in his famous “Gimme” 
oration. 

Empires have crumbled, cities have been destroyed 
by fire, floods, and volcanic eruptions in almost this 
short space of time. Important conferences between 
the heads of government—the largest business or- 
ganizations in the country, I daresay, many have not 
lasted more than five minutes. 

Five minutes to the president of some large con- 
cern is very valuable. During business hours he rarely 
wastes them—nor does he permit the man who comes 
to talk over business matters, to waste them for him. 
The five minutes of the day have golden wings, are 
very elusive and are gone before we know it. The 
wise man takes advantage of them by earnest applica- 
tion all during the day. 

But on the other hand there are many who waste 
them over and over again. Some do not realize it, and 
some do not care. The little five minutes wasted here 
and there during the day are responsible for many of 
our failures in business. The writer does not mean, of 
course, that folks should run around out of breath all 
the time in performing their various tasks. There is 
a great deal of truth in the old saying, “Haste makes 
waste” The thought should not be applied in this 
way. 

More five minutes are wasted by unnecessary talk 
than anything we know of. Jim Jones meets John 
Smith at lunch hour, they have a little chat about 


the “‘wimmin”—both late five minutes to urgent tasks. 
Result, five minutes wasted. 

Two business men start to work in the morning. 
Both have good jobs. They meet. One says, “Come in 
the drug store and have a drink at the fountain.” 
They are both due at their offices or stores; they are 
five minutes late. One misses an important confer- 
ence regarding a new project in which he is to take 
part—he either gets things “balled up” or is em- 
barrassed in being compelled to ask the “boss” all 
about it. The other misses the buyer who came in to 
look at his, line—was in a hurry, had to catch a train, 
would not wait nor let anyone else wait on him. 
Five minutes wasted—with a loss. 

The writer knows a wide-awake salesman on the 
road who stated: “Recently I had five minutes to wait 
for a bus. The bus station was next door to a jewelry 
store. I sell clocks. I went in and sold the jeweler 
five hundred alarm clocks, with special imprint, in 
five minutes, instead of spending this time twaddling 
my thumbs, waiting.” 

Keep close watch over your little five minutes during 
each day. You will find they are very profitable, and 
lots of them will yield dollars at the end of the day 
and week. 





Sticking to It 


Somebody recently asked Dr. Lee DeForest, the 
inventor of the “audion” vacuum tube, which has made 
popular radio possible, how he stuck it out through 
years of near-poverty to bring his idea to fruition. 
He said: “You get what you want if you stick to it. 
I spent twenty-three years of experimenting and 
pioneering, almost with no reward, before things 
began to come right for me. But discouraged? No. 
I knew that I had something good, something that 
people would want eventually. I wasn’t worried.”’ 
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It’s 
No.2505 
for | 
Garage 
Repair 
Work 


OOK over your stock of @PD screw 
plates now and make sure that you have 
some of these new plates, No. 2505, for garage 
repair work. Reproduced above is one of a 
series of ads which is reaching 65,000 garages 
monthly. The demand for this screw plate is 
definitely established. The majority of auto 
service men will specify this @PD screw 
plate when they buy this Spring, because they 








A New 
© D 


Screw Plate 





GREENFIELD ; TAP AND DIE 


CORPORATION 


In Stock 


have seen it advertised and know @ TD qual- 
ity from experience. 


If you have not already ordered your supply. 
for the Spring trade, write now for further 
particulars regarding this latest addition to the 
popular @ JD line of screw plates. We will 
send you complete information for your sales- 
men, so that they can tie up with the demand 
for this set. 











GREENFIELD. 





MASS., U.S.A. 


Make Sure 
You Have It 
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International Trade Exposition Fosters Foreign 
Trade—Is Permanent Institution 


A Non-Profit, Cooperative Project at New Orleans. Will Feature Ex- 
hibits of Hardware Manufacturers and Distributors Desirous of Enter- 
ing Foreign Field and Increasing Sales in Southern States 


ware and other merchandise desirous of 

entering foreign fields and of increasing 
their sales in the Southern States and Mississippi 
Valley will now be able to come directly in contact 
with buyers through the medium of the permanent 
International Trade Exposition opened Feb. 1 in the 
Exhibition Building, at New Orleans, La. 

The exposition has the support of the Congress of 
the United States and is indorsed and promoted by 
the New Orleans Association of Commerce, the Cot- 
ton Exchange and other business organizations of 
that city. It is now open to the public and the buyers 
of the world have been invited to attend. The ex- 
position is a non-profit making and cooperative insti- 
tution and will devote any surplus funds over the 
expenses of operating to advertising and exploitation. 

The Congress of the United States on March 3, 
1925, adopted a resolution commending the under- 
taking and President Coolidge on the following March 
13 issued a proclamation inviting the States of the 
Union and all foreign countries to participate by ex- 
hibiting samples of their fabricated and raw products. 
The United States Government has cooperated further 
in turning over by a special act of Congress the Quar- 
termaster’s Depot at New Orleans rent free, and this 
building, with its 450,000 sq. ft. of floor space. It is 
now available to exhibitors, many of whom have leased 
space. 


[Uf ‘rare and other and distributors of hard- 


Special Services Available 


Special services are available to exhibitors such as 
interpreters, credit information, advice on transporta- 
tion problems, tariffs, packing of goods, locating new 
markets, etc., and such other information as may 
prove effective in stimulating a free interchange of 


commerce. 


CSO 


S. Odenheimer, president and 
director of the International 
Trade Exposition, which is 
attracting much interest in 
Latin American countries 


CLO) 











Glimpse of the opening day crowd anxious to enter the 
Exposition Building 


An announcement by the exposition officials says in 
part: 

“The Latin American countries are evincing a great 
interest in this cause and a number of them have al- 
ready arranged to make a display of their natural 
resources. This will make possible a direct contact 
point here with the Latin American trade, which is 
growing rapidly and now represents nearly one-fourth 
of the entire export business of the United States. 

“We know this movement will mark a new era in 
marketing; it will not only bring the buyers and 
sellers into the atmosphere of trade but will keep 
them in touch with the improvements and progress 
made in their lines. It will give the buyer of fabri- 
cated materials the opportunity of actually making a. 
physical comparison of the products on display in 
which he is interested, thereby enabling him to get: 
what is best suited to his needs; while on the other- 
hand, the buyer of raw materials through actual com- 
parison may secure what will best meet his require- 
ments. 

Free Steamship Transportation 


“For the time being free steamship transportation 
is offered to bona fide merchants and industrials of’ 
the Latin American countries, certified to by the 
proper consular officer at the port of embarkation. 
The only condition is that they will visit the exhibi- 
tion and arrive and leave by steamer from the port of 
New Orleans.” 

S. Odenheimer, is president and director general of 
the International Trade Exposition. He is assisted 
by Vice-President Paul F. Jahncke, Treasurer J. D. 
O’Keefe and Secretary G. H. Deckert. 
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“ALLEN” 
Cold- Drawn 


HOLLOW SCREWS 





Pull Trade with 30% More Strength 











They have the “pull” with 
your set screw users—by hav- 
ing that extra strength. 


—————— < .SsSSSSSSsSSes teenennstneesninnns 


They have the pull of a Repu- 
tation—which helps yours in 
mill supply selling. 


They have the pull of industry- 
wide advertising, which saves 
you a lot of ‘push.’ 


If you're fixed about right for 
an Allen Dealership, you will 
take over sales from the start. 
Make the start — writing for 
catalogue. 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Pacific Coast Distributor: W. J. McRae, 
320 Market Street, San Francisco, Cal. 

















HARDWARE 























AGE 17 





£ ou money 


FEP your tool stock turning—and 

profits growing—with CRE-CO- 
ITE Tools! They meet your biggest 
demand. Serviceable tools at moderate 
prices for general utility. And they 
bring you real profits—for they carry 
real discounts. 





CRE-CO-ITE 
Camp Axe 
No. 112 


CRE-CO-ITE Axes, Hatchets and Hammers for 
men and boys are of best competitive quality. Camp 
Axes—from 50 cents to a dollar—sell readily to camp- 
ers, tourists, scouts and for general utility about the 
house or farm. All equipped with the celebrated Grady 
Wedge to keep the heads on. 









MARION Forged Shears 


It’s not too late to order sheep, grass and hedge shears 
for Spring sales) MARION Forged Shears and Grass 
Hooks help you get the business. Order now for 
prompt delivery. 





Other Big Selling Items 


MARION Sheath and Hunting Knives 
—six popular models—all forged from 
cutlery steel and equipped with cow- 
hide belt sheath, MARION Pitching 
Shoes; Forged Chain Goods, Tongs; 
ing Push Plates, etc. Get cata- 
og “ - 











Ask Your Jobber—or Write Us 
MARION TOOL WORKS, INC. 


Subsidiary of Chicago Railway Equipment Co. 
Marion, Indiana, U. S. A. 
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/market Vacuum Grip Pliers No. 65,, charge. If desired denatured alcohol 


Vacuum Cleaner Features which is an adjustable slide joint pat- | | 


Mechanical Operation tern with a wire cutter. No. 65 is 5 | 


Designated to the trade as the Vital- 
Rand, the Vital Mfg. Co., 7500 Quincy | 
Street, Cleveland, Ohio, has recently | 
placed on the market a vacuum cleaner, 
the operating principle of which is en- 
tirely mechanical. 

The fan is revolved through gearine 
and a clutch attached to the traction 
wheels. This mechanical motor elim- . . 
inates the necessity for wires, cords, a. sk anes —_ in 6 baa — 
etc., and has revolutionized the ‘idea “i> La poche oe oh Penni wedi S. P 
vacuum cleaning as it has been com- ‘alloy tool steel, individually -hardened | 


Vacuum Grip No. 65 


| and tempered, and made with the regu- | 


lar vacuum grip non-slip handles. Each 
plier is wrapped in kraft tissue and | 


| | dozen to a carton. 


Now on Market 


| 
| The Favorite Stove & Range Co., 
| Piqua, Ohio, has placed on the market 


ished in all white porcelain and avail- 


celain or black lustro enamel. The Fa- 
vorite requires no wick nor wick sub- 


'a gas created from oil, producing an in- 





monly known. It has freed it from the 
bondage of electric power. 

It is so designed as to do anything 
that an electric cleaner will do in 
cleaning rugs and carpets. It creates 
its own suction, free and variable. The 
brush is unique and is one of the out- 
standing features. It revolves slowly 
at just the right speed to lift the nap 
of the rug and open a bath through 








which the suction can operate. 
All Porcelain Model of Favorite Thermal 
The Vital-Rand is finished in highly | Oil Range’ 
polished aluminum and weighs seven 
and one quarter pounds. fers the user intense heat with economy 
of oil. This range is available in three 
—s . . and four burner models. 
Two Models Offered Other features of the Favorite line 





on Vacuum Grip Pliers | are the elimination of odors, smoke and 
fumes and the continuous operation for 
The Forged Steel Products Co. of | twenty-eight hours on one gallon of 
Newport, Pa., announces a new long | kerosene, say the manufacturers. It is 
reach thin nose adjustable joint plier, | said that in six minutes the lighted 
particularly adapted for garage me-| burner develops intense heat, capable 
chanics. It is known as No. 27 and | of boiling a quart of water in six 
measures 7 inches. The same design is | minutes. 
|  Duralloy metal is used for the com- 
bustion tubes in the Blue Streak burner. 
This metal is not affected by intense 
heat and the company guarantees it 
against corrosion, rust or burning out. 
A special valve used is positive and 
Vacuum Grip No. 27 regulates the heat like gas. A new 
'method of connecting the oil reservoir 
made in 5 inches as No. 25 and 6 inches | with the valves and the valves with 
known as No. 26. the burner insure tightness and free- 
This new plier provides a parallel _dom from leakage. The wrought iron 
grip on two adjustments, with special supply pipe leading from the reservoir 
grip for square or hexagon nuts. It | is concealed by a steel apron. 
also carries a new and improved wire! An automatic self-measuring priming 
cutter. /can permits the flow of one ounce of 
The company has also placed on the | gasoline to the vaporizer for one 








_packed in an individual box, one half | 


FF avorite Thermal Oil Range | tube im position on 


the Favorite Thermal Oil Range i 

able also in gray and white, semi-por- | tube in position 
stitute, as it uses the new patented | 
_“Blue Streak” burner, which generates | 


'tensely hot blue-green flame, which of- | 


may be used in place of gasoline as the 
| priming fuel. 

The Thermal oven construction, dou- 
| bly insulated with new type insulation, 
'makes it possible to complete baking 
_and roasting operations with the use 
_of only one burner. 


Gray iron vaporizer 
of the new Blue 
Strea Burner Used 
| mm the Favorite Ther- 
mal Oil Range 


i'IJnunner combustion 


‘Outer combustion 


| ready for outer blue 
| porcelain chimmey 





Improved One Minute 


Electric Washer 


The One Minute Manufacturing 
Company, Newton, Iowa, announces an 
improved Model 52. The washing prin- 
ciple remains unchanged. The most 
outstanding improvement is the new 























Reading matter continued on page 82 





wringer. No adjustment of the tension 
is necessary, whether you are wringing 
dainty lingerie or heavy blankets. The 
rolls are balloon type—large and pli- 
able. The finish is satiny and the en- 
tire wringer is rust proof. Other re- 
finements add to its attractiveness. 







































































You Do Not Sell Nails 
One At a Time 


OO many hardware merchants have 
overlooked the fact that every 

: customer for Domes of Silence should 
buy them by the dozen packages. The average 
living room has six or eight pieces. The average 
bedroom needs five packages. The average 
dining room a half dozen or more. The aver- 
age house needs three to five dollars’ worth 
of Domes! Why sell a customer one package? 
The next page illustrates a cabinet which will 
increase your Domes of Silence sales. Retailers 
report complete sale of contents every two days. 


DOMES of SILENCE 


Better Than Casters ¥\¥y " Easily cApplied 
The Perfect Furniture 


Footwear 











“ih. Save Furniture, Floors gp 


and ‘Rugs 





Reg. U. S. Pat. Off. 
’ No. 995,758 which will 
be strictly enforced. 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 



































be —_ me aoe ~d Display-Stock 
ie ent D-20--costs 
si0: and s ells fo $15, Contains a 
: | dozen each 











36" ‘and 1 Y4" 2% dong each of 
ya", +", %" ona 7", 


| Here’ Sa Stock and Display 
Cabinet to SELL from 





ERE’S real sales ammunition: A 
full gross sets of Domes of Silence 


with every size instantly to hand 
is stocked in the back of this new metal 


counter cabinet. When its display front 
reminds her to request a package--you 
produce other sizes for her other rooms. 
Her 10-cent inquiry is turned into a 
three-dollar sale! This new cabinet 
makes a five-inch strip produce profits 
all the time. Some stores are selling a 
gross a day every day. Your jobber has 
it now. Put it in that profitless space. 


Order yours today. 


DOMES of SILEN CE 


Better Than Casters ¥\W Easily cApplied 
The Perfect Furniture 4°] Save Furniture, Floors 


Footwear Z and Rugs 


Reg. U. S. Pat. Off. 
No. 995,758 which will 
be strictly enforced. 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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: The Quality Line 


NEW COLONIAL TRIM 
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1104 1104 1104 
Cortland Plympton Putnam 
New Addition to our Line 
Write for New Catalog of Colonial Hardware 
Reading Hardware Company 
Reading, Penna. 
New York Philadelphia Chicago San Francisco 
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Springtime is “Tool Time”— 


It won’t be long before home owners will be getting out their spring tools., Wheel- 
barrows will be tightened up, lawn mowers adjusted, garden tools and farm im- 
plements put in working condition. The boys and girls will also want their ex- 
press wagons, kiddy cars, and coasters all put in trim for sturdy service. Every 
nut must be securely tightened. 


The tool that will be most in demand is the Coes Knife-Handle Wrench. It grips and holds 
and serves best. Sizes: 6” to 21”. 


All Leading Jobbers Carry Coes Wrenches 


COES WRENCH COMPANY 


“In business since 1841” 








Worcester Mass. 
SG ee Ge Cen. cc ccc ese 29 Murray Street, New York 
Selling Agents John H. Graham & Co...... 113 Chambers Street, New York 


Fenwick Freres............ 8 Rue de Rocroy, Paris, France 
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Improved Outboard Motor 


The Evinrude Motor Co., Milwaukee, 
Wis., has announced the placing on the 
market of its improved Champion Sport 
Twin to meet the increasing demand 
among outboard motor enthusiasts for 
a motor that does not sacrifice power 
and endurance in order to obtain 
greater speed. 

The efficiency of the super-power 
magneto is now much greater. New 
discoveries in the relation of pole pieces 
to magnet rings increase the intensity 
of the spark 30 per cent—at all speeds. 
With the improved magneto it is pos- 





sible to get a fat spark while turning 
the motor as slowly as 36 r.p.m. 

The automatic tilt-up is now 25 per 
cent higher than in previous models, 
making it possible to tilt the motor so 
that the engine carries enough weight 
over center to hold it well out of the 
water while beached, docked or drift- 
ing when fishing. The cooling system 
has been improved. The Evinrude no- 
clog pump provides a complete change 
of water every four seconds. 

Enlarged inlet ports permit a greater 
flow of gas to reach the cylinders. In 
this way the power and the speed of 
the motor are greatly increased. The 
bracket, flywheel, pivot bearing and re- 
verse gear housing are of metal mold 
aluminum, which greatly increases the 
tensile strength of these parts. The 
new bracket has been widened to give 
greater distribution of pushing force 
against the stern of the boat. 

A new rope steering device which 
comes with each motor permits the 
pilot to leave the tiller when he wishes. 
The fisherman can now set the motor 
on its course and stop trying to handle 
a backlash and the tiller handle at the 
same time. 


Five New Model Nesco Oil 
Cook Stoves 


Five new numbers have been added 
to the line of Nesco Oil Cook Stoves for 
1926, as manufactured by the National 
Enameling & Stamping Co., Inc., Mil- 
waukee, Wis. 

The No. 500 Nesco Rolo Oil Range is 
a five burner stove with a built in oven 
that is interchangeable in mounting 
to make either left or right hand oven. 
This is a very handsome stove and has 
a porcelain stove top, porcelain en- 
ameled oven and back shelf. This 
stove provides the utmost in the line 
of a range for those desiring what is 
at the same time handsome and com- 

lete and practical for the modern 

itchen. 
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No. 233-1203 three-burner and No. 
244-1204 four-burner stoves are char- 
acterized by the porcelain enamel stove 
top and porcelain enamel splash back. 

These three stoves are all in black 
and white, with turquoise blue porce- 





lain enameled chimneys. A good many 
desire the porcelain enamel particular- 
ly the stove top and the trade will be 
glad to know that these can be had 
in the Nesco line. 

The two other numbers are a little 
unusual. They offer retailers an op- 


_ portunity for selling a complete cook- 
ing outfit for gasless homes just ex- 





actly the same as sold in the cities for 
gas homes. These are the No. 333 
three-burner and No. 344 four-burner 
stoves to which has been attached, and 
with which is sold as a complete unit, 
a steam pressure cooker. This cooker 
is suspended in such a way that it can 
be turned around off the stove when 
one desires to use that particular 
burner for something else; or it may 
be swung around over the flame and 
a complete meal cooked in the Pressure 
cooker with the burning only of a single 
burner. 





Sandpaper Marketed 


in Unit Containers 


The Wausau Abrasive Co., Wausau, 
Wis., is now marketing its sandpaper 
to retailers in unit boxes instead of 
quires or reams or other unprotected 
packages. 

Coincident with this new marketing 
departure, this company has_ also 
adopted the decimal system of pricing 
instead of the dozen method. 

In other words, the boxes are filled 
with 25, 50, 75 or 100 sheets of Ruff- 





Stuff flint paper, the smaller quantity 
for the coarser, and the larger number 
of sheets for the finer grits, so that, in 
each case, the contents just about fill 
the box even to the top. 

This company is recommending to re- 
tailers that they carry duplicate stocks 
of these box goods in order to have a 
supply on hand for the periodical re- 


filling of the pockets of the Wausau | 


counter display case which has already 
found a place on the counters of many 
retail hardware and paint stores. 


Reading matter continued on page 84 
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New Coldwell Electric Mower 


To supply the increasing demand for 
a simple, inexpensive power lawn 
mower suitable for use on lawns which 
are not extensive enough to warrant 
the purchase of gasoline power mowers, 
the Coldwell Lawn Mower Co., manu- 
facturer of hand, horse and power lawn 
mowers, Newburgh, N. Y., has recent- 
ly placed on the market a new electric 
mower, designated to the trade as the 
Coldwell Electric. 

It is especially designed for city and 
suburban use and has five tempered 





crucible steel blades, with a twenty-one 
inch cut. The bottom knife is of the 
best quality tool steel and the gears 
are all inclosed, running in oil. A 
one-half horse power General Electric 
motor of special design is furnished 
with this model, and the drive wheels, 
revolving cutter and main drive shaft 
all operate on Timken tapered roller 
bearings. 

The Coldwell Electric has a cutting 
capacity of one-quarter of an acre per 
hour and is furnished with 150 feet of 
cable on a reel, drop cord and anchor 


‘pin. Its net weight is 157 lbs. 





New Torch Burns 
Gasoline or Kerosene 


Dreadnaught Blow Torches manu- 
factured by the P. Wall Mfg. Co., 
Pittsburgh, Pa., are in use by the thou- 
sands, but few people know how they 
are made. The illustration shows at a 





glance every operating part of the Wall 
Dreadnaught No. 41 and will give a 
clearer insight into the operation of 
these well known torches. 

Some of the advantages of this new 
torch are: it can be supplied to burn 
kerosene or gasoline; it produces a 
bigger, broader flame; every time the 
valve is opened or closed the orifice is 
automatically cleaned by a needle. 
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Your Trade Demands 


























RACTICALLY every demand for an oil 
cook stove can be met with the complete 
EVERITE Line. 


In the wick style, there is the Instant Hylo 
model with its intense, hot burner. 


In the wickless style, there is the Automatic 
type with its clear, blue, gas-like flame di- 
rected against cooking utensil. 


The Needle-Valve style meets the demand for 
a small stove suitable for campers, tourists 
and summer cottages. 


And the Cabinet style, with built-in oven, is 
a wonderful stove for housewives who want 
a larger “all purpose” range. 


With each type made in various sizes and 
with our distinctive Triplex feature, dealers 
selling EVERITE Oil Cook Stoves are in an 
enviable position for added sales and profits. 
Write today for literature on the complete 
EVERITE Line. 


THE GLOBE MACHINE & STAMPING CoO. 
1207 W. 76th St., Clevelai.d, Ohio 











EVERITE 
Oil Cook Stoves 











The story of this tremend- 
ously popular vehicle is 
being carried to children all 
over the nation in a mighty 
popular way. This big ad- 
vertising campaign running 
consistently in the foremost 
juvenile _ publica- - 
tions is making 
profits for dealers 
everywhere. 


The Line in the 
Limelight! 


To the Blue Ribbon dealer, the strong position of the Blue Rib- 
bon Line and the aggressive advertising co-operation mean a big 
demand for Blue Ribbon vehicles, that will sell—and are selling— 
with the minimum of sales effort, quick turnover and resultant 
big profits. If you are not one of the big family of Blue Ribbon 
dealers, WRITE TODAY and get next to this profitable line. 


The Blue Ribbon Line is particulaly 
complete. It includes real quality juve- 
nile vehicles for children from the _ tod- 
S dling age up—Dapple Gray, Pedal Gray 
(shown at left), Pedal Brake, Pitty-Pat, 
Pedal Pat, Snugg!e Buggy and the Orig- 
inal Brake Scooter. The broad, }-rofit- 
able field the Blue Ribbon cealer is able 


: to reach is at once evident. 


Selling the World! 


SS 














Hardware 
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Above are some of the representative magazines that are carrying the Blue 
Ribbon story to American children. The campaign Includes the entire line, 
and prospective buyers in your community and every community are being 
reached effectively. 


JUNIOR WHEEL GOODS CORP. 


Kokomo Indiana 





Wheel Goods of Quality 
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In 


constant 
demand 


You can easily cash in on the demand 
for Lawn Fence which exists in your 
community by stocking and displaying 
Page. Its handsome appearance and 
quality construction make it a rapid 
seller and a source of good profit. 


Page Lawn fence is made in two styles 
to meet different price requirements. 
Write for complete information, prices 
and for the name of the Page distrib- 
utor in your vicinity. 


PAGE STEEL & WIRE COMPANY 
An Associate Company of the American Chain Company, Inc. 


Fence Department BRIDGEPORT, CONN, 





In Canada: Dominion 
Chain Co., Limited, 
Niagara Falls, Ontario 


District Sales Offices: 


i . PRADE MARK 
Chicago New York iA . 
Ameri 


Pittsburgh San Francisco first wire 
Senee-1883 


PAGE PAGE 


Economy Fabric 


Made in heights of 36, 42, 
48, 60, 72 and 84 inches 


Page Economy Fabric, al- 


Perfection Fabrix 


Made in heights of 36, 42 
and 48 inches 


The universal demand for 
this designis positive proof 
of its popularity. Note the 
small space between pick- 
ets at the bottom of the 
fabric—leaving no foothold 
for children to climb on 
and making it dog, cat and 
chicken proof. 


though moderately priced, 
meets every requirement 
for utility and durability. 
Unless otherwise specified, 
fabric is furnished in plain 
galvanized finish. When de- 
sired, the galvanized fabric 
can be furnished painted 
green. There isa slight 
extra charge for painting. 


e 
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' Reputation for Complete 
Stocks Holds Accessory Trade 


(Continued from page 34) 





car and tells us is immediately the target for an in- 
teresting volley of selling appeals. He. is sure to 
need new plugs, fan belt, bulbs, maybe a tire, ignition 
points, tube repair outfit, and perhaps some wire or 
a complete wire assembly. We talk the economy of 
being prepared, and always mention our complete as- 
sortment of ignition parts. In fact the hardware 
merchant should handle auto accessories and he should 
specialize on something like ignition points driving 
home at every opportunity the fact that he has a 
complete stock on ignition parts or whatever his 
specialty may be. This emphasis identifies the store 
for that particular class of accessories and naturally 
brings the same store to mind whenever another ac- 
cessory item is needed.” 





A Tenderfoot Strikes Pay Dirt 


LD man Bascom had been working his territory 

for thirty-five years or better, and although he 
had been a good old work horse, the volume grad- 
ually dwindled down until it barely paid expenses. The 
reason for this condition was at first hard to under- 
stand for we had been improving our product from 
season to season, prices were easier, the margin more 
attractive, and our advertising program had covered 
both the dealer and consumer field thoroughly. In ad- 
dition Bascom seemed as capable as ever; he knew the 
line better than any other salesman we had. Never- 
theless the slump was there and it was our job to 
discover the cause and effect a cure. 

After some weeks of planning, Bascom, though re- 
luctant at first, was induced to let young Lane from 
the stock room cover his route. The first week or 
two of the trial did not show much of a change in the 
volume from Bascom’s territory, but on the third 
and fourth trips over the route Lane began to show 
an, increase which mounted steadily. 

Naturally, we were all quite interested to know how 
Lane was putting it over since this was his first ex- 
perience on the road. When he came in from his 
trip one week, we insisted on having the whole story. 





Lane replied, “Well, I just naturally thought that if 
we were able to place more of our merchandise on the 
shelves of our customers, we would have to show the 
merchant how to move those goods faster to his 
customers. Every day I was running across new 
stunts which other merchants were using to boost 
their sales in similar lines, and in the trade papers, 
and ofttimes the newspapers, were printed some out- 


standing plans, which my own customers could use 
‘in selling our product. I bought a scrap book and 





every time I came across some good sale plan, win- 


| dow display stunt, general management problems and 
answers, advertising helps, or anything which I 


thought might improve sales in the retail stores in 
my territory, I clipped it out and pasted it in the 
book. On my trips over the territory I always found 
time for the merchant to look through these various 
clippings and notations. 
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Minnesota Retailers 
Convention Report 


(Continued from page 46) 
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purchases alone amounted to over $2,000.” 

Mr. Wedge called attention to the policy of bidding 
for business by cutting prices on staples and said, 
‘“‘A bad practice among hardware men is that of selling 
25 to 50 per cent of a bill of goods at cost or less than 
cost in order to sell the balance of the order at no 
more than a reasonable profit. This occurs most fre- 
quently when a dealer is asked for a price on an 
itemized list of builders hardware which in most 
instances, in small town business at least consists of 
nails, to not less than 40 and sometimes 60 per cent 
of the total bill in dollars and cents. Yet the nails on 
this bill will be figured on flat cost and sometimes less 
in the scramble for the sale. 

Other speakers on the convention program included 
B. V. Moore, deputy governor of the ninth district, 
Federal Reserve Bank; S. R. Miles of the National 
Retail Hardware Association, Indianapolis, Ind.; E. C. 
Helweg, assistant publisher of the Minneapolis 
Tribune; L. T. Woodward of the Dennison Mfg. Co.; 
John H. DeWild and Fayette Plumb, president of the 
Hardware Manufacturers Association. Mr. Plumb 
told of the problem of “small orders” in hardware 
distribution and stated that it was not only a problem 
of the manufacturers but of the wholesalers and re- 
tailers as well. He said that 65 per cent of all orders 
placed by the retailers were for amounts of less than 
$20 and that the average order placed by the dealer 
was for $7. ‘ 
Election of Officers 

At the last session of the convention, officers for the 
coming year were selected, the following being chosen 
unanimously: President, N. E. Given, Bemidji; vice- 
president, George S. Wheaton, Minneapolis; director 
for one year, A. L. Steinke, Pipestone; two years, Carl 
Hoffman, St. Paul; three years, V. G. Wedge, Sauk 
Centre, and four years, E. B. Juni, Jordan. At a meet- 
ing of the new board immediately following the con- 
vention, C. H. Casey was reappointed secretary and 
treasurer for another year. 





Bells 


HE invention of bells is attributed to Paulinus, 

Bishop of Nola, in Campania, about the year 
400. They were originally introduced into churches 
as a defence against thunder and lightning. They 
were first hung up in England, at Croyland Abbey, 
Lincolnshire, in 945. In the eleventh century and 
later, it was the custom to baptize them in churches 
before they were used. The curfew-bell was estab- 
lished in 1068. It was rung at eight o’clock in the 
evening, when people were obliged to put out their 
fire and candle. The custom was abolished in 1100. 
Chimes, or musical bells, were invented at Alost, in 


Belgium, 1487. Bellmen were appointed in London, 
in 1556, to ring the bells at night, and cry, “Take 
care of your fire and candle, be charitable to the 
poor, and pray for the dead.”—Spokes of the Rotary 
Club of New York. 
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‘To Buy from You 
Instead of Us”’ 


The whole keynote of the Armstrong adver- 
tising campaign is to send the mechanics in 
the Plumbing, Mining, Industrial and Mill 
Supply fields to their local hardware dealer 
for GENUINE ARMSTRONG PIPE 
TOOLS. 

We will keep right on telling them to ‘Buy 
from YOU instead of us,” because dealers re- 
port increased sales as a result of this adver- 
tising. 

For sixty years GENUINE ARMSTRONG 
Plumbing Tools have been the acknowledged 
leaders everywhere. 


Look up your Stock and Keep supplied through 
your Jobber. 


The Armstrong Mfc. Co. 


Our Only Address 


Main Office and Factory, 
ia Conn. 





<a>" 


‘ARMGTRONG’ 


AR DIES Me ITER,GAS *"° STEAM FITTERS’ 
TOOLS AND THREADING MACHINES 
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Lamb Chops—By Saunders Norvell 


(Continued from page 38) 





income blanks that take the mental development of 
a Daniel Webster to fill out? I am sure of one thing 
—that a simpler and more direct form could be pre- 
pared. I am also sure that if there were such a 
simple form, the Government would make a large 
profit because a lot of people would fill out this simple 
form. I am sure that now, when many of my fellow 
citizens study this form; when they try honestly and 
conscientiously to fill it out, they finally give up the 
job. It is easier and better to take a chance of being 
fined and being sent to the penitentiary for not turn- 
ing in any tax report whatever than to attempt to 
fill out the present form. A lot of us, dear Uncle Sam, 
are good and honest, but we simply haven’t the mental 
ability to do what you are asking us to in filling out 
this form. 
* + . 


Let us suggest to the Government that they arrange 
a sort of life membership tax, just as they have in 
clubs. Couldn’t a fellow pay so much down in a lump 
sum to the Government and then get a life exemption 
from taxation? A lot of us would gladly buy a mem- 
bership of this kind in the Government. Then, you 
see, if we afterward lost our money, we could not 
charge back anything to the Government. We of 
course would have no incomes in the latter part of 
our lives. We would go and live with our wife’s 


family or with our children while Uncle Sam would 
have the price we paid for the life income tax! 
* * * 

Such a plan would also be a great relief to those 
who check up these income tax reports. I knew a 
conscientious lady who regularly had her bankers 
fill out her income tax report for her. Finally she 
died. On the next income day when the form came, 
her attorney promptly reported that she was dead. 
Nevertheless, the following year, the income tax blank 
arrived as usual. The attorney wrote a polite letter, 
in which he stated that the lady “was still dead!” 

* # o : 

Somewhere in the files of Washington there is float- 
ing around a note for $1,000, signed by one of my 
relatives and payable to me. I reported this as a 
bad debt. I will swear that it is a bad debt. I have 
the best reasons for knowing that it is a bad debt. 
Washington wrote me a long letter about this bad 
debt. I sent all the correspondence on the subject, 
including the note, to Washington to show that when 
I loaned the money, I did expect to get it back. I 
hoped to get it back. Washington decided against me. 
They said it was a gift and not a bad debt. However, 
they have never returned the note. I have written 
for the note but they cannot find it. I really do not 
think it makes much difference. Still, some day this 
relative might call, offer to pay that debt and ask 
for his note. Can you imagine his expression if I 
had to inform him that his note was peacefully repos- 
ing in one of the files in the income tax department 
at Washington? 








“SHELBY” 


The Best in Hardware 


Ask for catalog showing our complete line 


The Shelby Spring Hinge Co. 


Pond Hdwe. Specialty Co., Los Angeles, Calif. 


Insist on 











SHELBY, OHIO 


Coast Representatives 







D. L. Herman, Seattle, Wash. 











March 18, 1926 







































March 18, 1926 





HARDWARE AGE 87 


Retail Store News 


The information contained in the following items, while com- 
piled from sources which we believe to be reliable, have not in 
all instances has been verified by us. 


Kinney Bros and Keele Hardware Co. at Ontario, Ore., are 
reported to have succeeded to the hardware business formerly 
owned and conducted by J. C. McCreight of that city. 

E. W. Reisenbigler in the hardware, stove and implement 
business at Erie, Ill., is reported as planning to discontinue 
business and close out his stock. 

The Haynes Hardware Co. at Murfreesboro, Tenn., has suc- 
ceeded to the hardware business of Brown & Hayne Hardware 
in that city. 

The Henderson Hardware Co. at Belton, Tex., has succeeded 
to the Monteith, Henderson Hardware Co., in that city. 

W. Pasternack & Sons of Ferriday, La., in the hardware 
and general merchandising business in that city, have plans 
under way for a one-story building, and will remodel their 
present store and stock. 

The Petrie Sporting Goods Co. of 612 State Street, Madison, 
Wis., recently suffered a fire loss of $10,000, covered by in- 
surance. Business will be resumed as soon as the building is 
repaired and an additional stock installed. 

Planters Hardware and Implement Co. has been incorporated 

y J. D. Gerard and Associates at Yazoo City, Miss., with a 
capital of $20,000. 

A. E. Schroeder and M. C. Anderson have succeeded to 8 
hardware business of C. F. Cox, Alcester, S. D. 

Charles Robison has succeeded to the hardware, implement 
and automobile accessories business of Robison Bros. in that 


city. 

Smith Bros., in the hardware business at Balboa, Cal., have 
work under way on the construction of a new building to house 
their store and will move into same within two months. 

B. D. Jordan at Hugo, Okla., has succeeded to the hardware 
and groceries business of the Parks-Nease Co. in that city. 

. A. Sceck, Mesick, Mich., has succeeded to the hardware 
and undertaking business of E. H. Fairbanks in that city. 

Jonas Bergwell at North Branch, Minn., has suceceded to the 
ne and implement business of Oleson & Bergwell in that 
city. 

The Pearson Hardware Co. at West Canal Street, Wabash, 
Ind., is planning to discontinue business and close out its stock 
of hardware. 

Clifford Osborn has succeeded to the hardware business of 
Humes & Osborn at Urbana, Il 

Smith Glau, in the hardware, general merchandise, dry goods 
and groceries business at East Leroy, Mich., is reported as 
closing out stock and will discontinue usiness at an early date. 

The Cooper Hardware Co. at Midlothian, Tex., has recently 


been organized and incorporated in that city with a capital of 
$25,000 by J. E. Cooper and Associates. 

Frank Goodnight, in the hardware business at Kempton, Ind., 
recently suffered a serious fire loss. 

The Big Sandy Hardware Co. at Paintsville, Ky., has filed a 
ieee of increase in its capital stock from $30,000 to 

151,000. 

The Fair Store, Bentonville, Ark., has discontinued business 
in that city. 

The Brown, Lynch, Scott Co., in the mail order business at 
Monmouth, Ill., has prospective plans for the establishment of 
a branch store dealing in hardware and automobile accessories 
at 38 Westside Square Street, Galesburg, Ill. 

S. Allen has succeeded to the hardware business of the Som- 
mers Hardware Co., at Clarksdale, Miss. 

The Noble-Little Hardware Co., an old established concern at 
1913 H Street, Wichita Falls, Kan., has recently been incor- 
porated with a capital of $60,000, to provide for contemplated 
and completed expansion. 

M. and M. Marshall & M. McGriff have succeeded to the 
hardware business of the Catts Hardware Co., at 4212 Seventh 
Avenue, Wylam, Ala. 

The Magnolia Hardware Store at 3301 Magnolia Street, New 
Orleans, La., is reported as planning to discontinue business 
and close out its stock. 

B. J. Dirks, in the grocery, hardware and implement business 
at Stout, Iowa, will close the store for the time being while 
improvements are under way. 

M. H. Wallace has acquired the hardware and furniture store 
of T. A. Veblen at Roundup, Mont., for a reported cash con- 
sideration of $20,000. 

Bates & Brooks have succeeded to the hardware and imple- 
ment business of Sanders & Daily, Anselmo, Neb. 

The Watertown Hardware Co. at Watertown, Wis., has suc- 
ceeded to the hardware business formerly conducted by 
William G. Pritlaff. 

The Hartford Hardware Co., at Hartford City, Ind., has plans 
under way to move its stock and fixtures into a new store at 
an early date. 

The Burg Co., Bemidji, Minn., in the department, notion, dry 
goods, rugs, furniture and stove business at St. Paul, Minn., 
has plans under way for the early establishment of a branch 
store here. 

The Rauth-Sintenweber Hardware Co., 207 and 209 West 
Main Street, Belleville, Ill., has recently been incorporated by 
Gustav F. Rauth and Associates, with a capital of $19.000. 

E. B. Harris has established a retail hardware store at 
Martins Ferry, Ohio. 

The Browning & Hammond Hardware Co. at Green Castle, 
owe nas succeeded to the hardware business of Mrs. Henry 

cknell. 








a Hand Mower can be made to do. 


handsome. Weight, complete, 95 Ibs. 


Write for liberal exclusive agency proposition. 


East of Mississippi River 


‘Cushman Moter Works, 1005 N. 21st St., 
Lincoln, Nebr. 
West of Mississippi River 





: dy 
BOB-A-LAWN ~& 
“The Pushless Lawn Mower’”’ 


Here is the new sensation—the Motorized Hand Lawn Mower. 
It takes the place of a Power Lawn Mower, yet it sells at a 
price that puts it in the Hand Mower class and does everything 


Sells on Sight 


Every Park and Cemetery, every Court House Grounds, every School 
House, every Country Estate, every fine Home Lawn needs the Bob-a-Lawn. 
It reaches the little corners and patches that are hard to cut—along the walks, 
under the bushes, in the corners—just as easily as a 
hand mower. Speed up to 3% miles an hour. 
ished in bright aluminum and black enamel—very 


Fin- 


Power Units, Inc., 635 Jackson St., Jackson, Mich. 
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For the 


Truth 


See our letter file 
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‘'What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 


The sensational sales rec- 
ord of the Rose Screen Door 
Check in its first year is best 
understood when you read 
the actual letters of dealers 
and jobbers, a few extracts 
from which we quote here: 


“We know of no other article that has 
made such a big hit with the public.” 

“We never sold more than two dozen 
door checks in a year before. Our first year 
handling the Rose we sold 2,400. Your 
good counter display and popular price 
turned the trick.” 

“The checks sold as rapidly as we re- 
ceived them. Not a single complaint.” 

“You have the best, reasonably priced 

- +] 
door check on the market today. 

“This check has sold better than any we 
have ever handled.” 


1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of 


the rivets. 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 





3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 





Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 








ASK ANY JOBBER 


or write to 


Frank Rose Mfg. Co. 
Hastings, Nebr. 














COMPANY 


BOSTON 
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SCREEN DOOR 
CHECK 
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he set iNustrated 
18 Catalog No. 1924 


{ p 


Ohe sturdy, practical quality 
of GRIFFIN Hinges is em- 
bodied in this splendid line 
of garage hardware sets. 


( ;RIFFIN 


Manufactunng Ca - 


ERIE PENNSYLVANIA 
ranch Offices_, 


45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 
28 BINFORD ST BOSTON 
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How Many Hours Do 
You Spend in Your 
Store? 


Let's forget for the moment that Warren Fixtures sell 
merchandise, that they simplify inventory, increase 


net profits and a dozen other desirable things. Con- 
sider, instead, that you spend from eight to twelve 
hours in your store every day! 


What a delightful difference it would be to live 
those eight to twelve hours in surroundings that are 
inviting to your friends, neat, attractivel—and to 
serve your trade from attractive, well arranged store 
fixtures and equipment where there is a place for 
everything and everything in its place. 





How much more pleasant to end the day without 
the all-in-down-and-out feeling that is customary after 
a day in a store using antiquated methods with its 
confusion! 


Warren Sectional Store Fixtures 


Pleasing to the eye, convenient of arrangement, easy 
of access, with attractive displays of merchandise— 
storekeeping becomes a real pleasure, where Warren 
Fixtures are part of the store plan. And the few 
hours you have for the home become real hours of 
comfort and relaxation, for you are still fit and fresh. 


It will pay you to investigate why 
Warren Fixtures will increase your 
sales and make your working hours 
more pleasant. Why not write today? 


Catalog upon request. 


There is no substitute for Warren Fixtures. 


J. D. Warren Mfg. Company 
159 N. State St., Chicago, Illinois 
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There Will Be Plenty 
of Work for 
“Cleveland” Grind- 
stones This Spring 


Farmers are beginning to think 
about 1926 crops and are getting 
out their tools and sharpening 
them ready for the spring and 
summer season. 


Better begin thinking about a 
good window display or two and 
a few folders to mail. In the mean- 
time be sure that you have an ade- 
quate stock of “Cleveland” Grind- 


stones. 


STERLING 


Substantial light running, 
mounted with a ‘‘Cleveland’’ 
Grindstone, genuine Berea 
or Lake Huron grit, which 
we alone manufacture. 19 
to 22 inches in diameter. 
1%” to 2%” thick. Frame 
can be set up in a jiffy— 
merely by manipulating one 
bolt. Shipped knocked down 
and crated. 





Harvest King 


Frame of heavy angle steel 
14%” x 14%” x %”, strongly 
braced and is equipped with 
our standard high grade 
selected ‘‘Cleveland’’ Grind- 
stone. Shipped folded com- 
plete, stone crated separately 
to save freight. 





The Cleveland Stone Co. 
CLEVELAND, OHIO 


283 Front Street, New York 
Lombard & Co., Inc., Boston, Mass. 
New England Agency. 





—a Cleveland Stone Company prod- 


uct will do the work—do it well. 











Armco Iron 
Crucible Steel 
Indiana Rolling 
Mill Steel 


The above names represent “standards”’ 
in their fields. They indicate that stand- 
ard quality is present in any article. bear- 
ing these names. There is no argument. 


The Indiana Rolling Mill 

Company rolls its own 
; steel. Many leading agricul- 
tural implement concerns in 
America buy that steel to 
fabricate with farm tools 
and certainly no tool has to 
stand more abuse than a 
plow, for example. 


That same X-tra Quality 
steel goes into Indiana X-tra 
Quality shovels. That’s your 
guarantee of firm quality. 
You reap the advantage of 
tests and refinements de- 
veloped by others. You 
can sell Indiana Shovels 
and know why you recom- 
mend them. 


Look for this trade- 
mark (X) on the strap 
or cylinder of every 
shovel. 





Indiana Rolling 
Mill Co. 
New Castle, Indiana 


Affiliated with 
Galesburg Coulter-Dise Co. 
Galesburg, Ill. 


We make 

‘ the following 

well-known brands 

of shovels, namely: 

“Ingersoll Special,” ‘In- 

na,”” “Imperial,” “New 

Castle,” “Trojan,” ‘“Matchit”— 

a shovel for every purpose and at 
varying prices. 
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Tie-up With The 


yous 





Advertising Campaign 


In These National Magazines 
Motor Boating 

Pacific Motor Boat 
Hardware Age 
Hardware World 
Commercial Car Journal 
Bus Transportation 

Mill Supplies 

Electric Railway Journal 


Saturday Evening Post 

Literary Digest 

Cosmopolitan 

American Magazine 

Red Book 

Country Gentleman 

American Fruit Grower 

Farm Journal 

Farm & Fireside Railway Age 

Successful Farming Railway Purchases & Stores 
National Petroleum News 


Will bring the PYRENE story 


to an enlarged market 


A profitable partnership exists be- 
tween this company and its dealers. 
Backed by this intensive campaign, 
now in full swing, your Pyrene sales 
for a year will run up into big figures. 
Sell more Pyrene fire extinguishers by 
displaying them and asking prospec- 
tive customers to buy. Show ’em, 
Sell ’em;—Hide ’em, Keep ’em. 
Push Pyrene—the improved Pyrene 
extinguisher. 





You Know Pyrene But You Don’t Know 


The 
IMPROVED 


en’ 





EXTINGUISHER 


During the past two years many important improve- 
ments have been made in the Pyrene 1 quart and 1’ 
quart extinguisher. These improvements have made a 
good extinguisher better. These new features will be 
fully explained to you by Pyrene sales representatives 
and your jobber’s salesmen. 


Order Now Through Your Jobber 


THE PYRENE MANUFACTURING CO. 
NEWARK, N. J. 


“Fortify for Fire Fighting”’ 
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The Weatherstrip that 
Sells Itself 





Dealers handling “Economy” Metal Wather- 
strips claim them to be the best seller among 
weatherstrips they have ever had. 






im F/ Mm » 
ANYONE C 
Wh 2 J 






AN 
NS 


Trade-Mark Reg. U. S. Pat. Office 


The Metal 
WEATHERSTRIP 





There is a reason why “Econ- 
omy” attracts the buyer. It is 
so easy to install—anyone with 
no more tools than a tack ham- 
mer and a pair of scissors can 
put “Economy” weatherstrips on 
a door or a window. 


Easy to stock too—comes in 
neat, handy cartons, each con- 
taining complete equipment for 
one door or window, including 
nails and instructions for install- 
ing. No fuss—no bother—You 
don’t even need to wrap up the 
carton when you make a sale. 





Quick turnover—liberal profits 
—a weatherstrip that sells 
itself on sight. Can you af- 
ford to be without “Econ- 
omy ?” 


Send for Ow Seles Plan 


We furnish attractive counter 

and window displays, advertis- 
ing cuts, and effective advertising literature, and help 
you to sell with a well organized sales plan that is a 
tried and proven producer of new business. Get the 
facts now! 





Ask your jobbers’ salesmen for further 
information, or send the coupon below. 
























WMOW AVT YSN w,.7FEed AWFore?”O QS 

WR WIA WOW 
3 
ECONOMY METAL WEATHERSTRIP CO. H. A. 3-18-26 §& 
2531 Homer Street, Chicago, Ill. a 
Send without obligation, descriptive literature, sales plan, prices & 
and your trade discount. ; 
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Sie” 


Folding 
Steel Saw Vise 


Made of Special Crucible and Channel 

No. 695 Steel. The back jaw is faced with rubber 

‘atented which prevents vibration and makes saw 
filing practically noiseless. 


8, 1924 


. "Pistol Grip ” Saw Set 








The lever is entirely out of the way. 
Length over all 12”. Finished in nickel 
and black japan, baked on. 





Saw set is the only 1e on the market that allows 
tting of the teeth on yo sides alike. This is 
made possible by the scillating plunger which is set 
the pitch of the oth. 
When. setting a saw, this plunger comes in contact 
with the tooth at the proper angle and does not inter- 
: } 


tere with the teeth on either side Popular with saw 


E. C. STEARNS & COMPANY, Syracuse, N. Y., U.S. A. 


Sales Representatives: 
New York, N. Y. 


W. R. VOORHEES & CO., 417 aatot St., San Francisco, Cal. THOMAS A. TROY, 150-152 Chambers St., 
EO. J. M. RAMSDEN, Canadian Representative, St. Thomas, Ont. 











YOU NEED ’EM LET’S TRADE 








Over Seventy Years . Our Guarantee of 


Handle-Making y , 4 Value; a Label on 
Experience -—™ , ¥ Every Handle 
| or “TD & W”’ 


@ Stamped 


in Head 
“since 1855” |) (TRADE MARK 


























YZ — 
Copyrighted Brands @ U. Ss. A Mite. Copyrighted Brands 
DANIEL BOONE SS PERFECTION 
AMERICAN BEAUTY py . TRIUMPH 
DAISY HERCULES 
SUNFLOWER 4, A SUCCESS 
EAGLE ° \ U PEERLESS 
ROYAL OAK « } | BEAUTY 


HICKORY AND OAK HANDLES FOR AXES, PICKS, ADZES, SLEDGES, MAULS, HAMMERS, HATCHETS, 
CANT HOOKS, PEAVIES AND JACKS 





! 
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Breaking the Back 


of Sales Resistance 


w a 
‘ ~ Oa 





























ESTER Metal Mender, besides 
being a fast seller in itself, is now 
backed up with 5,000,000 sales efforts 
per month. This sort of cooperation is 
opening up more business for dealers 
everywhere. Kester Metal Mender—a 
household solder—is the small package 
of Kester Acid-Core Solder. It carries a 
clean profit, and enjoys steady repeats. 
Our tremendous advertising support is 
developing sales on Kester Metal Mender— 
and, in turn, this small package of Acid-Core 


Solder is responsible for the increase of sales 
on the 1, 5 and 10 lb. spools. 


The proof of this fact has caused wise deal- 
ers everywhere to carry a reasonable stock 
of the already fast selling Kester Products. 


Jobbers everywhere can supply you 





CHICAGO SOLDER COMPANY 
4205 Wrightwood Avenue Chicago, U.S.A. 


ta 





i 


Originators and World’s Largest Manufacturers 
of Self-Fluxing Solder 
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Steam-Cooking 
Growing 
oa \In Popularity 











Prominent magazines such as Good Housekeeping, 
Physical Culture and others (see clippings above) are 
pointing out the advantages of steam-cooking as 
compared with ordinary boiling. 


“SAVORY’’ Steam Double 
Boiler — Low Priced 


Nationally Advertised 


Meets the demand for a popular-priced food steamer 
and cooker. Retail price from $2.25 to $4.00. 


Porcelain enamel on steel, either 
white or blue. Three pieces,- cover, 
food pan (white only) and water 
pan. Two sizes. 


Special Silent Demonstration 


Material 

Entirely Free! 
Shows how steam enters food pan, 
how food cannot become soggy, how 
steam condenses on cover and re- 
turns to water pan. Hot plate is 
all you need. We furnish interest- 
ing, sales-producing literature and 
simple instructions. 
Mail coupon today for full details. 
If you want prices and further infor- 
mation about Double Boiler, please 
check coupon. 


= ? E Co. 
~ :TALW AR 
UBLIC ME a  S. 
} = are 90 Alabama St. Buffal 
Dept. ?¢ 
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“Mr. Retailer, when you decide to add to your profits 
by selling Dwiggins Steel Lawn Fence you will have 
the backing of an old established concern whose word 
is their bond. 











“And when I tell you that the profit in selling Dwig- 
gins Fence is as tangible as the fence itself I can 
verify it by hundreds of dealers who SELL it and 
KNOW. 


“The big Dwiggins plant has the facilities and the 


business that only real fence knowledge and long 
successful experience can acquire. They put the e 
best material into their fence and they build it to } Ve] 


give everlasting service and satisfaction. No fence 


is more beautiful. | 
“They are making it easy for dealers to handle their eC eC oust 


products and have put it up to me to send you full 
particulars and accord you every courtesy. Please 























write me.” 
DWIGGINS WIRE FENCE CO. 
Anderson, Indiana 
aes ] [ xou TELL 
No. 80 Complete Lawn Fence with Style B Wire THE DEALER 

HOW WELL 
YOUR PAINT 
COVERS ~~~” 


4+ not aey 


euenguneneste | sapapeses | ' Tell the hardware 
mM mine tale tts pet aie dealers about your 
Lad A product through the 
medium that covers the 
Hardware Field. The 
readers of Hardware 
Age are wide awake 
merchants. They read 
this paper because they 
want to know what is 
going on. 






The fence shown, our No. 80, is a good 
one and not expensive. It is cheaper 
than wood posts and a wood railing 
and much neater. Our popular Non- 
Pullable Posts are used with this 
fence. 


Dwiggins Steel Fence Posts 


These posts are made in nine different 
styles for Lawn Fences, Farm Fences 
and Poultry Fences. Standard length 
is six feet. 








Tell this responsive 
audience about your 
product and you'll take 
a big step toward 
achieving the distribu- 
tion you are looking 


| 











Prices permit you to retail them prof- 
itably. Posts shown are Lawn Posts 
with and without tops. 





So 


They are very strongly constructed 
and built to give long years of satis- 


factory service. 
No. 5 Post No. 6 Post 
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NONE BETTER. 


@)Socket Wrench Sets 
Are You Selling Socket Sets? 


Springtime is tinkering time on a great many 
cars. And when a car owner tinkers he does 
it with a socket wrench. Whether he is just 
a tinkerer or a real mechanic he wants a good 
set of socket wrenches. You cannot sell him 
a better set than one of the NONE BETTER 
line of Socket Wrenches. 












The No. 30 Set shown sold in large volume 
last year and is going as strong now. There are 
six sockets, machined and hardened, an exten- 
sion handle and a speed brace, all made of high 
grade steel, in the set. 


“Order from your Jobber now and insist on 
“NONE BETTER” Sets. We will sell you 
if he cannot. 


The New Britain Machine Co. 
198 Chestnut St. 


New Britain Connecticut 
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The “Tomorrow” Customer 


“Really don’t expect to buy today. I saw some of that 
Screen Cloth you have in your window so I came in out 
of the rain—been putting it off ‘til spring.” 


Ge 


uaa 
| WIRE CO | 
| 


Ntka LITE 


That's something like the trend of conversation. He 
should be encouraged! Tell him something about 


“Perfect” and “Nikolite’ quality and durability. | PAINTED scree 
WIRE CLOT 


It won't take long to sell him. He wasn't quite ready | 

to buy, but “Perfect” was too much of a temptation to ———— 
“put off ’til tomorrow” what was just as easy to do today 
—with the assistance of “Perfect” a sale is made. 


See your Jobber. 


TAOTUUONU TURE TUIUINALU ULNA 


LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. 


EMH ALOT 
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The Sate Bonfire 


Every home needs a safe outdoor place to burn trash and rubbish. 
So every home ‘needs the Cyclone Catch-All Basket. 


The big annual cleanup is now at hand. That means greater de- 
mand than ever for the Catch-All. Put it on display today—right 
where people coming in to buy rakes, spades and other implements 
will be sure to see it. That’s the way to get big returns on the 
Catch-All. This basket practically sells itself. It is sturdy, good 
looking—29 in. high, diameter at top 20 in. 1% in. mesh keeps 
burning fragments safely confined. 


if you are not selling this leader, start now, and cash in on the 
Spring Clean-up. 


CYCLONE*FENCE COMPANY 


Factories and Offices: 
Every Waukegan, Ill.; Cleveland, Ohio; Newark, N. J.; Fort Worth, Texas 





c Pacific Coast Distributors: Standard Fence Co., Oakland, Calif. 
#. Home Northwest Fence & Wire Works, Portland, Ore. 
=. CYCLONE 
the 
Catch-All 
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REG. U.S. PAT. OFF 
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Tie up, today, with this line Force for Your 
of fast selling, profitable 


sprinklers. Sporting Goods 


The line is complete, of- 


fering a sprinkler equip- ' Hardware Age is read by the 
ment for every require- hardware jobbers, their livest 
ment. Quantity produc- salesmen and bv the best hard- 
tion enables us to offer these sprinklers at a ware dealers and jobbers in 6059 


mighty attractive price. They retail at prices 
that will amaze you. The profit to 
you is unusually large. 


towns and cities. 


Regular selling messages in the 
Sporting Goods Issues of Hard- 
ware Age will help you gain co- 
operation in selling your sporting 
goods from a body of merchants 
of country-wide location and 
highly developed selling power. 


Hardware Age 
QUICKER SALES | 239 W- 39th St, New York, N. Y. 


For bigger profits and 
quicker sales, get our 
proposition today. 


The B. & J. Mfg. 
Company 


Springfield Ohio 
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The Whole Country’s Gone Fit 


Flit sales are speeding right ahead. Moths, bed bugs and roaches are here — 
flies and mosquitoes are coming. Dealers handling Flit expect this to be their 


biggest insecticide year. 


Flit is easy to sell. Fit acdevctinnn in ve past has built up public confidence 

in the product. And to your customers the name Standard Oil Co. (New 

Jersey) guarantees that Flit will do everything it is advertised to do. 

Get the moth business now! Give Flit good display in your windows and on 

_ your counters. The Flit reputation and Flit advertising — practically double that 
of last year — will do the selling. 


Get in a stock of Flit early. It is a rapid repeat-seller and the profit is good. 








Flit is the highest quality insecticide that is made by the 


STANDARD OIL CO. (NEW JERSEY) 


26 Broadway, New York 
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DESTROYS 
Flies— Mosquitoes— Moths 
Ants—Bed Bugs— Roaches 
Many Other Household Insects and Their Eggs 





— 


Advertising Sells it sf 
—Quality Re-Sells it 
Back of Flit is the largest advertising cuapeige ever ee. 


run on a household insecticide. And the high quality 
of Flit guarantees repeat sales. 





The Flit advertising campaign in 1926 will be practi- 
cally double that of last year. Throughout the United 
States and throughout the insect season more than 
4,500 newspapers will carry the Flit message in big 
space regularly to more than nineteen million families. 


In addition Flit will be advertised in double spread 
color pages in the Saturday Evening Post and in full 
pages in color in the Ladies Home Journal, Good 
Housekeeping and Liberty Magazine. These great 


national magazines are read in over seven million homes. 


Advertising is what sells insecticides and Flit advertis- 
ing will lead the field. 


STANDARD OIL CO. (NEW JERSEY) 
26 Broadway, New York 


IN FOUR SIZES 
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Watershed Garage Door Hangers 


‘“‘Ten-Ten” 


Doors never stick or sag when equipped 
with Allith ‘1010°° hangers and water- 
shed track. Weather and bird proof. 
Hangers are made of “Certified Malle- 
able” throughout except the hardened 
steel roller bearings, axles and steel 
saddle. Each length of track is a single 
piece of steel, formed under great pres- 
sure to a perfect tread for the hanger 
wheels. No rivets or welds; the design 
insures perfect alignment and maximum 
strength. 

1010". hangers and track are made for 


ALLITH-PROUTY 
COMPANY 


Danville 





all straight sliding, single and parallel 
doors; are easily and quickly installed. 


“Five-Fifteen”’ 


515°" hangers are similar to “1010” 
in design but of a smaller size and built 
of steel instead of certified malleable, 
which accounts for their lower price. 
They have roller bearing, machine 
turned, cast wheels amd a simple ver- 
tical adjustment. No laterai adjust- 
ment is required as the hanger is applied 
to the wall side of the door. 

The track is formed from one piece of 
steel into a design of remarkable strength 
and efficiency. Bird and weather proof. 
No rivets, welds or parts to assemble. 
Easily and quickly erected with lag 
screws and nails packed with hangers. 
Suggest these watershed hangers to your 
customers and make it a point to check 
up on their satisfaction. You will find 
their reports exceed our claims in every 
case, 


Illinois 


MANUFACTURERS OF 
Fire Door Hardware Rolling Ladders 
Garage Door Hardware 


Spring Hinges Door Hangers 


Overhead Carriers 
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Wood Screws 
Drive Screws 
Coach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 

Sash Chain 
Escutcheon Pins 
Speedometers 


CORBIN 














UNIFORM QUALITY and ADEQUATE STOCK 


The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchousee—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 


«— « @€_-€_€_ 4-4 _€_@ 
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PERFECTION at last 
in HOSE NOZZLES B 
[rane | 


GUARANTEED More than Tacks— 





























































made of heavy wrought brass 
throughout, rugged, durable, this : 
New Sherman Diamond Nozzle The customer who buys a package of Tacks is en- 
ihe from sand nes hae flaws titled to just as dependable merchandise as the 
an ars our unquali guar- : 
antee for good workmanship customer who buys a high grade hammer. 
| — a Mfg. Co. Dealers who realize this and sell BAUR Tacks are 
! Battle Creek, reasonably sure to sell MORE than TACKS when 
Mich. such customers return for other goods. 
We'll gladly send SAMPLES of BAUR Tacks to 
Th SHERMAN Oe sas 
e prove the Quality and also quote prices to prove that 
DIAM O N D quantity production and modern manufacturing 
It will throw more water far- methods can increase your profits on even such a 
ther. Each nozzle tested small item as Tacks. 


under water pressure. Even 
spray. Straight stream and 


tight shut-off. 

Your I ~ot can furnish Sher- BAUR TACK CO. 

man “Diamond” in display Indianapolis Indiana 
cartons. for counter. Our complete line also includes Staples of every description, 


H B. SHERMAN MFG. CO. Double Pointed Tacks, Basket, Clout and Trunk Nails 
Battle Creek, Mich. Write for Samples and Prices 


LANDRETH’S They Cost No More 


L Profits 
Garden and Flower Seeds ine Prom taiier enema 
Mixed Lawn Grass imine 


There are many advantages in 
selling the complete ACME 
Now is the time to place your Garden, Flower line of Hand Sprayers, Dusters 
Seed and Mixed Lawn Grass Seed order, if you and Planters— all purchased 
have not done so for this Winter and Spring from one jobber conveniently 
shipment. If you would like our prices, send us near you. Stock always com- 
a list before buying elsewhere and we will quote plete—faster turnover with 
you on Seeds of various kinds in bulk, in litho- smaller investment. 
graph cartons of | Ib. 14 Ib. and % lb. and in . 
Flat Papers. We would also like to quote you on A Style to Suit 
Mixed Lawn Grass. Please give us the oppor- Every Buyer 
Por The Acme line is complete—every 
ractical style. The Acme factory 
is the largest in the United States 
manufacturing Hand Planters and 
Sprayers exclusively. Every Acme 
tool is thoroughly tested and fully 
guaran teed. Say to your customer: 
‘If it isn’t all right, bring it back.” 


Dealer Selling Helps 


We keep the farmer and grower 
sold on ACME quality by yearly 
advertising in leading farm papers. 
Attractive literature, window signs 
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Sk i SANE RE: NENEIReeeee—in 


1926 CROP 





Before buying for delivery after 1926 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our 142nd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair prices, 
we would not have existed 








so long. 
Business Established 1784. Dreey deen Geet ting supplied without os, ‘Writ 
is G teed t t er plan 
D. Landreth siete ‘ yo oe Peta l ddee, . 
Seed Co. esi 
\, POTATO IMPLEMENT CO, 
| —— | 














Bristol, Pa. 


REGISTER 


: ED, 
Dept.11 TRAVERSE CITY, MICH. \__J 





COLONIAL BOY COPYRIGHTED 
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SKYSCRAPE 











No Warping or 


Double Strength 
Buckling 


Corners 






























las =e fil Terr =O Woven Flat Steel Construction 
tno uw Cc 









calle _ : - js Will Not Blow Over 
rar 






wore Each side of the burner is a unit in itself with 
5 dealt 18 gauge flat carbon steel strips 1%” wide, 
electrically welded to our one piece frame. 

All packed in a heavy carton 3% inches using 
less room for storage, shipping and delivery. 
Skyscraper Rubbish Burners will hold their 
shape. 


ose i \\ YZ Send for descriptive booklet and discounts 
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H. B. BORNSIDE Keeps Back Yard 


Stands Rigid--Lasts for Years NERA oem Fires Under Control 
6 Winter St., Providence, R. I. | 





























10,000 Expert Locksmiths 


Prefer 
THE SEGAL KEY-CUTTER 


The Segal No. 800 Rectifying Key-Cutter 
is used by. locksmiths everywhere be- 
cause of its speed, accuracy and sim- 
plicity. 


Many hardware dealers use the Segal 
because it is a profit maker that occupies 
little space and turns out a perfect key of 
any kind in less than a minute. Any 
boy can run it and produce perfect keys. 


Equipped with a Segal you can offer your 
customers a real convenience — perfect 
+. keys in the shortest possible time. You 

> will attract new customers because peo- 
: ple who buy keys will buy hardware. 


PSS Peepe- 







: 7 Operates by 
hand or power 


Your jobber handles the Segal. 


Booklet on request 


Cuts all makes of flat as well “er iis 
as cylinder or paracentric keys ~S 4, are PHILADELPHIA BOSTON CLEVELAND 
> pun aaa DETROIT CHICAGO LOS ANGELES 
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“Wim “BUILDERS” 





Rite) pa GAk 
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Building activity means an 
added demand. Better brace up 
your stock of carpenters’ pencils. 


No. 660 illustrated is flat, octa- 
gon shape, MEDIUM lead, red 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 
This pencil can also be had in 
HARD _l\ead under our trade 
number 659. 
nd for samples and prices. 















THE SAW TEST 
The revolving hard- 
ened steel ineertes 


bolte cannot be 


sawed through. 
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Your customer knows that a 
KEIL Leck in the home, office, 
shop or warehouse is fully 
equal to the protection of a 
policeman. 


Made in rim and mortise, front 
and store door patterns. 


Francis Keil & Son, Inc. 
401-425 East 163rd Street 


New York © N. Y. 
Established 1876 
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THE BRAINERD LINE 
QUALITY — SERVICE 











No. 610, Reduced Size 


Refrigerator Hardware 


HINGES 
CATCHES 
LATCHES 

FASTENERS 
LEVERS 
LOCKS 
PULLS 


A COMPLETE LINE 


THIS IS THE TIME OF YEAR TO STOCK 
UP ON THIS CLASS OF HARDWARE 


THE BRAINERD MFG. CO. 


EAST ROCHESTER, N. Y. 

















N 


Hanger Bolts 
Nuts 
Rivets 
Burrs 





Specialties 


a 
A 
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Every individual unit must meet Reed & Prince standards of 3 
quality and accuracy. Whether finished plain, blued, nickel, 
brass, copper-plated, sherardized or hot-galvanized, it may be 
selected with the utmost confidence . 
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REED & PRINCE MFG.CO, ses 
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Sell the Best 
HARDWARE 
For Hard-w 


than 48 





eo) 
For more years 
\ {aac Bommer Spring Hinges have 
maintained their leadership and 
<e ] proven their superiority over all 
oO y ith the 
——— e kept pace wi 
times, because t have been 
re lt up with - —— whenever 


BOMMER 


SPRING HINCES 


ARE THE BE 


Replenish your stock with Bommer. 


They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made 

























Your Jobber handles them. 

Send for New Catalog 47. 
big help in ordering. 
Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 


It is a 




















FORSTNER 
Labor Saving 


AUGER BIT 





Bores Any Arc 


of a Circle Many 


New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 





Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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Chair 
Tips 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the trade. 
A positive protection against the sharp 
ends of rocking chairs. Durable and eas- 
ily fitted to the rocker. Catalog, prices 
and terms on request. i 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston 


| fee ¥ 
ata 6 ran off 


on page 763. 


Mass. 





No. 13, % inch 























WILL HELP YOU SELL 
WALDEN-WORCESTER SOCKET WRENCHES 


A “merchandiser” in 
every sense of the 
word—all steel—sub- 
stantial—convenient— 
attractive—carrying a 
selection of inter- 
changeable handles, 
sockets and parts. An 
ideal cabinet for 
dealers who are sell- 
ing mechanics and car 
owners. 

All parts and sockets 
are «terchangeable 
with each other, en- 
abling mechanics to 
make innumerable 
combinations to take 
care of unusual de- 
mands. 


CHROME CO NicKeL 


INTERCHANGEABLE SOCKETS HAMDLES PaaTs 


The assortment § has 
been selected in pro- 
. portion to the  de- 
mand, with ample 
space for additional 
sockets or wrenches 
as the individual 
needs may require. 


No. 1100 Cabinet 
including 
113 Wrenches and Sockets 


Ask your Jobber’s 
salesman about this 
cabinet or write us 
for Catalog No. 500. 


ct bath Socket Menches, - Slee 


WORCESTER. MASS 





WALD 
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The Progressive 
HARDWARE DEALER 


1 Says: | 




















“What doth it 
avail a man to in- 
vest in Health In- 
surance when he 
allows a menace 
of health to enter 
his bedroom win- 
dow ?” 





SEXTON 
Underground 


GARBAGE RECEIVER | 


is the ideal preventative of illness. 


A REAL 
HEALTH INSURANCE 


Send for complete catalog. 


SEXTON CAN COMPANY 


Everett, Mass. 

















Kimball Straight Line Drive 


This Kimball Straight Line Elevator 
Drive eliminates the possibility of dis- 
alignment between the worm shaft and 
the motor rotor because the motor is 
bolted to the machine frame as an in- 
tegral unit. 


Write for further information. 


There is a Kimball Elevator built for every 
requirement 


KIMBALL BROS. CO. 


1117-41 South 9th Street Council Bluffs, Ia. 
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FINE QUALITY AND FINISH 
MADE /NPOPULAR S/ZES 
and the 


O p . 1 


i] 
ACARDED ASSORTMENT OF Oval’ 
SHEARS. A STANDARD NUMBER 


No. [oP 
ACME SHEAR COMPANY 


BRIDGEPORT, CONN. 





500% profit on 
every Key made 


a 


















Blanks cost 3c, sell 25c up. Machine at 
6% costs $9.00 per year. A Beisser is 
absolutely guaranteed to make every kind 
of key and any clerk can operate it. No 
investment you could make is as profit- 
able as a Key-making department. 


Here’s what the Beisser does: 


(1) Cuts any kind of key com- 
plete in one operation 
(2) Makes Yale Keys in 20 sec- 


onds 
(3) Eliminates hand-finishing 
(4) Cuts four flat keys at a time 
(5) Requires no experience to ope- 


rate 
(6) Makes keys by number with- 
out taking lock apart 
(7) Cuts Bitt Keys, side and upper 
xrooves as well as length and 
width in one operation 
(8) No swiveling or adjusting 
necessary 
Let us tell you what a complete Key- 
making Department is, investment, oper- 


ating cost, everything. Write today. 


Beisser Key Machine Co. 


407 East Fort Street 
Detroit, Mich. 
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72% Greater Holding 
Power Than Wire Nails. 
Won’t Split the Wood. 
Heads Stay on. 


Send for Quotations 


READING IRON 
COMPANY 


Reading, Pa. 


Also Makers of RICO Hard Cut Floor fy 
Nails, meade ta drive into hard wood 


without Lending. 


READ 
CUT NAILS 
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Anchor Brand 
Clothes Wringers 
Best iver 
Wringers Wea at- 
Made in dif- ed 
ferent styles Bi-q-|. NAP Pere a Be Bee There is won- 


to fit every 
kind of Laun- 
dry tub. 


derful effi- 
ciency in 
using the cor- 
rect type of 
Wringer. 

















AMS Saeene 
esate, % Veans nur Son FAM wee 


oR *, 
cS 


All Dealers should have in stock ANCHOR 
BRAND Wringers to fit Round, Wood, or lron 
Tubs, Square or Stationary Tubs, as well as 
Folding Bench Wringers. 


We solicit your orders, which will be 
shipped promptly 


Lovell Manufacturing Co. 
Erie, Pa. 


Largest Manufacturers of Clothes 
Wringers in the World 

















Combination Service 


Ba Wrench 


MARK 


A practical and convenient tool 
that increases the usefulness of a 
wrench. 


Strongly constructed for gripping 
and holding both round and square 
parts. 


Eliminates lost time and_ the 
bother of carrying two wrenches 
on one job. 


Its double purpose feature appeals 
to the home owner for general 
work as well as the expert me- 
chanic. 


Made of a forged steel bar, case- 
hardened throughout. 


Featuring ‘Bemis and Call 
Wrenches will mean more sales 
with less sales effort. 


Let us send you details and 
prices. 


BEMIS & CALL CO. 


Springfield Mass., U.S.A. 

















HELLER’S ADVICE 


On proper store arrangement, display and storage 
problems can absolutely be depended upon. 








“Heller's Reference Book on Hardware Store Shelving 
will help you plan for greater sales." Send Coupon 
TODAY for your copy. 

W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 
W. C. HELLER & Co., Montpelier, Ohio 
Please send me your reference Book No. 27-A on Hardware 
Store Shelving. 
NS EE Pe rrr Pr Tr rrrr Te re yt TT Te tte Te 
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COMPLETE Your Laun Buttermilk 


Mower Line with this 19 in. Feeders 
Quality Powey Mower Drop Bottom style made of 


durable Tin Plate. Easy to 
fill and to keep clean. May 








Your mower line is not complete today without the 





Jacobsen Junior Power Mower. Every public or private be hung on wall out of the 
lawn of moderately large proportions - your te litter. Capacity one gallon 
will eventually have one aves time and money, makes : , ys 5 
more beautiful lawns. Cuts a 19-inch swath—two acres Especially designed for but- 
a day on a gallon of gas. termilk and sour milk. 
Packed six in a carton. Re- 

_ ee. : Drop-Bottom Styl 

No Demonstrating—No Servicing tail at $1.65 each. ee 


boy can operate it. Travels on its own power; has self- sharpen 
ing device—a quality product that will uphold the country-wide 
reputation won by Jacobsen Heavy Duty Mowers, Putting Green 
and Estate Mowers. Nationally advertised. Write e 
for illustrated literature, attractive prices, dealer dis- G d Pp ] S ] 
counts. oo ou upp 1es 
There's Profit and Prestige in Selling Jacobsen 7 


Jacobsen Mfg. Co. 


Dept. DD, Racine, Wisconsin 


Sell it off the floor on our Money-Back Guarantee 5 
The Jacobsen Junior is a sturdy, simple, trouble-free mower. A M O E ~ i ‘ | N E 








Magazine Feeder in Tin 
Plate. Adjustable up 
and down to feed slowly © 
or rapidly, for any kind 
of milk or feed. Capac- 
ity about two quarts. 
Packed 24 in. carton 
(nested). Retail at 95 
cents each. Get prices. 


Eastern Office: 
245 W. 55th St. 
New York City 









a ‘ 
Zs 
ae d cobsen Hoeft & Company, Inc. 


Junior" 2305 Davis St. 
p Oh 4 wn ee M On A on @ eee ear North Chicago, III. 


SUPERIOR 


Galvanized Wire Clothes Lines 


























Increase Your 
Paint Turnovers 


The quickest and surest way to do this is to 
keep posted on what other dealers are doing. 





‘ 


One tried and proven way to increase your 
Paint Turnovers is to dress your show windows 
so they will positively TALK PAINT. 


Another plan is to hold a Demonstration Day 
and get the people to your store. Still another 
plan that is very successful is to “follow up” 
every building prospect in your locality. 





Reinforced hollow cable, hollow cable, 


S1X strand twisted, four strand twisted and All these methods and many others are inter- 
solid. estingly presented in the Special Paint and 
All standard sizes, in lengths from 40 to Varnish Issues (the fourth issue of each month), 
100 feet. in Hardware Age. It will pay you to read the 
Superior Clethes Lines are geriestly — on Increasing Your Paint Sales in these 


smooth, heavily galvanized and are tied in 
neat round coils. 


G. F. Wright Steel & Wire Co. HARDWARE AGE 
Worcester, Mass. 239 West Thirty-ninth Street, New York 


























ee 


March 18, 1926 HARDWARE AGE 107 


~«( CHICAGO) ~ 











SPRING HINGES 
ane Boheme 


(Reg. U. 8. Patent Office) 





WOOD SCREWS 


e 4001 , iia MACHINE SCREWS 
DRIVE SCREWS 


Type 
Hath atleay-ceiliaatatile Tension 
STOVE BOLTS 


The Premier carries the weight of the door on 
ball-bearings located at the top of the hinge away 
from moisture and dirt. 

Other Important Features of this hinge are an 
eccentric equipped with hardened steel roller- 
bearings, a drop-forged piston and a simple but 
positive alignment device. 

The spring is compression type, made of flat 
wire to give greater durability, and has a tension 
adjustment. Service 


Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 





Chicago Spring Hinge Company, 
CHICAGO NEW YORK 
U.S. A, 


























SWEDISH TOOLS 


Are Noted for Their Durability 


Made from Swedish tool steel—the very best 


LAMSON 


Painters’ Scraper 
No. 901 





This New Scraper is manu- 
“BANKO” SWEDISH SCYTHES are the best factured from the best grade 


Swedish scythes made. 








11 styles 24 to 48 inches. Warranted to hold their 
cutting edge, thus giving complete satisfaction to your 
customers. 


Natural Scythe Stones 


Special quality imported for our 
Banko Swedish Scythes 
Pliers, all styles 


Plane Irons 
Cabinet Scrapers 


Bow Frames 
‘Sater’? Axes 
Pansar Files 


of steel, carefully hardened, 
tempered, ground and finished. 


The handle is rosewood, highly 
polished and secured to the 
tang with two nickel silver lock 
rivets. 


Dealers will find it a ready, 
profitable seller. 


Send for Catalog which shows 
our complete line of Painters 


Shoemakers’ Tools Hoes 
Anvils Barking Spuds and Paperhangers Cutlery and 
Swedish Saws Veritas Wheel Dresser Tools. 


Cutlery and Razors 


Order from your jobber to-day, or write. 


SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 


5008 E. Hennepin Ave. 
Minneapolis, Minn. 


Coristine Bidg. 
Montreal, Can. 











See. 
@talog 








Abe ood 


Ta) @tal 


LAMSON & 


GOODNOW MFG. CO. 


> at Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 
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STANDARD BUILT-IN BOXES 


for resident and bungalow 
MOST COMPLETE -LINE MANUFACTURED 
Write for iliustrated cirevlar and prices. 


STANDARD SALES & MFG. CO. 
103 Park Ave., New York 


The LOWELL 
Clothes Line Reel 


An article of daily useful- 
ness in every home. 36 feet 
of strong braided cord 
wound on a reel encased in dust 
proof metal drum. A simple rachet 
wheel locked by a pawl regulates 
the length of line. Line winds up 
out of sight when not in use. 


The Green Reelt—for cellar, attic or porch The White 
Reel—for bathroom, kitchen, er nursery. Your customers ‘know 
the Lowell Reel because o: its national advertising.’ Satisfy 
them Cf selling the Lowell keels. 

THE MOVE FAST—Order from your jobber—to avoid dis- 
appointment insist on the Lowell Reel or write us direct 


for prices. 
THE HOGE MFG. CO., Inc. 
215 FULTON STREET NEW YORK, N. Y. 






















GRINDER AND BUFFER 





$15.75, brand new, in original crates 





Full 4% H.P., 110 volt, A.C., 60 cycle, enclosed dust-proof motor. 

BARGAINS in new motors, 4 H.P., 110 volt, 60 cycle, A.C., 
money back guarantee at $10.00 each, with pulley. Largest dealers 
in new and used motors in the Northwest. 


GENERAL DISTRIBUTING CO. 


Security Storage & Van Bidz. Dulath, Minn. 
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Met < ; PBA SOE 
ca Fa COMBINATION 
SOLDERING AND TINNING FLUX 








It’s easier and more profitable to sell the best 
known products. Ruby fluid is preferred because 
Free Sample it is non-corrosive, non-explosive and non-injurious. 


and our latest Feature and sell Ruby fluid. 
prices sent on Order from your jobber or write to 


request. The RUBY CHEMICAL COMPANY 
6S McDowell St. Colambus, Ohio 














CUSHION TIRE 
pf LApDERS 


To provide adequate storage facilities for 
shelf stock—to make it poo «Nn and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole 
Sale or retail trade — install one or more 
OISELESS CUSHION TIRE STORE 
; Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a 
of ample strength for safety, convenience and ° 
‘efficiency One style only—neat of design— af) 
ff attractively finished —any height— “me 
Li easily i most 


ae ASHE ARO. 



























































Your Customers | 


Either in their homes, offices or clubs, etc., need 


Moore Push-Pins 


(Glass Heads — Steel Points) 
to hang up small pictures, photos, charts, maps, etc. with- 
out marring walls. Harmonize with any color decoration. 





The safe and easy way to hang Heavy Pictures, 
Mirrors, etc., is to use 


Moore Push-less Hangers 


(Scientifically Constructed for Strength) 
Popular 10c Packets 


Are quick sellers with good profit to the dealers 


Description of our Counter Displays, Price List 
Discounts and Samples on request. Advertised 
in the leading magazines for many years. 


Moore Push-Pin Co. 
113-125 Berkley St., (Wayne Junction), Phila., Pa. 



























Make Your Windows Sell Goods 


Store windows can be dressed very attractively 
if the right material is properly used. 

To combine seasonable merchandise with season- 
able display is to insure sales. 


Such “Combinations” that have proved most 
successful are continually being reproduced in 


Hardware Age, 239 West 39th St., New York City 


HARDWARE AGE as being worthy of any live deal- 
er’s consideration. 

Every issue of HARDWARE AGE contains several 
pages of effective window advertising which have 
demonstrated by actual test their pulling power. 


You can apply these suggestions to your business 
with profit. 
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TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 


HARDWARE AGE 











Screw Plate Sets 


“The Line That Keeps Moving’’ 


It takes steam to make the 4 ine ‘‘Go’’ d good 
materials to keep tools movin ‘“ Se - ee ee SO 
We've built ‘‘Go’’ as well as Quality into the complete line of ‘‘Threadwell’’ 
Tools. Get the Catalog. 


The THREADWELL TOOL CO., Greenfield, Mass. 


Offices: 


New York City Philadelphia Chicago eland an Francisco 
396 Broadway 809 Harrison one — 15. St. Clair Py Mission St. 
Idg. Ave. N.E. 


ldg. 








Osborne High Grade Punches 


Belt Punches Arch anion 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Piumbers’ Tools of superior 


quality. 
The above tools will please your customers, as well as our famous Round 


and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our products. 

We stand back of every too] we make. Try us. Write for Catalog 
and Prices. 


Cc. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 





What Makes the No. 
22 a Good Fire Pot? 


Ask us for circular No. 140F. 
IT’S FREE. This circular 
tells how to build a good Fire 
Pot. one that will be SAFE, 
EFFICIENT, DURABLE and 
ECO NOMICAL and tells why 
the No. 22 is the best coil Fire 
Pot ever made. ALL C. & L. 
TOOLS AREWARRANTED 
TO PLEASE. 


Jobbers Sell at Factory Price. 


CLAYTON & LAMBERT 


MFG. CO. 
NO. 22 FIRE POT 6275 Beaubien St. 
Ask for ‘atest price. DETROIT MICH. 








American Steel & Wire 


Company 
Chicago, New York, Boston, 
Denver, Birmingham, Dallas. 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle. 


BARBED: Elwood Glidden, den, a Special, 
Waukegan, Baker Perfect, Ellwood a Lym 

NAILS, SPIKES, STAPLES, TACKS, Hot a te me Nails. 

ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Banner, Steel Gates 

BANNER (formerly Arrow) STEEL POSTS. 

CONCRETE REINF R 

BALE TIES: Old reliable brands. 

TELEPHONE WIRE. 

WIRE for every purpose. 


Quick Delivery. Write us for selling plans. 

















Brooks for Hooks 


SINCE 1848 


HAMMOCK 
HOOKS 


Bright Wire and 
Brass Wire Goods 
Also Specials in Wire 


M. S. BROOKS & SONS 


CHESTER, CONN. 








rete) for nite full name 


Russell Jennings 


stamped on the round of ‘our 


Auger Bits 


The original doubie twist auger bit, patented by 


Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 
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MILBRADT 
LADDERS 


Will « # for themselves in a 
short timé by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 
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IVER JOHNSON 


BICYCLE — VELOCIPEDES 
SHOT GUNS — SAFE REVOLVERS 
ALL BIG SELLERS 
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McKinnon 
ALL STEEL 


Hose Reels 
LIGHT IN WEIGHT 


STRONGLY BUILT 
EASILY HANDLED 





Iver Johnson’s Arms & Cycle Works 


332 River St., Fitchburg, Mass. Manufactured by 


McKinnon Dash Co. 


BUFFALO, N. Y. 





New York, 151 Chambers St.; Chicago, 108 W. Lake St.; San Francisco, 


717 Market St.; New Orleans, La., 625 Pine St.; 
Ogden, Utah, 2327 Grant Ave. 

















The Mark of Mia KNIVES i 
Dependability PAPER saetiaey Ghnainee PATTERN 








on Good Tools erased Paper Hangers’ Knife 


means quicker sales and more repeat orders. 30 years 
of fine tool reputation behind every sale you make. 


ARMSTRONG BROS. TOOL CO. 


CHICAGO, U. S. A. 





Robert Murphy’s Sons Ce., 
3 Ayer, Mass. 





314 No. Francisco Avenue 




















Get an “‘Edge’”’ on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.”’ It puts a keen edge on any- 
thing—knives, scissors, sickles, tools. A 
quick and ready seller—and a profit 


producer. 
DAZEY CHURN & 
MFG, CO. 
4301 Warne Ave. 
St. Louts, Mo. 


“dhe Fragrance of Flowers— Not the Odor of Oils.” 







for Furniture Floors and Woodwork 


Bouquet-BrownsonCo.ine. Sf “Paul, “Minn. 























HEIMERDINGER 


Heimerdinger Improved 
Grass Shears are outsell- 
ing others 5 to lI. 

How is your stock? 


Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 











Made only by - 
ANTI-Borax Compounp Co. 
W. C. HEIMERDINGER CO. 
Fort Wayne, Ind. 114 W. Market Street Louisville, Ky. 




















BROWN @® SHARPE 
suelo) 
Made Best 
They Give Complete Satisfaction 
Catalog on request 


TRADE MAAK 
BROWN & SHARPE MFG. CO. Providence, R.I., U.S. A. 








WHERE BUYERS and SELLERS MEET 


Hardware Age is the 


HEN you are in the market to buy or sell a store, to secure help a 

or a position, or to secure sales representatives or a sales account authoritative national 

, hardware paper and is 

look over the offerings in the Opportunity Exchange section of rend ts. Gel oe 
Fierdware Age. If you don’t see just what you want, ask for it as jobbers in all sections 


there is always some one who will be interested in your proposition. of the country. 


Rates on request. 


HARDWARE AGE) p,.2rborranity = 239 W. 39th Street, New York 
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WINSLOW'S 
Skates 


The Samuei Winsivw Shate Mfg. Company 
Worcester, Mass. 








WANTED AGENTS 
TO 
SELL 




































THE STEWART IRON WORKS CO. 


INCORPORATE. 


CINCINNATI, OHIO 





225 STEWART BLOCK 











Robertson “Horse Shoe’ Magnet Hammers 


a one Ig mnames “~e 3 a 
e tack in position for driv- S 101¢ a— 
ing. Awarded the Silver Medal > 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit. 


Name and design trade marks registered U. S. Pat. Of. 
ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 





Invisible Hinges 


For houseowners, carpenters, cabinet 
makers, etc. Simple in design, Soss 
invisible Hinges will give long service. 
: See our Catalog in Sweet’s, pages 
1578-9. 


SOSS MFG. CO. 
778 Bergen St., Brooklyn, N. Y. 





























BOLT 
CLIPPER 


Send for Catalog 
ROBERTS MFG. CO. Somerville Station, BOSTON, MASS. 

















“I Make the best Hammer” 


D. Maydole, 1843 


The popularity of Maydole Hamm among Carpenters, 
Machinists and Mechanics attests the fact = we've 
maintained the standasd set by the founder of this 
business over 80 years ago. 


THE DAVID MAYDOLE HAMMER CO. 
Norwieh New Yerk 














HACK “FT NOX” saws 
cron’ CD scion 


UNIFORMITY 
“The Tools in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 








THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant ef 
160060 MILITARY RD., BUFFALO, N. Y 


Plain or enameled in 


STRATTO im 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 














Better Machine Screws 
for the Hardware Trade 


HARVEY HUBBELL, INC. 





Bridgeport, Conn. 





Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of guality 


CALDWELL MFG. CO. 
9 Jones Street Rochester, N. Y. 








ee 








Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 
Write for prices. 


Bro 
and ie Spargo Wire Co., Rome, N. Y. 








SEYMOUR SMITH PRUNING SHEARS 


A Full and Complete 
y = Me 


Line of Pruning Shears 
and Tree Pruners. 
BSOLUTEL 
Vineyard Pattern 
Manufactured by, 
J 


A Y 
GUARANTDED 
Write for New 
Oatalogue. 
SEYMOUR SMITH & SON, INC. 
Sales Representatives: John H. Graham & Co., 113 Chambers 












Tilvstrated 


akville, Conn. 
St.. New York. 














to handle. 





SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and yuu’ll be reasonably sure to find a 
reliable salesman to represent you. 



































HARDWARE 


lassified Opportunities 











AGE March 18, 1926 





Classified Advertising Rates 
Opportunity Exchange Section 





Use the “Opportunity Exchange Section” 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


BOXED DISPLAY RATES 


50 words or less.. 
Each additional 50 words or less. 


to reach Hardware Manufacturers, 


Positions Wanted Advertisements 
50% off the above rates 





4.90 Address your ailvertisements and replies to 








Allow Seven Words for Keyed Address 





Set Solid, Minimum 50 words..... $3.00 tunities, 289 West 30th St. New 
Each additional word.......... .06 Discounts for Classified Advertising York City 

All Capitals, Minimum 50 words.. 4.00 4 . , ti - 
ie eatiinaael send ath cen an ae .08 iceman 0% = © insertions, 19% HARDWARE AGE is published each Thureday 


Remittance Must Accompany Order 


- Hardware Age, Classified Opper- 








publication 





Forms close Ten Days previous to date of { 








BUSINESS OPPORTUNITIES 








| CASH FOR IDEAS 


$25 paid for each accepted design for counter display 
eases for Pocket Knives, Hunting Knives, Razors, 
Butcher Knives, or for any other article. Send sketch 
or model to World’s Largest Builders of Display Cases 
of Wood and Glass SPECIALTY DISPLAY CASE CoO., | 
Dept. 62, Kendallville, Indiana. 








HELP WANTED 


SALES MEN, who have established trade and are acquainted with lines 
preferred, to sell at wholesale prices to dealers, enameled ware, aluminum 
ware, oil cook stoves, which generate gas; gasoline lamps, lanterns and 
camp stoves; flashlights, radio and flashlight batteries, electric lighting 
fixtures and bulbs, electric appliances) ENTERPRISE COMPANY, 
CINCINNATI, OHIO. 


ENAMELWARE AND ALUMINUM SALESMEN wanted to seil bigh 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpware Ace, New York. 

















OPPORTUNITY FOR ONE OR TWO parties to take over a good pay- 


ing hardware, house furnishing and radio store, established six years. 
Known as one of the best in New York and located on a business thoro- 
fare. It will take about $15,000.00 cash, balance to suit, to handle this 
proposition. I! shall be pleased to interview men with above capital and 
serious intentions. Address Box H-17, care of Harpware Ace, New York. 








SALE—GENERAL HARDWARE STORE and paint store. 
small town in Western New York. The building which is 
28 x 60 has deep basement and up-to-date living rooms above. Stock 
will inventory about $5,000.00. The business was established in 1890 
and must be sold on account of ill health. Address Box H-25, care of 
HiARDWARE AGe, New York. 


FOR 
Located in 











HARDWARE, stoves. 
going business, very prosperous. Fine county 
farming community, little competition. Over 30 
years in this location. Invoice $25,000, can be reduced. Sales $100,000. 
Average earnings over $10,000. Failing health. Wonderful opportunity 
for hustlers. Address Box G-986, care of HArpwAre AGE, New York. 


FOR SALE--HARDWARE STOCK AND FIXTURES in Westchester 


FOR SALE—GENERAL paints, etc. Clean, 
up-to-date stock. Live, 


seat town of 6,000, 








County. Clean, up-to-date stock. Good growing business but can be in- 
creased. Splendid opportt inity for young man to start with small capital. 
Low rent. Priced for quick sale. Reason for selling, poor health. Ad- 


dress Box H-19, care of HARDWARE Ace, New York. 





~ FOR SALE—Eighty feet of sectional shelving, two sections high. 
Thirty feet of open shelving. Forty-nine feet of glass shelving. Four six 
foot polish plate glass cases, All in mahogany finish. We will dispose of all 








or part at a very attractive price. C. ED. SMITH HDWE. CO., 314-316 
E. Washington St., New Castle, Penn. 
H. \RDWARE } M! AN Ww ; TH 8 years’ retail and 12 years’ wholesale 


hardware experience as executive, would like to buy interest in good re- 
tail hardware store where owner wished to retire and he could take over 
management. Rhode Island, — Massachusetts or Eastern Connecti- 
cut preferred. Address Box H-22, care of Harpware Acre, New York. 


WANTED—INTEREST IN A live going retail hardware concern in 
town of 4,000-8,000 located in Southern New England or New York by 
experienced young man. References exchanged. Address Box H-18, care 
of Harpware Ace, New York. 








FOR SALE—GENERAL HARDWARE STOCK. _ Population of town 
3,700. The best location and stock in town. Will inventory about 


$20,000. Will For further particulars write 


R. Robinson, Canastota, N. 


RETIRING FROM BUSINESS—We have several old established 
hardware and paint stores on Long Island. All good paying propositions. 
Purchaser must have about $10,000 in cash. No auctioneers. Address 
Box G-984, care of Harpware Ace, New York. 


FOR SALE—MY ENTIRE STOCK of general hardware, paints, house 
furnishings, wall cases, show cards and counters at No. 19 Main St., 
Hen pstead, is Eee Gee 


“WAN T E D—TO PUY A GENERAL hardware store in a growing com- 
munity within 100 miles from New York City. State full particulars 
when writing. Address EMILE DEMBITZ, Highland Falls, N. Y 


sacrifice for quick sale. 














HELP WANTED 


RUILDERS HARDWARE MAN—We want an experienced, energetic 
who understands architect’s plans and specifications for finish hard- 





man, 

ware. Must be able to take off quantities and figure costs as well as 
have selling ability. Good salary and splendid opportunity for advance- 
ment. Address Box G-994, care of Harpware Ace, New York. 








WANTED—A MAN WHO knows builders’ hardware to work the con- 
tracting trade. Unless you know your line, don’t apply. Contract depart- 
ment will figure your estimates. State line handled, salary expected and 
references. W. E. FROST HDWE, & PAINT CO., W. Palm Beach, Fla. 


WANTED—SALESMEN CALLING on retail 
hardware dealers to carry side line of high powered air ritles. 
MAN ARMS CO., Rochester, N. Y 


MERCHANDISER FOR HARDWARE STORE in Western New York. 
Good money for a good man. State your qualifications. Address Box 
-993, care of Harpware Ace, New York. 


WANTED—EXPERIENCED hardware salesman for nearby territory. 
SICKELS-LODER CO., 56 Murray St., New York City. 





sporting goods and 
CROSS. 











POSITIONS WANTED 


AND SALES MANAGER with live 





POSITION WANTED-—BUYER 


local jobber 20 years, hardware, mill, oil well, marine and builders sup- 
plies. Experience, covering retail, wholesale, traveling six years, buyer 
and sales manager, Can organize, buying and sales department, cata- 


Employed but desire 


logue pricing and get results. A-1 references. 
care of HArpware AGE, 


to make new connection. Address Box H-23, 
New York. 


SALESMAN—I AM THIRTY-TWO YEARS OLD. Have had three 
years’ retail hardware experience and seven years’ traveling. Am open 
for position with retail hardware jobber or manufacturer at reasonable 
salary to start, but position must have opportunities for the future and 
must be permanent. Address Box H-6, care of HaArpware Ace, 
New York. 


WANTED—POSITION AS TR AVELING SALESMAN, by young 
married man 25 years old, 6 years’ experience as paint, varnish and glass 








salesman; 5 years with one firm. Employed at present time. Familiar 
with hardware trade in Eastern Pennsylvania. tf you are not willing 
to pay legitimate expenses do not waste your time and mine. Address 
Box H-20, care of Harpware Ace, New York. 





SALES EXECUTIVE—Would like to manage office of a hardware 
or tool manufacturer in either Philadelphia, Boston or New York or repre- 
sent the manufacturer in these territories. Have had twenty years ex- 





perience as salesman, sales manager and_ directing head_of wholesale 
corporation. Address Box G-998, care of HarpwAre AGE, New York. 
EDUCATED AMERICAN SALESMAN, successful, aggressive, with 


best of references, now calling on hardware, department store and mill 
supply trade wishes to form sales connection with responsible manuface- 
turer or jobber, either as sales manager or road man. Address Box 
G-983, care of HARDWARE Acre, New York. 





SALES ACCOUNTS WANTED 


SUCCESSFUL HARDWARE SALESMAN with wide acquaintance 
best trade in North Carolina, would connect with good manufacturer to 
cover this territory. Tools, builders’ supplies or housefurnishings pre- 
ferred. Would consider any good specialty. Either salary or commission 








basis. Services available on thirty days notice. Gilt edge references. 

Address Box H-11, care of Harpware Ace, New York. 
SALESMAN—COVERING HARDWARE TRADE in Kentucky, 

Tennessee, Virginia and West Virginiz, would like to get additional 


accounts to represent in these States an account for nuts and bolts and 
other heavy’ hardware desired. Address Box H-24, care of Harpware 


Ace, New York. 
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SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 








FAMILIAR WITH GENERAL and builders’ hardware and furniture 
trade in Texas. ant line, either as main or side line. Must stand acid 
- a be repeater. Address Box H-8, care of Harpware Ace, New 

ork, 


WANTED—BY SALESMAN of fifteen years’ experience, hardware or 
kindred lines, to sell in Mississippi on commission. Lines that run into 
a most desired. Address Box H-2, care of HArpware AGE, New 

ork. 








SALES REPRESENTATIVES WANTED 


SALESMEN WANTED—CALLING ON retail hardware trade in New 
York, Pennsylvania and Ohio to handle side line of Sole leather. Attrac- 
tive proposition. Liberal commissions. Reply, stating lines now handled 
and territory covered. Address Box H-21, 
New York. 


EASTERN MANUFACTURER OF BUILDERS HARDWARE has 
several territories open for representation. In first letter state lines 
carried, exact territory covered and houses represented. Address Box 
H-13, care of HArpwArE Ace, New York. 





care of Harpware AcE, 








WANTED—EXPERIENCED SPECIALTY SALESMAN to sell a line 
of high grade lawn mowers for coming season and next on commission 
basis. Address Box H-5, care of HArpware Ace, New York. 


WELL KNOWN FIRM _ DESIRES REPRESENTATIVE PACIFIC 
COAST STATES TO SELL FINEST LINE ENGLISH CUTLERY 

MADE, ALSO OTHER G60D LINES CUTLERY AND LIGHT HARD- 
WARE. CUTLERY SALES EXPERIENCE ESSENTIAL. MUST DE- 
VOTE ENTIRE TIME TO OUR LINES. AN OPPORTUNITY TO 
BUILD UP PAYING BUSINESS. PERMANENT CONNECTION. 
ADDRESS BOX H-4, CARE OF HARDWARE AGE, NEW YORK. 





NEW ENGLAND’S largest clock and watch house, also Ingersoll 
watches, desire several high-grade, live-wire, hustling representatives as 
side-line, on commission basis, for Illinois, Indiana, New York, Pennsyl- 
vania and Middle Atlantic States. In first communication state territory 
desired and references. INTERNATIONAL CLOCK & WATCH CO., 
93 Federal St., Boston, Mass. 


SALESMEN OR SALES AGENCY, 
plete, to hardware and department stores. All territories open. Live 
wires only. Give full particulars in first letter. Write to MR. A. LYMAN, 
Sales anager, CYCLONE RADIO. RECEIVER CORP., 65 West 
Houston St., New York City. 





to sell a $5.00 Radio Set com- 








retail hardware trade in the New 
the Pacific Coast to carry as a 
Address Box H-16, 


SALESMEN CALLING ON the 
England States, the Nortliwest, and 
sideline of high grade pocket knives on commission. 
care of Harpware AcE, New York. 


SALESMEN WANTED—For most all states, by manufacturer in busi- 
ness fifteen years, now specializing on but two hardware items. Address 
tox G-999, care of HArpwareE AGE, New York. 











Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 

**‘TAcensed under the General Electric 
Company’s Incandescent Lamp patents.’ 


Confidence in bampin, Brand 
Ka 











SPECIALTIES 
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Extension Bit Braces 


® Bit Holders 
ALLEN & CO., INC., New Haven, Conn., U. S. A. 








QO. Lindemann & Co. 


Manufacturers of 


BIRD on™ 
CAGES Established 1863 


35-37 Wooster Street, New York 
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PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 


American Shearer Mfg.Company 
Nashua, N. H. 





nm | (atalo, 




















Handy Craft 
The New Steel Building 
Toy for Boys 
Retails for 75 Cents 
THE HART & COOLEY CO., New Britain, Conn. 











To beat the water meter— 


GAYLORD 


WATER SAVING DEVICES 


Sales Office 
A. K. TROUT CO., Inc. 
342 Madison Ave., New York, N.Y. 





Factory 
GAYLORD MFG. CO. 


Paterson, N. J. 

















New Catalog of Stone Working 
Tools and Supplies—just off the 
press—free on request. Send for 
it today. 
Trow & Holden Company 
Barre, Vermont 








American Can Company 


CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 

















Oil, Molasses and 
Gates 

Perfection Pattern. 

Made in All Styles. 


Syracuse Stamping 
Co. 
Syracuse, New York 








J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=RIVETS= 


ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 























Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slip on and off easily. 
Economy Mfg. Co. 
5350 Germantown Ave. 
Philadelphia, Pa. 


A CS SE 





am SCY THES 


a since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 
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. A HODELL CHAIN 
} FOR EVERY PURPOSE 
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DOG CHAINS AND 
LEADS 


Nos. 10, 11, and 12 assort- 
ments with 12 chains on 
lithographed display card. 
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GARAGE REPAIRS 
Hodell Chain is best for 
repairs about garage and 
home, 
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Watch this Page~On April 15th 


We ask Hardware Dealers, Jobbers and Jobbers’ 
Salesmen to watch this page on April 15th for the 
announcement of the greatest step forward in years 
in chain selling. An extremely difficult job that we 
have been working on for some time has been ac- 
complished. On April 15th, our new idea will be 
, broadcasted to you. 


Watch for it 


Your Jobber and Jobbers’ Salesmen, from whom 
you, as well as ourselves, get such splendid co-opera- 
tion on all progressive merchandising ideas, will be 
ready to follow through on our new plan. 

Hodell Chains, and chain specialties, are all made 
of highest quality materials, always packed espe- 
cially for the dealers’ convenience. Ask your jobber 
about this line,—he carries it. 


Sell More Chain—It’s Profitable 
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FURNACE CHAIN 
Hodell Furnace Chain made 
in Hodell, Cepeco and 
Bulldog patterns, 
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SASH CHAIN 
Proper sizes in correct 
finishes for all weights of 
double hung sash, 
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Tg SUA PRVDUSTS SY 
CLEVELAND, OHIO 
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AGRICULTURAL 
IMELEMENTS 
Hoedell Chain furnished in 
proper sizes for repairing 
Agricultural Implements. 
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Coil Chains 
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FOR END Hi, 
SPECIAL 
FLEXIBLE 


When endurance is an essential factor and when 
the mechanic must do a job of consistent and 
continuous cutting with a hand blade the Star 
Special Flexible Blade will cut again and again 
for the greatest number of times, saving the 
waste through breakage. 


| f | , j * My ol OW Ba 
1 samples of this blade Free. 


Makers Since 1883 


STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 




















